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THE E. RIVERS SCHOOL 
ATLANTA, GEORGIA 


IDEAL SEEING CONDITIONS 707 YOUNG AMERICA 


It is only logical that when really important lighting jobs are up for bids . . . architects 
and contractors look to Leader. That’s what happened in the case of the E. Rivers School 
at Atlanta. Architects Stevens & Wilkinson, and contractors Brittain & Pattillo, agreed 
that a dual component luminaire was required. The Leader VARSITY was the obvious 
choice because 60¢¢ of its output is directed downward and 40% upward, creating ideal 
seeing conditions. And VARSITY’s economical price runs well within the school budget. ... 
Whatever your next lighting problem may be — classroom, office, library, store, bank, 


institution or industrial plant — look to Leader and see the logical and profitable answer. 


Sold and installed by the better 


electrical dealers and contractors 
% GUT rsa N0./ Lighting Cougomeni Manufaciiner 





LEADER ELECTRIC COMPANY @ 3500 North Kedzie Avenue © Chicago 18, Illinois 
lLeoder Electr Western. 800 One Hundredth Avenue, Oakland 3, California 
Compbell leader, itd. Brantford, Ontario « Canada 





... and CONSERVE frecious Brass and Coffer 


“ECONOMY DE-LAY” Renewable Fuses offer you 
the opportunity to conserve scarce Brass and 
Copper and at the same time make a real 
saving in the cost of your Fuse maintenance. 


After your first cost of an “ECONOMY DE-LAY” 
Renewable Fuse, you pay only a few pennies for 
an “ECONOMY DE-LAY” Renewal Link to restore the 


Fuse to its original efficiency after a “blow”. This 
is much cheaper in the long run than any other type 


of Fuse protection you can buy. 
The simplicity and unusually fine mechanical con. 
struction of “ECONOMY DE-LAY” Renewable Fuses and 
Renewal Links make replacement quick, easy and 


inexpensive. 

With a reputation for Pioneering and Constant 
Improvement, Economy has always made its Renew- 
able Fuses and Renewal Fuse Links to meet the max- 
imum of all requirements of “The Standard for Fuses”. 


Millions of ECONOMY Renewable Fuses have been in ser- 
vice for years, giving low-cost protection to electrical instal- 
lations. Keep a full stock of “ECONOMY DE-LAY” Renewable 
Fuses and Renewal Links on hand! 
Ask for the ECONOMY Catalog and Price List. 

© Reg. U. S. Pat. Office 


Your Electrical Wholesaler has “ECONOMY DE-LAY” Kenewable Fuses 
and Reiiewal Links in stock. 
REPRESENTATIVES 
ALL PRINCIPAL CiTI 


ELECTRICAL WHOLESALERS —This is one of a new series of advertisements in which we 
are telling your trade—*For FUSE ECONOMY—Use ECONOMY FUSES”. How's your stock of 


ECONOMY FUSE AND MFG.CO., 2717 creenvew ave, cnicaso 14, 1Linots 


November, 1951—ELECTRICAL WHOLESALING 





i 
i 
i 
J 
1 
5 
i 
i 
i 


se feed-in auct 


architects 


rate these SQUARE D featu 
particularly high: 

¢ known voltage droP 

m efficiency, 

loss 

sectional 

luable 


res 


lowes 
_,, maximu 
minimum power 
smallest cross- 
area... conserves V4 
installation space 


contractors 


give these features 


ie top billing: 
“\ reduced installat 
d components, 
factory prefabrication 
new joint design (lower right 
_, ,all joint ends identical, 
connection bolts face outwar 
interchangeable standard 
fittings . -- permit horizonta 
or vertical riser applications 


ion time... 


Abs vote these 
‘\\ SQUARE D features tops: 
low cost installation 
and maintenance .-- 
most accessible connections 
totally enclosed... 
permanent safetycons 
excludes dust 
completely reuseable ... ee 
rearrangement with the 
same components 


saves in 


SQUARE 





truction, “ 
SQuARE 


staliation tim 
ds are i 


; Outward-facing 
ssembly and easy 


featu res 
> 


JOINT DES 


——_— 


D's exclusive joint design 
educes maintenance 
1— unnecessary to 
efore positioning or hanging 
ing, pre-installed bolts 


maintenance. 


eandt 
identica 





peo 


Los ANGELES 


MILWAUKEE 


DETROIT 


SQUARE D COMPANY CANADA Tod , TORO 


EXICO, S-A- MEXICO 


NTO* SQUARE D deM 





@ @ | 


Ry 


‘@LECTRIGA 





ARTHUR W. HOOPER 
Executive Editor 


G. GANZENMULLER 
Assistant Editor 


R. COLLURA 
Assistant Editor 


H. J. EMERSON 
Pacific Coast Editor 


H. PHILLIPS 
Art Director 


W. W. GAREY 
General Manager 
District 
Representatives 
A. B. Conklin 
S. A. Jones 
New York 
Charles F. Minor, Jr. 
R. eam 
Chicago 
Charles B. Shaw 
Cleveland 
A. M. Sanson, Jr. 
Philadel phia 
John W. Otterson 
San Francisco 
J. H. Allen 
Los Angeles 
Ralph C. Maultsby 
Atlanta, Ga. 
James Cash 


Dallas, Texas 


RALPH H. FLYNN 
Publisher 


“THRDUESI : 


THE NATIONAL MAGAZINE OF ELECTRICAL WHOLESALE DISTRISUTION 
BMG ow Hel! Public otion 


CONTENTS NOVEMBER, 1951 


Washington Straws * a . Be 
Times and Trends Arthur W. Hooper 59 
Business Index—Sales and Inventories él 
Business Index—Regional Analysis 

Will Defense Production Be Caught In The Squeeze 

Home Builders See The Light 

Who Sells Wiring Supplies—and How Much? 

Step Up Sales and Service en 

A Guide To Electric Housewares Distribution 

Blectric Housewares Gift Campaign Gains Momentum 

Behind The U/L Symbol . 

Rochester Does It Again! 

Speaking of Selling .. 

Nation's Farms Now 84°, Electrified 

New Products You Can Sell 

DPA News Digest 

Answers to Your Questions on M-86 _.. 

News Notes from N.A.E.D. 





November, 195! 


ELECTRICAL WHOLESALING 
(with Wholesaler’s 


Member ABC and ABP 
Published monthly by McGraw-Hill Pub! 
(1860-1948), Founder. Publication Offices, 1308 
Executive Fe and Advertising Offices: 
A. 


rector ; Nelson Bond, Vice- President and 

Vice-President and Director of onan 
eneremtetione: Address correspondenc 

Noble Street. Philadel 


phia 23, Pa. or * 330 W 
com days for change address. 
Please indicate yosition and eompany etion on all 
Single copies 35c.; T0c. » copy for special isepes, 
possessions, $3.00 for one year; $4.00 for two = = 
one year; $8.00 for two poise: $10.00 for three ; 
or two Fears: 5_20uwe, ior th 
years: 00 for three 
Office at "et Philadelphia, Be 


Publishing Co., Ine.—All wehee reserved. 

BRANCH OFFICES: 520 North Michigan Ave, Cilesge 11; 
cisco 4; 1111 Wilshire Bivd., Los Angeles 17, Calif.; 
W.C. 2: Washingvan 4: 17th ‘and Sansom Sts.. Philadeiphle 
nargh; Cleveland 16; Detroit 28; St. Levis 8; Bosten 16; 
Blég., Dalles 1, ja 





November, 1951—ELECTRICAL WHOLESALING 





Director of Cireuletion, Electrical Wh: 
330 West 42nd Street, New York 18, N. Y. 


Please change the addrees of my Electrica! Wholeseling 





{ 
4 
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. We liked it so well 


that we ordered another. 


Refrigerator Service Co. 
unmore, Pa. 


. The handiest and most 


useful instrument I’ve got. 
It’s light, small and easy 
to carry around. 

Bailey's, Charleston, S. C. 


. Best investment ever made. 


In the first six months, 
two jobs it helped me get 
paid for it. 

George Koff, Philadelphia, Pa 


. Very satisfactory. It is easy 


to check motor current as 
jaws will let Amprobe work 
inside terminal box. 


Moore Electric Motor, 
Brady, Texas 


. Very handy — can use it in 


small switches and 
without any shut-down time. 


Walter Baker Div. Gen'l Foods 
Dorchester, Mass. 


. Far superior to any instrument 


of any type performing 
same service ... it is a “must” 


item to electrician. 


Culy Refrigeration Service 
Richmond, Ind. 


There’s no better way for you to 
boost your volume on all items, than 
by showing your customers how 
they can cut service time with the 
Amprobe. Write for details today. 
Pyramid Instrument Corp., 
49 Howard St., New York City 13. 
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NOW! Grt BALLASTS ARE SOUND RATED’ 


*SOUND-RATING: G. E.’s new classification of ballasts to 
guide you in the correct application of fluorescent fixtures. 





Oh MeCry me elel. lomo Wal, icme' fe) -4, 6) 
USE A BALLAST 


IF THIS IS YOUR APPLICATION ... ... AND YOUR AVERAGE AMBIENT NOISE LEVEL IS HERE’... WITH THIS 
SOUND RATING 


Di ) Broadcast Studio | 
oY a Church 20-24 decibels 
Country Residence 
Oe Evening School 
City Residence 26-30 decibels 
; < Quiet Office 
_ Average Residence 
-f Public Library 32-36 decibels 
Study Hall ‘| 


= 1 


Classroom : 
Professional Office 38-42 decibels 





























Noisy Residence 


Business Office 44-48 decibels 











Store 
Noisy Office 50-62 decibels 


Factories 








* Average ambient noise levels in decibels, measured with standard 40-decibel weighting network. 


A new tool to help you build greater customer 


satisfaction by minimizing noise complaints 


Every fluorescent ballast has a normal, magnetic hum. But now, for the 
first time, you can know the relative sound level of the ballast before 
you buy. For G-E engineers have pioneered a system for measuring 
ballast sound levels accurately. These measurements have led to six 
classifications: from “A”—extremely quiet, to “F”—quite audible. This 
means that you know, before installation, which ballasts are right for 
any given application--whether it be church, school, noisy factory 
area, or any one of a wide range of other locations. 

Take the first step toward eliminating customer complaints about 
objectionable noise. Write for GEA-5672, a four-page bulletin which 
explains Sound Rating in detail. A reprint of recent technical infor- 
mation (GER-366) is also available. Write Section 412-93, General 
Electric Company, Schenectady 5, N. Y. 


GENERAL ELECTRIC 


412-93 
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OF 5 4 103 


CRESCENT IMPERVEX TRENCHWIRE and TRENCHCABLE 
are well known underground cables approved as TYPE “A” 
under CAA Specification L-824 for 600 volts. 

3,000 volt and 5,000 volt cables to the same specification can 
be furnished. Tens of millions of feet have been giving out- 
standing trouble-free service for many years. Write for bulle- 
tins No. 491 and No. 492. 


CRESCENT 


WIRE & CABLE 
CRESCENT INSULATED WIRE & GABLE CO. 


TRENTON, N. J. 
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THE OLD WAY: 


strong contrast 


deep shadows 


UTH WYTE-LINER WAY: 


Here’s a new idea in factory lighting to lift 
the eyestraining gloom off the ceiling: 
ALL WHITE INSIDE—to reflect maxi- 
mum light down and outward onto the 
working area. 

ALL WHITE OUTSIDE—to reflect room 
light upward, brighten the ceiling and 


soften brightness contrast. 


low contrast 
soft shadows 


Easier to clean—reduces maintenance. Air- 
flow Channel circulates air currents for 
longer ballast life. 


GUTH Wyte-Liners are made in 2 and 3 
lamp sizes for conventional 40-watt lamps 
and for 4- and 8-ft. Slimline. May we send 
you our 16-page Catalog 48-G with com- 
plete details? 


(Ni panne 


THE EDWIN F. GUTH COMPANY / ST.LOUIS 3, MISSOURI 


Leader. in Lighting frnce i902 
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3 months old and making safety-switch history! 


BULLDOG VACU-BREAK 
MASTER SAFETY SWITCH - 


BullDog takes long-needed forward 

step in safety switch simplification! i i PO RT A b T 3 
Now, one great line of BullDog Vacu- ™ 
Break Master Switches fills all safety 

switch applications! These Type A © THIS PLAN OF SIMPLIFICA- 
switches...selling at C prices...are TION 1S APPROVED BY THE 
made possible only by concentrating 
switch production on this one sensi- 
ble, simplified line. Now, you can 
reduce complex, top-heavy, profit- 
eating switch inventories... satisfy 
all requirements with just 38 catalog 
numbers. Slash inventory invest- 
ment, speed up turnover, increase OF CRITICAL MATERIALS. 
your profits in safety switches! 


NATIONAL ASSOCIATION OF 
ELECTRICAL DISTRIBUTORS, AP- 
PARATUS AND CONTROL COM- 
MITTEE, SINCE IT ENCOURAGES 
NON-DUPLICATION OF PROD- 
UCTS AND THE CONSERVATION 


, ae 
BUL This great safety switch merchandising program 
hy LCORELS had to come! And BullDog pioneered it! Now only 


s “QD three months old, it’s already a whacking success 
b A / from coast to coast! And no wonder. 
: AGAI @ Now, one great, simplified line of 38 BullDog Master 
Safety Switches . . . every one a Type A switch 
... fills every requirement for Types A, C and D 
switches. 















~* Just 38 great Master Vacu-Break Switches replace 
hundreds of Type A, C and D safety switches. Write 
Dept. 453-B for descriptive folder. 


BULLDOG 


BULLDOG ELECTRIC PRODUCTS COMPANY 


DETROIT 32, MICHIGAN © FIELD OFFICES IN ALL PRINCIPAL CITIES 
IN CANADA; BULLDOG ELECTRIC PRODUCTS OF CANADA, LTD, TORONTO 


THE LEADER IN FLEXIBLE ELECTRICAL DISTRIBUTION 


Voidable Cover 
Interlock! 


interlock: With interlock pin at Hole 
A, cover cannot be opened unless 
switch is OFF. Cover must be fully 
closed to throw switch ON. 

To void interlock: Simply push inter- 
lock up and insert interlock pin in 
Hole B. Switch can then be thrown 
ON or OFF with cover open or closed. 


> a 





A Type A Switch 






at Type C prices! 





SAI! the famous 


BullDog features! 


Vacu-Break principle of circuit rupturing 
Self-aligning Ciampmatic Contacts 
Quick-make and quick-break 


Anti-creepage corrugations on switch bases 
and arc chambers 


Solderless cable terminals (wire grips) 
Horsepower-rated 

Silver-surfaced current-carrying parts 
Voidable cover interlock 
Spring-reinforced fuse grips 

Ample supply of concentric K.O.'s 
Generous wiring space in all switches 


Exclusive Vacu-Break 
Principle! 


Dangerous arcs are quickly snuffed 
out by lack of oxygen in BullDog’s 
exclusive Vacu-Break arcing cham- 
ber. This eliminates excessive arcing 
which, in ordinary switches, causes 
burning, pitting and rapid deteriora- 
tion of contacts. Thus, the BullDog 
Vacu-Break chamber materially re- 
duces switch maintenance. 


You can’t buy 


Better Fittings 


or ones that 
cost less 
to use 


O 


Cross Section 
Showing 
indentations. 





Quicker to use and neater in appearance, Briegel All-Steel 
Indenter Fittings not only make stronger connections but also 
make each job more profitable to the contractor and satisfactory 
to his customers. 


Two Easy Squeezes and they’re set to stay. It is only natural that 
the Briegel All-Steel Indenter Fittings are the most widely used 
E.M.T. connectors and couplings. Contractors the world over 
recognize their cost cutting qualities and the fact that they make 
each wiring job neater, stronger and better. 


All B-M Fittings Cerry the 
Underwriters Seal ef Apprevel 


Mt] THOO DISTRIBUTED BY 
The M. 8. Austin Co., Northbrook, til.; 
as Clayton Mark & Co., Evanston, Iil.; Clifton 
Conduit Co., Jersey City, N. J.; General 
Electric Co., Bridgeport, Conn.; The Steelduct 


Co., Youngstown, Ohio; Enameled Metals, 
Pittsburgh, Penn.; Kondu Mfg. Co., Ltd., 
Preston, Ont.; Wagner Maileable Products 
Co., Decatur, Hl. 


GALVA, * ILLINOIS 
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HERE’S AN 


a 


y, OF IMPORTANCE TO YOU 


INS TO YOU 


Because “Of y GH wall plate needs, you can meet your customers’ requirements with 


7 


5 P 
4 , 


UNILINE. Your stock will be greatly simplified; your inventory problems will be considerably reduced. 


And — your customers will appreciate the sales appeal of UNILINE’S attractive modern appearance. 


The ad reproduced above is appearing in the October issues of Electrical Construction and Maintenance, 
Contractors’ Electrical Eevipment, Electricity in Puilding, Chicago Electrical News and Architectural 
Record; and in the November issue of New England Electrical News. Reprints are available for distri- 


bution to your contractor and architect customers. Just write to 1611 Laurel Street, Hartford 6, Conn. 


ARROW ELECTRIC DIVISION 


wining oevices MVE Tay }) WE ARROW. HART & WEGEMAN ELECTRIC co. 
ENCLOSED SWITCHES ineenis auntitie HARTFORD 6, CONNECTICUT 
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Srave@ CONDUIT 


CENTRAL 


When construction is completed the three modern skyscrapers 
at Pittsburgh’s Gateway Center will be equipped from top to 
bottom with Spang Central Conduit—a transformer to pent- 
house installation for power, light and communication. 
Following closely on the erection of the structural frame- 
work, the main electrical arteries of Spang Cenlaco Conduit 
climb from floor to floor. As quickly as bays are completed, 
webs of Spang Central Black Conduit are laid to every outlet 








point. 

The selection of Spang Central Conduit for these Pittsburgh 
office building landmarks is further recognition of Spang 
controlled quality conduit known and used everywhere be- 
cause of its time-proved dependability and workability. 

Wherever conduit is specified for commercial, industrial, or 
residential construction be sure to ask your distributor for 
Spang “Cenlaco”, “Central Black”, “Central White” and 
“Central EMT.” 


Owners \ ' 
The Equitable Life Assurance Society of the United ‘ 

States, New York, New York = S > A ty G a C “i A L F A WW T 
Starrett Bros. & Eken, Inc., New York, New York Vi \ Division of The National Supply Company 
Electrical Cor \\ 

Lord Electric Company, Inc., New York, Pittsburgh I GENERAL SALES OFFICE: 


and Boston 


GRANT BUILDING, PITTSBURGH 30, PA 


District Offices and Sales Representatives 
in Principal Cities 
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Through increased facilities we 
are maintaining prompt sched- 
ules on most GARCY lighting 
products. GARCY’S stocking dis- 
tributors have them on hand 


“Thin Panel” 
LUMINAIRES 
WITH METAL SIDES 


2 lamp or 4 lamp; 4 ft. or 8 ft. ; 
fluorescent or slimline; closed 
or open top; Spot-a-Lite units 
to match 


“Thin Panel’ 
LUMINAIRES 
ALBALITE GLASS SIDES 


2 lamp or 4 lamp; 4 ft. or 8 ft.; 
fluorescent or slimline; closed 
or open top 





\ \ \ LLL \\ 

MAA AAA) 
5500 Series 
TROFFERS 


1, 2 or 3 lamp rows; louver, 
lens, diffusing glass or open bot- 
tom; 4, 6 or 8 ft. lengths; 
fluorescent or slimline — also 
Spot-a-Lites to match. 


) 





——————_== 
2696 Series 


SLIMLINE 
LUMINAIRES 


Lamps exposed or louver shield- 
ed, 4 or 6 lamp rows, 4, 6 or 
8 ft. units—also Sport-a-Lites to 
match. Ideal for stores 





e 


=~ Two-Row Series 
EXPOSED LAMP 
FIXTURES 


No. 8808—two lamp, fluorescent 
or slimline, 4, 6 or 8 ft. May 
be coupled in continuous runs 
Also available louvered (No. 
8810HL) and baffled (No. 8818). 





~ 


“ Wipy, 
SRS ¥ 


9674 Series 
combines 


FLUORESCENT 
and 


INCANDESCENT 
light 


GARDEN CITY 


\ 


PLATING’ & MANUFACTURING CO. 


1740 N. ASHLAND AVE 


e CHICAGO 272, ILL 
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4 FT. 
Fluorescent or 
Slimline 


8 FT. 


Slimline 


No. 16772-L 


RE 


5050 


2 lamp 
VISUALIER 


SERIES 


aes : 
Se 


INCANDESCENT 


UNITS 


Wide Variety 
Available 


= 


6970 series 


5054 
4 lamp 
VISUALIER 
SERIES 


4 FT. 
Fluorescent or 
Slimline 


8 FT. 


Slimline 





RC 


Adda-Strip 


A complete line for every strip 
lighting application. Lengths 
from 18” to 96” for practically 
every fluorescent or slimlin€é 
lamp. Also easy-to-attach reflec- 
tor strips for directional light 
control. 














PERMAFLECTOR PETE SAYS: 


© 


Pe. ole 
(Sa 


Profit with 
Parmafleitrd 




















“Hang Up Your Gloves... 
the Fight’s Called Off!” 


Pittsburgh Permaflector Lighting Equipment was designed with the contractor in 
mind. There is no fighting with parts, no tangling with wires, no prying or pushing 
to make the units align when you work with Pittsburgh Permaflector Equipment. 

Whether the units are fluorescent, incandescent or a combination of both— 
whether they’re being ceiling recessed, surface mounted or pendant mounted— 
you'll find that they go up quickly and easily. 

Be sure the job is profitable. Work with Pittsburgh Permaflector Equipment. 
Then you can estimate costs down to the last penny and be sure you won’t run into 
any hidden “bugs.” 


WANT PROOF? Then send for complete informatian on the Pittsburgh 
Permafiector line for commercial, institutional and industrial lighting. 


-@2-z>) Pittsburgh Reflector Company 


407 OLIVER BUILDING - PITTSBURGH 22, PENNSYLVANIA 


DISTRIBUTED BY ELECTRICAL WHOLESALERS EVERYWHERE ° PERMAFLECTOR LIGHTING ENGINEERS IN ALL PRINCIPAL CITIES 


14 
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when it's needed! 


TRIANGLE products keep power flowing —to factories producing jet planes, to ship- 


yards, atomic energy plants, tank and gun assembly lines —to all defense industries. 


TRIANGLE produces a full line of quality 
WIRE, CABLE AND CONDUIT—products 
that will stand up under the most severe 


conditions —products that will not fail. 


To be certain YOUR CUS- 
TOMERS get power when they 
need it—supply them with 
TRIANGLE. 


“IT MUST 
BE RIGHT’ 


TRIANGLER Ge), [o)5) hm. Mier.) :) 8 Seow len 


17 MUST BE RIGHT 
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with a complete stock you can really cash in. Customers 


YOU CAN DO A LOT Yes, one roll of Gold Seal can do a lot in a pinch .. . but 


come back for Gold Seal in quantities, because linemen 
WITH A LITTLE and electricians go for this tape’s qualities. Stays “tacky” 
(doesn’t dry out, peel, or ravel), has high dielectric 
strength, goes further. That’s why Gold Seal Tape brings 


EN N you profitable repeat business, roll after roll. Jenkins 
Bros. (Rubber Div.), 100 Park Ave., New York 17. 


; In either 10-roll cartons or single 
Jenkins Bros. also make Diamond Seal “all rolls. Evéry roll celloph rapped 
Friction and Rubber Tapes which meet Mrz 
bot and Federal specifications. 


16 











“~ 
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— 
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LIGHTING 
EQUIPMENT 


Signy 


Build VOLUME through Value—Multiply your sales potential with the VISIBLE VALUE 
of REVERE DESIGN. Point out the symmetry—the ah atl efficiency of Revere Units. Every one is 
a leader! To clinch the sale . . . bring out the “hidden values” . . . the technical knowledge that puts 
every foot candle to work with best results. Emphasize sturdy 

construction and the ease of wiring and low maintenance cost— 

and you’ve convinced your customer that 

Good Lighting starts with GOOD Equip- 

ment—the REVERE Line! 


Area Lighters £* 
with 1 to & 
Top Floods 
3800 Series 
Famous 
REVERE 
Eliptor in 
colors or 
ALZAK to 


matc 
installation 


No. 4200 
Long Range 


No. 7301 


No. 2311-A 
Side-Mount 


Type 
Luminaire 


8 ft. and 
12 ft. Wind 
Cones on 
Elevated Hinged a 

ee 


JeP ee eae eee ea 














Runway Poles 


No. 396 
S701-A Code Flasher Rashes 


6500 Wart Navy Flood 
T.6 


S-6462-L- oa 18, 20, 24 inch 
Incandescent 
: Searchlights 
Single and 
d Double 
' Arm Street 
Lighting 
Standards 


ag he 2a. and 
Bay 


mE VER € 74 &€ Opa tM 
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Beyond question...best lamp ever designed for high-bay service 


NEW AMPLEX R-9/ 


ELL the remarkable new Amplex R-57 and you'll assure customers 
today’s best value for their money. Even in dusty or smoky high 
bays, the R-57 never has to be cleaned. It does away with all need 
for hard-to-get auxiliary metal reflectors. It gives continuous maxi- 
mum light output throughout its long-burning life. 


The new Amplex R-57 lamp has a pure silver, hermetically 
sealed reflector lining that is in a class by itself for lighting 
efficiency, and always retains its brilliance. Due to the 
unique bulb design, grime and dust lodge only on the 
upper sides and never obscure the under surface from 
which light is projected on the job. Made in 500 and 
750 wattages, the new R-57 affords abundant light 


even from highest mountings. 


To win the lion’s share of high bay 
lighting sales get full information 
about the new Amplex R-57 
lamp. Write Amplex Corpo- 
ration, Dept. A-11, 111 
Water Street, Brook- 

lyn 1,N.Y. 


PLEX 


Sealed-Beam Reflector Lamps, Colorbeam Lamps, Spotlites and Floodli Industrial Infra-Red 
Heat Lamps, Vibration and Rough Service Lamps, Street Lighting Lamps, Traffic Signal Lamps, 
incandescent Lamps, Fivorescent Tubes, Display Accessories 
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emele! Ito EaNy 


To tailor the Cutler-Hammer Type NMO 


t gee Multi-Breaker units required by job. 


MULTI-BREAKER “Plug-in” 


EAKERPANELS 


2 Assemble units to 


panel by “plugging in.” 


Cutler-Hammer Type N MO Breaker- 
panels make it easy to “tailor’’ the 
circuit requirements of each job... 
either when the panel is first installed 
. or at any time later when the re- 
quirements of one or more of the cir- 
cuits have changed. How is this done? 
It is very simple!! The Multi-Breaker 
unit serving each circuit just plugs 
into place. Where you want a 15 am- 
pere breaker, you plug in a unit con- 
taining the exact number of 15 ampere 
single pole breakers required up to 
four. These units are available in 29 
different circuit combinations mak- 
ing it possible to obtain the exact 
quantity and rating of branch circuits 
with a minimum of effort. 
Cutler-Hammer Type N MO “‘Plug- 
In’’ Breakerpanels are now offered in 
sizes with from 8 to 42 single pole 
branch circuits in increments of 2. 
They are available in 120/240 Volts 
a.c., with 50, 100 and 200 ampere 


mains (lugs or circuit breaker) with 
15, 20 and 30 ampere single and 
double-pole branch circuits; also, 40 
and 50 ampere double-pole branch 
circuits. Multi-Breaker units are of 
the thermal-magnetic type that pro- 
vide a lag on harmless overloads but 
instant trip on shorts. 

Wiring these Type NMO Multi- 
Breaker units is also a cinch. You can 
wire them right in your hands before 
you plug them in. .. or you can simply 
swing them out for wiring as shown, 
using one of the positive-pressure con- 
tact jaws turning on the silvered bus 
bar as a hinge. And despite the small 
size of these Breakerpanels that better 
utilize wall and column space, you 
get much more gutter space (5}4” in 
the 15” box) with more circuits. The 
narrow column type actually has 
double the number of circuits pre- 
viously available in cabinets of similar 
height. 

Beyond any doubt, this is the finest 
protection, the easiest to install, the 
most flexible, the most compact, and 
the most modern it is possible to 
obtain where a large number of branch 
circuits must be served, as in com- 
mercial and industrial buildings, 
hotels, schools, hospitals, large homes. 
etc. CUTLER-HAMMER, Inc., 1327 
St. Paul Avenue, Milwaukee 1, Wis. 
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Plug them 
in place 
again. 











TRADE MARE 





Extra values. 
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win extra sales 


And there’s extra value for your customers in Roebling for maintenance-free service. And this is typical of 

electric wires and cables. every Roebling item. Each is specially designed for 
Take Roebling Parkway Cable for example. On top efficiency and long-run economy. 

distribution and general power supply circuits it cuts Today a large share of Roebling’s wire and cable 

expense to a minimum. It is buried directly in a output is required in the defense program, but dis- 

shallow trench. It can be relied on, year after year, tributors can look to us for all possible cooperation. 








GOOD PRODUCTS. Using the most modern equipment, the 
Roebling Wire and Cable Laboratory is constantly developing 
and testing new methods of producing the finest of products. 











COMPLETE LINE. When you sell Roebling wires and cables 
you have a type that meets all of your customers’ transmission, 
distribution and service needs. 





COMPETITIVELY PRICED. Price schedules are maintained to 
keep you always in the running in competitive markets ... and 
assure you your honest profit. 





WELL ADVERTISED — WELL KNOWN. Every month of every 
year your prospects are told about Roebling wires and cables in 
full page color advertisements in a host of publications. 





ENGINEERING ASSISTANCE. Help a customer and you win a 
friend. Technical assistance by Roebling engineers is available 
to you and your customers whenever needed. 


OEBLING 





JOHN A. weneeenay + SONS COMPANY, TRENTON 2, NEW JERSEY * Atlanta, 934 Avon Ave * Boston, 5! Sleeper St & 5 Pittsburg St * Chicago 

5525 W. R i, 3253 Fredonia Ave * Cleveland, 701 St. Clair Ave, N.E. * Denver, 4801 Jackson St * Detroit, 915 Fishe 

Building * Mi ion Blvd * Los Angeles, 216 S. Alamedo St & 120 So. Hewitt St * New York, 19 Rector St * Odessa, Texos, 

1920 E, 2nd St * Philodelphic 230 Vine St * San Francisco, 1740 17th St * Seattle, 900 Ist Ave, S. * St. Lowis, 3001-3015 Delmar Bivd * 
Tulsa, 321 N. Cheyenne St * Export Sales Office, Trenton, N. J. 
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Here are the ANSWERS 


QUESTIONS 


7 
ti\ 
\\ 


Question: What makes a GOOD Motor Starter? 
a Answer: Dependability in operation . . . ruggedly 
4 built for hard usage . . . long life . . . requiring little 
attention . . . easy inspection and maintenance. 


Question: What makes the new CLARK Type “CY” different? 


Answer: An entirely new, advanced principle of arc interrup- 
tion; combining strong, multi-turn magnetic blowouts and twin- 
break contacts. 


Question: How does this improve its operation? 


Answer: Constant forced rotation of the arc—moving continu- 
ously from a hot to a cold spot, minimizes burning or pitting 
of contacts. 


Question: How about maintenance? 


Answer: Longer contact life means 
less service. No filing, dressing or 
cleaning of contacts required. No 
tools necessary to inspect contacts. 
Contacts, coils and other compo- 
nents easily changed. The CLARK 
Type “CY” is the maintenance 
man’s dream! 


Question: Is it rugged? 

A y . Phantom View 
nswer: Mill Type heavy-duty con- Showing Arc Shield 

struction and design provide extra 


protection and dependable operation in severe service. 
Question: Any other advantages? 


Answer: Many—among them the ingenious design of the 
solid upper arc shield that prevents accumulation of hot gases 
between wiring terminals, minimizing phase-to-phase failures. 


The CLARK line is the ideal line for Distributors. 


He CLARK CONTROLLER co. 


SINEERED ELECTRICAL CONTROL + 1142 EAST 152N° STREET, CLEVELAND 10, OHIO 
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IN SYRACUSE : oil - TTT 


REG. U.S PAT OFFICE 


From coast to coast, MITCHELL MODULE is rated 
America’s No. 1 Commercial Lighting because 
it more efficiently, more economically, more 
completely fills the widest range of commercial 
lighting needs. 

Planning is simple because MODULE forms over 
50,000 practical custom-type patterns — provides 
proper lighting for all interior areas in establish- 
ments of any size. 


Installation is quick and economical because 
MODULE units interconnect mechanically and 


the full MODULE opportunity 


Learn all about MODULE—see how 
specification and use of proper light- 
ing is simplified by this exclusive 
custom-fitting system. MITCHELL 
MODULE No. 360 and 370 
give you the full \ wad Write for your 
free copies toda 


MITCHELL MANUFACTURING COMPANY. 


-2525 N. Clybourn Ave., Chicago 14, Minois | 
ts Cnet a 19 Weerman A Toran 


November, 1951—ELECTRICAL WHOLESALING 


America’s WO/ 


Commercial Lighting 


electrically —mount in rigid alignment with min- 
imum time and work. 
Lighting Efficiency is extraordinary (up to 20°, 
greater light output reported from hundreds of in- 
stallations). All these advantages, plus enduring 
beauty and low cost, explain why MODULE is defi- 
nitely preferred by contractors, wholesalers, util- 
ity consultants, architects and users everywhere 
See how easy it is to solve your commercial 
lighting problems—be sure to get full details on 
MITCHELL MODULE today. 


Mitchell Manufacturing Company 
2525 N. Clybourn Ave., Chicago 14, Illinois 
(C0 Send MODULE Catalogs No. 360 and 370 


Name 





Firm. 














Of a 


RS 
Sa 


SS 
SEE 


CHAMPION 


Lam fa 


INCANDESCENT FLUORESCENT 


CHAMPION 


MEANS THE BEST! 
CHAMPION 
MEANS BUSINESS! 


For detailed information 
WRITE TO 


i CHAMPION LAMP WORKS 
MAID) F ; 
LARD Lynn, Massachusetts 

TA : 
Ne A DIVISION OF CONSOLIDATED ELECTRIC LAMP CO 
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CERTIFIED 











in our National Vefense 


se SR ACEETTITII cr RSGRLEMTITIP 


The making of fluorescent ballasts uses critical materials 


required in our national defense program. 


The Lighting Industry can best conserve available materials by using 
them most efficiently. To assure /ong, trouble-free ballast operation, 
full lamp life, rated light output and satisfactory fluorescent 
performance, insist on CERTIFIED BALLASTS in all fixtures. 


CERTIFIED BALLASTS are tested by Electrical Testing Laboratories, Inc., which 


certifies they meet the precise specifications that assure efficient operation. 


TO BE SURE ... look for the CERTIFIED shield on the ballast. 
ee 


Participation in the CERTIFIED BALLAST program is 
CERTIFIED open to any manufacturer who complies with the require- 
-— ? ments of CERTIFIED BALLAST MANUFACTURERS. 


"ganic BALLAST MANUFACTURERS 


Makers of Certified Ballasts for Fluorescent Lighting 








2116 KEITH BLDG., CLEVELAND 15, OHIO 
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ACME ELECTRIC QUALITY is 


KNOWN 


by the COMPANY it KEEPS 


THIS NAME 


means QUALITY! 


The manufacturers we supply with Acme Electric 
ballasts have one thing in common — to make 
the best fluorescent fixtures that engineering 
skill can design. 

Fluorescent fixture manufacturers, selecting 
Acme Electric ballasts as the heart of their 
product, make their purchases entirely on a 
basis of performance. In ballasts there is no 
eye-appeal, styling, no fancy paint job, no 
weight-factor, no size factor and no bargain- 
rate price. But there are the integral values of 
good engineering and craftsmanship construc- 
tion that result in electrical characteristics exactly 
matching the requirements of the lamps. 
Most fixture manufacturers regularly test bal- 





CERTIFIED 


a 











lasts of several reliable makes. These units are 
comparatively tested for input watts, current, 
volt amperes, power factor; lead and lag start- 
ing currents, operating currents, lamp watts; 
open circuit voltages; ratio peak to R.M.S. and 
temperature rise under constant use. 


With these performance test results a fixture 
manufacturer car readily determine which 
ballast will provide the finest performance in his 
product and maintain his reputation for quality. 
More manufacturers of quality fluorescent 
fixtures use Acme Electric ballast than any 
other kind. Acme Electric ballasts are approved 
by Underwriters Laboratories, Inc. and certified 
by Electrical Testing Laboratories. 


ENGINEERING 


When fluorescent lamps were still 
a laboratory experiment Acme 
Electric engineers were designing 
ballasts to help make this forin of 
lighting practical and economical. 
Acme has a vast store of experience 
that has helped many manu- 
facturers develop products that 
provide better performance. 


MANUFACTURING 


By manufacturing ballasts in con- 
tinuous production line quantities, 
precision standards are achieved 
and this way quality can be main- 
tained. We believe that there will 
always be a way to build a cheaper 
product, but we are concerned only 
in methods and materials that will 
enable us to build better products. 


PERFORMANCE 


In every step of production, tests 
are made as each assembly opera- 
tion is completed. This prevents 
hidden errors from reaching the 
completed unit. The final test covers 
a check on input and output elec- 
trical characteristics. This testing of 
ecch ballast is positive assurance 
that every Acme Electric ballast is 
constructed to match the require- 
ments of the lamps in the fixtures. 


ACME ELECTRIC CORPORATION 


6711 Water St. 
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Cuba, N.Y. 





BECAUSE new prospects for T & B fittings are 
turning up everywhere 


It’s smart business for distributors who are looking 
for business to get off the beaten paths these days. 
The rust’s being scraped off old tin sheds—autobody 
shops are lugging in new equipment. WHY? Because 
everybody and his uncle is getting in on govern- 
ment contracts and sub-contracts! 


SEE THEM AND SELL THEM 


These new defense plants need new wiring — 
and have the ratings to get it. A salesman 

who stops in wherever he sees new activity 

has a swell chance of coming out with a 

rated order. Especially if he talks up—the way 
T & B is talking up—such T & B fittings as 
Insuliner Sleeves and Grounding Wedges. 
They’re just what contractors and plant 
electricians are looking for, to bring old wiring 
jobs up to date in the simplest, easiest way. 


New prospects and new fittings add up to new sales! 





REDDY’S Blazing the Trail to New Business for Distributors 


with this powerful program on T & B fittings for modernization 


HARD-HITTING ADS—Full pages in two col- ers to the people working on defense plant 
ors, appearing every month in the publications _wiring...to open the door for you when you call. 


that contractors and plant electricians are reading. PUBLICITY—Lots of it, to supplement and ENGINEERED 
DIRECT MAIL— Letters, reprints of ads, fold- strengthen the story the ads are telling. prooucr 


f course tH whole came tt fact that oll T Tittings ; 
+ T&B Plon, 100% through + z & tributor si for every 
wiring job 
in the 


The local T é B representative is ready to give distributors jull details on T e& B fittings for modernizing complete T & 
wiring—and on the services of our Field Design Engineers on special requirements. ae! ag 


THE THOMAS & BETTS CO. = “ecw 


INCORPORATED 
20 Butler Street 
Elizabeth 1, New Jersey 


MANUFACTURERS OF ELECTRICAL FITTINGS SINCE 1898 











November, 1951—ELECTRICAL WHOLESALING 





~’ SYLVANIA 
and stay way ahead! 





rove 
stomers PIS— 
‘an lets CY better 
ampa'g ent Tubes are - 
Fluores¢ ylvania produ 


ity liyer of 

. unbeatable pove, Bud Cobye™ iit 

for e ighti does 4 with al : es at the Cl Yn 
—_ 


’ a 
show resce 


Sylvania ae 
. most po “s atte on hOW 
Here® pode ever pes stay brisé yrs today f0F full dee national 
bette we » delay! W at by this Inc., 
f -” So, ~~ ere im P ric Prout. 
you ca ess: SY!Y ray, New 
effort. ost 1740 Broadw4y 
Dept. L-70)!; 





Mo TS AO AO Ween WER! 
& 


ave ee. | 
_Ws im FUPORESCEN! TURES of omy papains 








Complete, personalized direct 
mail campaigns are also offered 
to all Lighting Contractors who 
feature this nationally adver- 
tised Sylvania emblem. 








» FP 
5 Fro 


LIGHTING 
CONTRACTOR 


SYLVANIA 
\ 


ty N 
“£5 ob* 


¥ SYLVANIA 


FLUORESCENT TUBES, FIXTURES, SIGN TUBING, WIRING DEVICES; LIGHT BULBS; RADIO TUBES ; TELEVISION PICTURE TUBES; ELECTRONIC PRODUCTS ; ELECTRONIC TEST EQUIPMENT; PHOTOLAMPS; TELEVISION SETS 
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BACK 


ELIMINATES 
YOUR CUSTOMERS go UNIT SALES 
PREFER CONDUIT OF COLUMBUS ARE INCREASED 
STACKED CARTONS FITTINGS IN CARTONS 
SAVE SPACE 


CENTER 
ACCURATE COUNT 
IN FILLING ORDERS 
TACKLE NO EXTRA 
MORE PROFIT cost TO YOU 


EASY TO 


INVENTORY ad» 


EXTRA SALES LESS WORK 
STOP INVENTORY LOSS 


Cartoned fittings by Conduit of COLUMBUS puts 


all of these All-Americans to work for you. 


SOLD ONLY THROUGH RECOGNIZED WHOLESALERS 





Look for this label 
when you buy fittings. 
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and know what 
lighting you'll get 


It isn’t necessary to hope you'll get satisfactory lighting 
from your fluorescent installation. Specify FLEUR-O- 
cant Puy LIER equipment and you'll get these advantages: 

Ti 1. FLEUR-O-LIER luminaires have been assigned a 
Fleur-O-Lier Index System rating by Electrical Testing 
Laboratories, Inc., after careful testing. This rating 
tells the exact illuminating characteristics of the unit. 
Complete photometric data and coefficients of utiliza- 
tion are provided. 





“ * 
LUMINAIRE DISTRIBUTION DATA 
MEAN VERTICAL 











Eb ab bat! 
aah eannaenl; 
ap? 


Fessrpecer| tf 
@vvowevoto ;° 


SSBSEruce 


























You know what you’re getting 


2. FLEUR-O-LIER luminaires are certified by ETL to 
assure they meet rigid specifications covering mechan- 
ical and electrical features. They all use CERTIFIED 
BALLASTS and CERTIFIED STARTERS. 





You know what you're getting 


Pree Gooklet 


Write for your free copy of the new 
booklet giving complete details of the 
Fleur-O-Lier Index System. 


Ask also for Electrical Testing Labora- 
tories’ reporton performance ratingsas- 
signed to the 300 Fleur-O-Lier fixtures. 
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Surf-A-Line 


Now safer than ever, 
these devices speed 
surface wiring jobs 

. . . Cut costs. 


Wiring a barn, cellar, garage, or any 
surface job has been greatly simplified 
with Monowatt’s Surf-A-Line heavy-duty 
plastic wiring devices. Two basic parts, 
the base which is made of arc-resisting 
urea compound, and its cover, replace 
the metal outlet box and separate de- 
vices. These surface wiring devices are 
134” wide and mount easily on joists or 
studding. 


High barriers and urea bases 
prevent arcing and tracking 


The use of urea in the bases of these 
devices as well as improvements in de- 
sign make them safer than ever. Under 
severe conditions, as in barns, arcing may 
sometimes occur. Dust or chaff builds up 
between two conductors of different 
potential. If it becomes moist, it forms a 
bridge between the two metal parts and 
arcing results. When the insulation is urea 
compound, the heat generated by the arc 
dries the foreign matter instantly and arc- 
ing stops. The urea, by forming a coating 
around each particle of the base mate- 
rial, prevents the arc from forming a 
carbon track. 

In addition to the use of urea, all bind- 
ing screws and current-carrying parts are 
separated by high insulation barriers 
further reducing possibility of shorting. 








Testing of Monowatt Surf-A-Line wiring 
devices has taken place under closely 
simulated farm conditions. Seed and dust 
were built up between two “hot” points 
and the devices placed in a warm, moist 
cabinet. A normal 115 volts was run 
through the devices. Arcing occurred, 
lasted momentarily and stopped. After 
days of this forced testing, urea insulation 
showed no signs of tracking and the de- 
vices continued to operate. Monowatt 
urea base devices have been in actual 
field use for over two years without a 
single reported failure. 


When running cable, about 3” slack 
should be left where each device is to 
be mounted. Cable is stapled to joists and 
studding, according to the prescribed 
rules set by the National Board of Fire 
Underwriters. Because it is not necessary 





Easy to Wire . . . Material Saved 


to leave as much slack cable as with con- 
ventional type wiring, there is a saving 
of from 6” to 8” of cable at each outlet. 


Cable is cut at the center of the slack and 
insulation stripped back at each end. De- 
vice is screwed down and appropriate 
knockouts removed. Different size 
knockouts are provided for both No. 12 
or No. 14-——2 or 3 conductor, non- 
metallic or armored cable. Moreover, they 
provide extra strain relief for non-metal- 
lic cable. When wiring with armored 
cable, a cable clamp (Cat. No. 2690-6), 
built to take a 150 Ib. pull, is used. 


Conductors are attached to the binding 
screws. Bus bars which carry the current 
for through wiring, eliminate the need 
for splicing and soldering. 
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Back wiring is new Feature 


Knockouts are now provided to back 
wire Surf-A-Line devices where it is de- 
sirable to run through a partition. Back 
wiring is approved for non-metallic 
cable. A special mounting bracket (Cat. 
No. 2691-6) is necessary to hold the de- 
vice to the partition. The bracket is first 
mounted, then the device is wired and 
mounted on the bracket. 





Specifications 


All Monowatt Surf-A-Line devices are 
listed by Underwriters’ Laboratories and 
meet REA and Federal Specifications 


Switches (Single Pole Cat. No. 2630-1 
and Three Way Cat. No. 2633-1 are “T” 
rated at 5A-250V; 10A-125V.) They are 
tested to take surge currents not less than 
8 times the rated amperage load, for 
6000 cycles, as required by Underwriters’ 
Laboratories. Switches meet Federal Spec- 
ification W-S-890. 

Outlets (Double Outlet Cat. No 
2620-1) have double wipe contacts and 
are rated at 10A-250V; 15A-125V and 
meet Federal Specification W-R-15 la. 

Lampholders Keyless Cat. No. 2655-1 
is rated at 660W-250V; Pull Cord Cat. 
No. 2651-1 is rated at 250W-250V. Both 
meet Federal Specification W-L-142. 


bAonowarr 


Monoweatt Incorporated 
A General Electric Affiliate 
Providence, R. |}. 








ONE SPARK 


APPLETON EXPLOSION-PROOF EQUIPMENT 


Type FSQX Explo- 
sion-Proof and Dust- 
Tight Plug and Re- 
ceptacie with inter- 


locking safety switch. 


The Appleton 
Seal-Line Switch 
Unilet is a combi- 
nation switch hous- 
ing and sealing 
unit. Completely 
explosion-proof 
without additional 
sealing fittings. 


Type EFUX Explosion-Proof 
X-Ray Film Illuminator. For use 
in Hospita! surgeries. Available 
in one- or two-gang models. 
Patent Applied for. 


Pat. No. 
2,208,558 


Safety and service features 

of the Appleton Type EFU Ex- 
plesion-Proof Fivorescent Lighting Fix- 
tures make them foremost in design 
of fluorescent lighting for hazardous 
locations. 

Pat. No. 2,392,202 


Sold Through Electrical Wholesalers 


APPLETON ELECTRIC COMPANY 
1734 Wellington Avenue ¢ Chicago 13, lilinols 


Branch Offices: NEW YORK, 50 Church St. © DETROIT, 3049 E. Grand Bivd. « CLEVELAND, 1836 
Euclid Avenve * SAN FRANCISCO, 655 Minna St. * ST. LOUIS, 227 Frisco Bidg. * LOS ANGELES, 
100 N. Santa Fe Ave. * ATLANTA, 724 Boulevard, N.E. * BIRMINGHAM, 429 Brown-Marx Bidg. 
MINNEAPOUS, 305 Fifth St, S. © PITTSBURGH, 414 Besse Bidg. * BALTIMORE, 100 E. Pleasant St. 
BOSTON, 10 High Street * DENVER, 1921 Blake Street * PHILADELPHIA, 1017 Cherry Street 
CINCINNATI, 626 Broadway * HOUSTON, 717 M. & M. Bidg. * HAVANA, Cuba, Malecon No.9. 


Resident Representatives: Binghamton, Dallas, Indianapolis, Kansas City, Orlando, 
Milwavkee, New Orleans, Seattie, Portiand, Ore. 


Export Representatives: international Standard Electric Corp, 67 Brood St, New York 4, N. Y. 





When released in a flammable atmosphere, the 
tiniest electrical spark can reduce the greatest in- 
dustrial plant to worthless ruin. To guard against 
this sudden disaster, Appleton explosion-proof 
conduit fittings and fixtures are expertly designed 
to completely seal off dangerous arcs that lurk in 
the wiring systems of chemical plants, oil refin- 
eries, hospital surgeries—wherever explosive or 
flammable vapors, dusts or gases are present. 

Appleton Explosion-Proof equipment is easy 
to install and service. And among the hundreds of 
fittings and fixtures in the complete Appleton line 
is an explosion-proof fitting exactly suited to 
your needs. 

No matter what your lighting or wiring re- 
quirements—explosion-proof or otherwise, spec- 
ify Appleton, supplier to American builders for 
nearly half a century. 


APPLETON 
ELECTRIC 
PRODUCTS 

















Warskiugtou 
STRAWS 


ALLOCATIONS FOR WHOLESALERS? e Important changes may be coming for whole- 
salers of electrical products. NPA officials whose job it is to speak for the distributive 
trades favor a set of orders designed to keep dealers’ shelves stocked with replace- 
ment parts and components. Three orders are under consideration. One would give 
distributors an allocation of CMP “B” list products. These include almost every 
product containing steel, copper or aluminum, and used normally for repair, replace- 
ment or maintenance. A second order would clamp inventory rules on distributors 
so they could not legally exceed the allocations. The third would direct factories 
to set aside a certain amount of production for distributors. 

Some NPA officials in the second rank are so sold on the idea of allocations that 
they’re trying the idea out on NPA business advisory committees. Some are making 
speeches about it. But they haven’t sold the top DPA-NPA officials on it. ‘These 
men still back off from the paper work involved. They say they haven’t seen any 
proof yet that distributors need such protection. They’re looking for some other way 
to keep parts and components flowing through normal trade channels. Whoever 
wins this particular argument, it’s a sign of deep concern over both the supply 
and the distribution of the kind of products electrical wholesalers stock. Planners 
are afraid the country is going into a period of trade disruptions due to mounting 
military demands. 


WHOLESALERS IN THE CLEAR e There’s an odd sidelight to officials’ concern over 
distributors’ stocks. It stems partly from a compliance check which NPA ordered. 
Investigators were told to study the whole distribution set-up, on the theory that 
they might discover excessive stocks of goods. One quick look was enough. Field 
agents told their bosses in Washington they were looking up the wrong tree. The 
whole distributive industry got a clean bill. Now top brass has swung to the other 
extreme—worrying whether distributors’ stocks are large enough. 


MATERIALS SLASH e Electrical equipment makers will have eight per cent less copper 
next quarter than they were allotted this quarter. Aluminum will be cut fourteen 
per cent. These allocations are a lot less than NPA’s electrical equipment division 
requested. They range from a fourth to a half below what the division—and the 
industry—said would be needed. 

On the surface, the allocations aren’t so bad if you compare them with the present 
quarter. The industry will be operating close to current levels. But here’s the catch. 
In lines where direct military demand is high, output will be increased. This means 
a cut-back for others. When electrical equipment division gets its allocations from 
mobilization higher-ups, it’s for the industry as a whole. The division then has to 
parcel out materials to individual companies. It’s doing that job now—will have 
allotments in the mail any day. 


ALLOTMENTS CALLED BACK e Some companies will be cut so heavily next quarter 
that they will have to return part of their advance allotment. The advance was 
seventy per cent of fourth quarter allotments in most cases. It is made so production 
schedules can be planned well ahead. Good idea—but it’s back-firing. The advance 
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is more than some manufacturers will be allowed for the first quarter. Nobody 
knows yet how big the recalls will be. When the electrical equipment division 
finishes a detailed study of the first quarter situation, it will issue forms spelling 
out the bad news. There’s one hope. The division is putting up a fight for supple- 
mental allotments. If it gets some, advance allotments may be_ restored. 


CMP BEGINS TO BITE e It’s scant comfort, but other people’s troubles with materials 
are worse than the electrical equipment industry’s. The controlled materials plan is 
beginning to cut output in some lines back to the red-ink level. Example: Lamp and 
shade makers will get only ten per cent as much brass and ten per cent as much 
aluminum next quarter as they used the first half of 1950. A lot of non-essential 
civilian goods will get similar slashes. It’s how the allocators find metal for electrical 
equipment. 


HOME BUILDING WORRIES e Planners have fouled up controls over housing starts. 
DPA wants starts held to about 800,000 next year. Officials admit that self-author- 
ization—by which builders get supplies for houses without asking specific approval— 
—will result in more starts than are wanted. Planners are afraid houses will be built, 
then stand empty because of a shortage of electrical or plumbing products. The 
answer they see is a licensing system of some sort—and a mountain of paper work. 
Chances are nothing will be done until next spring. Then, if starts are outstripping 
wiring and plumbing supplies, tighter controls will be clamped on. 


DEFENSE AREA BUILDING e A big part of next year’s starts will be concentrated in 
56 critical housing areas. Planners think they can assign 225,000 units by June 30. 
For a list of the critical areas, write Federal Housing and Home Finance Agency, 
Washington, 25, D.C. The list shows where home building will be liveliest next 
year. Commercial building will largely be concentrated in these areas, too. 


ROUNDHOUSE PUNCH e Senators of both parties swung hard at the way DPA 
allotted steel for new schools. They discovered that some of the structural steel, 
which DPA ticketed for export, will go into luxury hotels. Wanted to know which 
was more important—new schools in this country or luxury vacation spots abroad. 
Federal Security Administration which asks DPA for school construction materials 
wanted 255,000 tons of steel for the first quarter. DPA gave it 96,296 tons, com- 
pared to 103,400 tons this quarter. This means the 1,400 schools now under con- 
struction can be finished, with enough steel left over for about 300 starts. 


LESS CONDUIT e Manufacturers are pressing the government to lower its specifica- 
tions on hot-dip galvanizing of conduit. They say it’s the only way to maintain pro- 
duction in the face of the growing zinc shortage. First quarter allocations for conduit 
makers call for less material than this quarter, which in turn was less than the third 
quarter. The industry told NPA: You’ve cut all we can take if you want defense- 
rated orders filled 


COPPER SUGGESTION e Electrical contractors told NPA copper could be saved if 
the government clamped down on the number of building wire and cable types. 
An order of this kind would keep warehouses from having to stock the present 
wide variety, the contractors advisory committee said. 


CMP TROUBLES e DPA-NPA officials are just about convinced that they have issued 
authorized controlled materiais orders for too much copper and aluminum. They 
counted on War II experience, which indicated about ten per cent of the authorized 
orders would never be converted into metal. So for two quarters they have 
allocated ten per cent more than the supply. The continued scramble to place 
copper and aluminum orders shows there’s something wrong with that idea when 
applied to the kind of mobilization we are in. Nobody lets his authorized orders go 
without trying to get metal for them. Planners may scale down the excess allot- 
ments to about five per cent more than the supply. This should make it easier to 
place authorized orders. NPA still thinks its steel allotments are about right. 


(Washington, D.C.—November 5, 1951) 











ELECTRICAL WHOLESALING—November, 1951 





ELIPSO STANDLITE— 


Expertly designed to pro- 
vide protection for industrial 
¢ properties. 


f APPLETON LIGHTING EQUIPMENT 


z In these days of accelerated production, good 
light for outdoor working areas and grounds 

is a vital must for both personnel safety 
and plant protection. Outdoor lighting planned 


with Appleton Equipment is your assurance 


of top-notch illuminating efficiency at minimum 


installation, service and Operating expense. 
Appleton Lighting Fixtures are available in the 


ee ceaente exact type and size for every industrial 


For even illumination of service stations, athletic fields, . ‘ 4 : 
parking lots, ete. Pole, Bracket or Crossarm mounting. requirement—including hazardous locations= 


whether indoors or out. For the finest ia 
illuminating fixtures specify Appleton—pace-setting 
manufacturer of electrical equipment 

for more than half a century. 


STANDLITE— THE EFU— 

The oil industry's choice for 3 First and still finest fuorescent explo- 

sturdy, efficient service station sion-proof lighting fixture. Available for two 

illumination. 40 watt 48” lamps or two 100 watt 60” lomps. PAT. NO. 2,392,202 


Sold Through Electrical Wholesalers 
1734 Wellington Avenue ¢ Chicago 13, Illinois A ro ed L - t Ce | ae 
Brench Offices: NEW YORK, 50 Church St. © DETROIT, 3049 E. Grand Bivd. * CLEVELAND, 1836 
Euclid Avenve * SAN FRANCISCO, 655 Minna St. © ST. LOUIS, 227 Frisco Bidg. © LOS ANGELES, 
100 N. Sante Fe Ave. © ATLANTA, 724 Boulevard, N. E. © BIRMINGHAM, 429 Brown-Morx Bidg. 


MINNEAPOLIS, 305 Fifth St. S. © PITTSBURGH, 414 Bessemer Bidg. © BALTIMORE, 100 E. Pleasant St 
BOSTON, 10 High Street © DENVER, 1921 Bloke Street © PHILADELPHIA, 1017 Cherry Street 


CINCINNATI, 626 Broodway * HOUSTON, 717 M. & M. Bidg. © HAVANA, Cuba, Malecon No. 9 
Resident Repr ives: Bingh Dallas, Ind lis, Kansas City, Orlando, p * © | D U  « ¥ S 
Milwaukee, New Orleans, Seattle, Portiand, Ore. 


Export Representatives: international Stondord Electric Corp., 67 Broad St., New York 4,N. Y 








100 AMP. CIRCUIT BREAKER PROTECTION 
AT FUSE BOX PRICES 


Another new 
Murray product 


that gives you 


als 
“~~ 


WHAT IS IT? 

Service control equipment—3 wire, single phase, 120-240 
Volts AC. Available in two types: |—Indoor (surface or 
flush) or 2—Outdoor (raintight). Supplied with handle 
extensions for simultaneous manual tripping of two sing!e 
pole independent trip fully magnetic circuit breakers in 
70, 90, or 100 amps. 


HOW IS IT USED? 

; poe 1. Same application as a 100 amp. 3 wire fused switch 

ADVANTAGE Ss ! : with neutral or a 100 amp. 2 wire fused switch with- 
sass out neutral. 

. As Service Entrance Equipment. 

. As a main disconnect. 

. For protecting single phase lighting and appliance cir- 
cuits or for fractional horse-power motor circuits, 


iS IT AVAILABLE? 


In stock. Call your nearest Murray representative. Catalog numbers: 
Indoor —LV2IIA (Add $ or F to indicate surface or flush mounting). 
Outdoor —LR2IIC (At slightly higher list prices). 


IR DETAILED INFORMATIODP 


MURRAY MANUFACTURING CORPORATION 


1250 Atlantic Avenue * Brooklyn 16, New York 
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ACCURATE FRICTION TAPE 


Features the bes? of moterial care- 
fully fabricated to provide maximum 
mechanical protection. Available in 
Standard and A.S.1.M. grades. 


Wiring 
need! 


ACCURATE RUBBER TAPE 


Offers high elasticity, high dielec- 
tric strength and super aging quoli- 
ties. Made in both Standard grode 
ond A.S.1.M. — AA.R. Specification 


are manul 


ACCURATE PLASTIC TAPE 


Thin caliper plus co combination of 
good mechanical and dielectric 
strengths, Recommended for use 
wherever plastic tape is procticol. 


for the electrical, industry 


tured to precision standards by 


eelseMuasleMethumel-AuelcceMMiliatet(mcom elaelelt laters 


tapes of superior quality. Every foot is 


carefully made and constantly inspected to 


PLS tela metsttcesmeemetrsemelettiiay 


'T} 


he sure way 


to complete tape satisfaction is to specify 
ACCURATE by name — every time. Get all 
the facts on ACCURATE Tape now! Just 
call or write the Accurate Manufacturing 


Company, Garfield, New Jersey, for new 


peLriau-le-teM@itace-latte-Mraetlels Mm telel iets (1 


feroseahe}(icom jelcebelecielesere-telemccre stelle) merle: 
covering the entire ACCURATE line of 


reLer- Teta me:} oc Mme Mela Melel elelit-t-la le) eh 
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AMERICA 
ELECTRICAL WIRE 
AND CABLE 


IT'S HOT IN HERE! Electric furnace cable must 
carry huge currents close to the destructive heat 
of the furnace itself. Amerbestos is a natural for 
this installation because 1) it can withstand the 
heat, and 2) the special felted asbestos construc- 
tion can be continually flexed 


THESE LIGHTS, WIRED WITH AMERBESTOS, are in- 
stalled under a blast furnace that often operates 
several months at «a time without stop. Notice 
how the boiling slag (at 3,000°F.) has piled up on 
the lights. Despite the heat, this Amerbestos has 
never shown the slightest trace of trouble 
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or everything else—use AMERBESTOS 


assures more effective insulation 


@ Heat-Resistant Amerbestos Wire and Cable has 
a very special feature that you should know about. 
It’s all in the way we apply the asbestos insulation. 

Conventional heat-resistant wire and cable uses 
asbestos that is spun into a yarn then wrapped 
around the conductor. This has some serious dis- 
advantages that you can quickly spot if you look at 


AMERICAN STEEL & WIRE COMPANY, GENERAL OFFICES: CLEVELAND, O10 + COLUMBIA STEEL COMPANY, SAN FRANCISCO, PACIFIC COAST DISTRIBUTORS 


ee cae 
————" a? 
(Se a 
a | 


the drawing. When the conductor with this type of 
insulation is bent, the asbestos yarn is unevenly 
stressed. Therefore it separates at the outer radius of 
the bend, and all the effect of the asbestos insulation 
is lost at that point. 

Compare this to Amerbestos. We don’t use spun 
asbestos yarn. Instead, we actually “felt” the asbestos 
and appl) it evenly around the conductor. As you 
can see from the actual production photograph, the 
fibres are “picked” off a rotating drum with a vibrat- 
ing steel comb. Then the conductor and asbestos are 
slowly pulled through a closing die that compresses 
the fibres into a tightly packed felt that stays put 
even when bent. 

This careful attention to sound construction meth- 
ods has been largely responsible for the ever-growing 
demand for Amerbestos Wire & Cable. Plus the fact 
that Amerbestos is made in a complete range of sizes, 
both plain asbestos and AVC, with a wide variety 
of special jackets to fit every heat-resistant wire or 
cable requirement. 

For more information, write American Steel & 
Wire Company, Rockefeller Building, Cleveland 13, 
Ohio. 


TEWNESSEE COAL, IRON & RAILROAD COMPANY, BIRMINGHAM, SOUTHERN DISTRIBUTORS *© UNITED STATES STEEL EXPORT COMPANY, WEW YORK 


American Electrical Wire and Cable 


oS NN. fk 2 
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MODEL WL-440 MODEL PL-640 


O 


i 


The new Deluxe Schoolmaster 
jee 2 40° = crosswise §=— 30° 
lengthwise. 


MODEL SM-440 




















‘alr Conditioned” 
Teen a with perforated sides 
eliminates blind spots. Ulti- 
mate in fluorescent lighting. 
UL APPROVED 


















































--cast a new light on PROFITS 
GREAT NORTHERN Mlumination 


‘Gat Aorta Fixtures adequately meet the new standards in illumination 


‘Great Northern manufactures a complete line of Fluorescent 
and | Slim Line Fixtures for Industrial and Commercial Installa- 
dons ‘which créates a finely engineered line of fixtures that will 
- meet. any installation problem. These fixtures are precision 
“§ ucts and are designed for easy installation and mainte- 
ance. ‘Wé are geared to meet the new Frontiers of Lighting 
gress. in the 50's. , 


“Beant outdoor Resedieents for + service stations + used car lots 
* outdoor theatres « night clubs + tourist courts + restaurants «+ high- 
nw ets * hotels + stop-and-socks +» department stores + drive-ins 
commercial building entrances and many other installations. 
: e U-L approved 
e 1/3 cost of incandescent lighting 
¢ 67% more light (actual test) 
e visible at longer distances 
© penetrates fog and haze 
e weatherproof construction 
® easy to install and maintain 
e hinged glass door for easy accessibility 
© operates efficiently below zero 


WRITE for catalog illustrating our complete line of fixtures EW-11 


CREATED AND PRODUCED BY 


GREAT NORTHERN MFG. CORP. 


— Fluorescent Fixture Manufacturers 
ee | 
HOUSED IN OUR MODERN BUILDING DEVOTED 4217-19-21 HARRISON ST. e CHICAGO 24. ILL 
| Dept. EW- 11 | 


EXCLUSIVELY TO THE MANUFACTURE OF 
SUPERIOR FLUORESCENT FIXTURES 
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Grom 
FREIGHT CAR ICING 


Above, track and trolley supplying current to on 

of two icing machines, shown below, developed § 
by Railways Ice Co., and built by Link Belt Co., § 
for Denver & Rio Grande Western R.R. 


A freight car iced in fifty seconds! Only a ten second 
interval between cars! That’s how trainloads of perishable 
freight are now iced and speeded to market on schedule. 
When this modern icer is on the move, power is supplied 
by Feedrail for twelve motors totaling 179 HP plus 
7’ KW for communications, lighting and coded control. 
In telecasting, split-second timing to keep on schedule is 
essential. Feedrail mobility speeds the rearranging of 
studio lighting and provides a dependable, unfaltering 
source of power. 





TELECASTING 


Feedrail powers and positions vertically 
heavy TV lights by a flick of a switch. 
7" - ) 


Industry is always on the move. Product changes demand 
flexible electrical power distribution. Moving Feedrail 
trolley outlets enclosed in overhead tracks roll quickly 
to where power is needed. When major changes are 
required — dismantle, rearrange and remount, reusing 
original units. Add or remove machines, without delay, 
to speed change-overs and work in process. Unit costs 
will decrease in direct ratio to the increased production 
facilities which Feedrail versatility affords. Write for 
literature. 


Sold by leading electrical distributors. 


Hover Execomts | 


LECTRIC 
EEEDAAIL 


125 BARCLAY STREET 
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FEEDRAIL CORPORA TION 


sidiary of 4 C npany, Inc 


NEW YORK 7, N. Y. 


39 








LOADS 
ARE 
GROWING 


Curve of kilowatt-hour 
sales shows the spectacu- 
lar growth of electrifica- 
tion since the early years 
of the century. 
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USERS DE 


ABSOLUTE 
PROTECTION 


a. Common operation of all contacts prevent 
single phasing 

b. Instant arc quenching assures immediate 
fault interruption. 


CONTINUITY 
OF SERVICE 


Quick, visible indication of breaker operating 
position speeds service restoration 


VERSATILITY 


Interchangeable and adjustable trip units 
meet changing load conditions. 


° 
| BILLIONS OF 


— KILOWATT-WOURS 
1950 





1945 


INSTALLATION 


Accessibility and plenty of space for cable 
entrance and connection 


APPLICATION 
FLEXIBILITY 


A full complement of protective and auxiliary 
devices 





1-T-E OFFERS 
INDIVIDUALLY ENCLOSED 


Molded Case 
Circuit Breakers 


Large Air 
Circuit Breakers 


Ratings up to 600 volts a-c, 250 volts d-c; 6000 amperes 
In four enclosure types 


NEMA 1 
NEMA 1-A 
NEMA 3, 4, 5 
NEMA 7 


General Purpose 
Dustproof 
Dust-tight 
Weatherproof 


General Purpose 
Semi-dust-tight 
Water- and dust-tight 
Explosion-proof 











There's a big market- 


Constantly increasing industrial loads and new construction require high- 
capacity circuits. Circuits that control costly capital equipment require 
the type of protection—that only circuit breakers can give. 

Increased production demands continuous operation of equipment. 
Outages must be minimized by the swift restoration of service—that only 
circuit breakers can provide. 


for Circuit Breakers- 


Circuit Breakers provide absolute dual protection of equipment through 
predetermined delayed tripping under sustained overloads and instantane- 
ous tripping under short-circuit conditions. 


They sustain production by operating effectively under full rated 
load—they do not trip on harmless momentary overloads. 

They restore service immediately. After serious overloads or short 
circuits, only reclosing is required. And remember, I-T-E breakers are 
trip-free on overload. 


from the complete |-T-E line, 


You can always select the corres IrChas breaker (for 
use in any power ement; 
for any Bres 
cons 


salalext-ye! 


1-T-E Circuit Brecker Co 


19th and Hamilton Streets, Philo. 30, Po 


LOW VOLTAGE ; Please send me Bulletins 5107-D and 5108-D 


describing 1-T-E enclosed air circuit breakers 


AIR _ 
CIRCUIT BREAKERS +e 


ADDRESS 











city ZONE STATE ___ 








RESPONSIBLE SOURCE 


Whether it’s a hospital or a school, a housing project or an 
industrial plant, Auth makes the signaling systems for it — complete! 
Protect your reputation by specifying reputable systems . . . Eliminate 
confusion ... simplify your work . . . and save money for your client. 


On your next commission place the responsibility for all 
signaling and communication equipment with Auth, a Company 
having more than half a century of experience in this field. You'll 
be glad you did. 


FOR HOSPITALS 
FOR HOUSING Nurses’ Call, Doctors’ Paging, and 
U.S. Approved Mail Boxes; Doorbell “In and Out” Register Systems; Clock, Clock, Program Bell, and Fire Alarm 
Systems and Mechanical Door Chimes; Telephone, Fire Alarm Systems; Systems; Telephone and Miscellaneous 
Telephone and Fire Alarm Systems. Night Lights. Signaling Systems. 


FOR OFFICES FOR INDUSTRIAL PLANTS POR COMMERCIAL HOUSES 
Buzzer, Annunciator, and Clock Sye Fire Alarm, Telephone, and Paging Telephone, Clock, and Fire Alarm 
tems; Telephone, Fire Alarm, and Ele- Systems; Clock and Program Bell Sys- Systems; Buzzer, Annunciator, and Pag- 
vator Signaling Systems. tems; Supervisory Annunciators. ing Systems. 





eususasueees os Descriptive Literature upon Request 
siBCE Tay, Sales Representatives in Principal Cities 


Electrical Signaling, 
Communication and 
Protective Equipment for COMPLETE SYSTEMS @ ONE RESPONSIBILITY 
Housing, Hospitals, 


Schools, Offices, Ships, AUTH ELECTRIC COMPANY, INC. 


and Industry. 
34-20 45th St., Long Island City 1, N.Y. 
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FASTER TURNOVER 
GREATER PROFITS 





Exclusive self-holding feature saves time, 
eliminates fumbling and dropping, makes 
difficult installations easier .... makes 
Blackhawk SNAP-STRAPS easy to sell. 
Made of heavy gauge steel, zinc plated 
after fabrication. Wide range of sizes 


for rigid and thinwall conduit. 


immediate Delivery From Stock to 
Electrical Wholesalers Only 


Write for Free Catalog 


SNAP IT ON HOLDS IN POSITION BLACKHAWK 
HAS IT 


BLACKHAWK INDUSTRIES ousvaue, iowa 


cfieai7 — Cable Fittings . Sill Plates . Box Supports . Conduit Entrance 
- Staples . Connectors . Cable and Conduit Straps . Locknuts 
oe iediien . Wire Holders . Yard Lights . Fluorescent Brackets 
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NEWG E Sunlamp 


PACKS ALL-OUT 
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Lliz Promotion 


UNCH INTO 10 PEAK DAYS: 
JAN. 25-FEB.3 


Hottest time of the year for sunlamp sales is late 
January and early February. So that’s when General 
Electric is concentrating its big, new 1952 Sunlamp 
Promotion—packing a whole season’s sales punch 
into 10 days! 


BACKED BY TV, NATIONAL MAGAZINES 


A full color page in Life, January 25! Sunlamp com- 
mercials on the Fred Waring TV show January 27 
and February 3! Spot radio announcements before 
and during the 10-day period! And plenty of dealer 
display material. Colorful ads will also tell your 
customers to stock up now. 


FEATURES G-E 
SUNTAN GIRL! 


Painted by famous magazine artist Jon Whitcomb, 
the G-E Suntan Girl shows prospects “that summer- 
tan look” at its most glorious best! She'll appear in 
Life and on streamers and counter cards. 


BE SURE YOUR DEALERS ARE ALL SET for General 
Electric’s 10-day sunlamp “blitz”. Stock them up 
on G-E sunlamps. Help them put up plenty of sun- 
lamp streamers and counter cards. Make your 
peak period for sunlamp sales higher than ever! 


GENERAL @@ ELECTRIC 
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eee when you nail these 
boxes directly on studding, 
they align themselves 


These Raco “economy” switch boxes 
fasten firmly to studding in new work 
simply by nailing through the holes 
provided. It’s a fast mount. And you 
get perfect alignment because the level- 
ling “bumps” have the added height 
and engineered spacing to line up the 
box with the studding in exact position. 
No danger of compressing the sides. 
Ears have been eliminated for economy. 

And—an added Raco feature—the 
“straight-thru” nail holes are large 
enough for 16D nails. 

This economy style is available in 
all types of switch boxes . . . all Raco 
quality, of course. 








Just nail it 
on. It aligns 
itself. 








BRACKET TYPE BOXES 


FLAT BRACKET 

—this is a sturdy bracket 
which allows the box to be 
adjusted to all wall thicknesses. 


SIDE MOUNT 

—a new bracket on a nation- 
ally popular box, especially 
formed for door frame clear- 
ance. The bracket is gauged 
for standard wall thickness. 
“Break-off” gauges allow 
adjustment to all wall thick- 
nesses. 


FACE MOUNT 

—a newly redesigned bracket, 
with rounded safety-style 
corners. Bracket is also 
equipped with nailing prongs. 


YOU CAM ALWAYS RELY ON RACO 


ELECTRICAL WHOLESALING—November, 1951 











HERE’S ANOTHER PROFITABLE BLACKBURN 
ITEM FOR YOU 


The Blackburn TWO-BOLT CLAMP is de- 
signed for both inside and outdoor use. Thus, 
one stock will suffice for both the utility and 
the electrical contractor trade. 


In recent years a large demand has de- 
veloped for this type of connector because 
of its high efficiency on stranded wire and 
cable from 1/0 to 1000 MCM. It is used out- 
doors for taps, service entrance connections 


and dead ending. It is particularly good for 
the latter because its exceptional grip on the 
wire produces a joint which will not slip. It is 
used inside for splices and taps and is fully 
Underwriters’ approved. 


Blackburn Hi-Strength TWO-BOLT CLAMPS 
cost less than other types of connectors com- 
monly used and are priced to give the 
wholesaler a good spread. 


t 

; , M \ Mail C for S$ ! d Full Detail 
Jasper Blackburn Corporation ail Coupon for Sample and Full Details 
35 MADISON ST. e ST. LOUIS 6, MO. 


Phone CEntral 3007 


Send me sample and further information on the BLACKBURN 
TWO-BOLT CLAMP 


' 
Ly 
Wire Size Used a : SP ' 
i 
i 


Your Nome — 


Company _ 


OE a Ewn¢ 


rm meee mee cee ee ee ee te 
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Accurately made hinged 

plings speed installati 

. add rigidity to sections i. 
for lifting into place... 
serve as hangers. 





National Electric_ 


4x4 WIREWA 


Electricians and plant men like 4 x 4 Wirewa for protect- 
ing electrical wiring—for wiring that may be changed, 
tapped or spliced frequently. NE Wirewa provides rugged 
steel protection plus accessibility unequalled by any other 
type of wiring. 


Easy to reach for wiring changes 


Plenty of room... 16 square inches of wireway 
for wire fills 





Multiple KO’s for conduit take-offs 
Quick, easy to install. Complete line of fittings 


Low maintenance 


Easy to reroute and extend... 100% salvable 


Wirewa installed directly to finished wall Wirewa installed on 
No brocketsor hangers required meter testing rack. 


li 
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Wirews suspended 
from ceiling 


Wirewa feeding power 
to mixing vats. 





WIRING, EXTENSIONS and RELOCATIONS 


4x4 WIREWA FILL TABLE Methods of Hanging 4x4 Wirewa 
ALL ONE SIZE WIRE 


Area of Rubber 
Covered Wire— 
Square Inches of One Size 





qi 4 


ear 


te 
Types R, Types T. Types &. Types T. Y H -Dr —_ 
and RH and TW endRH | and TW End Closer | iy thi aoe 











_ Honger Bracket} Cot No 34e8C Cot No 544H bart Satoncion 
023 013 139* 246* ? 
027 017 118* 188* 
046 022 145* 4 
.040 80* 4 


la 
081 39* ‘ 
.108 29 *«C 
147 21 ——€ 


ype 1(\%@ 
Cat. No 544HB} 


~ Wirewo Coupling —~ 
Cat No 544C 


.202 15 
236 13 
.278 WW 


328 9 a 
390 a - 


No. 14 to 8, solid wire; No. 6 and larger, stranded. 
*Maximum number of conductors limited to 30, except os noted in N.E. Code 


“ 


























Listed by Underwriters’ Laboratories, Inc. 


Sold through electrical wholesalers everywhere. 


EVERYTHING IN WIRING POINTS TO a 


National Electric _ 


PROCOCTS COURPVBATION 


1302 CHAMBER OF COMMERCE BLDG. ¢ PITTSBURGH 19, PA. 
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:’. Here’s maximum protection where 

volatile dust presents a hazard in the 

distribution of power and ight. Regardless of external dust 
conditions, €@ DUSTITE, Panelboards provide safe, de- 
pendable performance because they are dust-free inside. 


Dust is sealed out by fheans of welded hubs for conduit 
outlets .. . welded box corners’. : »external mounting brackets 
. and a solid steel front ‘plate with gasket protection all 


around. g, 


@ Dustite panelboards are -of-the automatic circuit 
breaker type, which provide protection without a need for 
replacement of any parts. Circuit breakers are externally- 
operated by a Dustite mechanism of @ design. Handles 
operate through dustite bushings and engage the handle 
of the circuit breaker inside the cabinet. ON, OFF and 
TRIPPED positions are indicated on the front of the 
cabinet. 


So don’t take chances where dust is a hazard. Install 
an @ DUSTITE Panelboard. Should you want additional 
information, contact your nearest @ representative, listed 
in Sweets, or write for bulletin No. 302. 





Capacities of @ DUSTITE Panel- 

boards are 15 to 600 amps, 250 

volts AC or DC and 600 volts AC 

main lugs only, or main circuit 
breaker. 


Frank etdam Glectric Co. 


P. O. BOX 357 ST. LOUIS 3, MO. 


Makers of BUSDUCT + PANELBOARDS +» SWITCHBOARDS « SERVICE 
EQUIPMENT + SAFETY SWITCHES * LOAD CENTERS «© QUIKHETER 


























Specified wherever 
quiet, efficient 
operation 


Aovance is demanded 
TRANSFORMER 
wat , 
co. ake Ball Buy CABLE ADDRESS 
L122 W. CATALPA AVE., CHICAGO 40, ILL. USA 
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RoMarine-RoPrene can be buried direct 
in earth. Junctions and splices are simple 
and fast. 


dart 


Base for Runway Border Light—RoMa- 
rine-RoPrene can be terminated quickly 
and easily with simple manual connec- 
tions as shown, 


RoMarine-RoPrene All-Purpose Power Cable goes to work at 
Hancock Field (Syracuse Airport), Syracuse, N. Y 
Electrical Contractor: Krause & Heil, Inc., Syracuse, N. Y 


RT GPS ST AEBS BRE t 


RoMarine-RoPrene, Style RR, was first 

to be approved by Civil Aeronautics 

Administration as Type A Insulation 

for Airport Wiring Under Specification 
L-824. 


It Costs Less To Buy the Best 
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All-Purpose Power Cable 
3-way Installation Cuts Inventory 


When it comes to airport wiring, secondary net- 
work circuits and plant power distribution, more 
and more electrical contractors are standard- 
izing on RoMarine-RoPrene all-purpose Power 
cable. Why? Because “all-purpose” means just 
that. RoMarine-RoPrene is one cable that can be 
used three ways... installed direct in earth, in 


racks and conduits, aerially—or in circuits com- 


bining all three. The result? Important savings 





COPPER WIRE mill products are a 
controlled material under N. P. A. 
Controlled Materials Plan. 


USE YOUR CMP ALLOTMENT 











Lm witli: a CABLE 


ROME 


a ee 


Os 
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in inventories—and you're always sure you've 
got the right cable for the right job. 

You can install it with confidence, too, be- 
cause RoMarine-RoPrene offers double protec- 
tion against failure. The RoMarine insulation is 
a special rubber compound with exceptional 
resistance to both heat and moisture. The Ro- 
Prene (Neoprene) sheath easily withstands 
acids, alkalies, oils, abrasions, moisture and 
flame. 

What's more, no matter how you install it, 
RoMarine-RoPrene will save time and money 
Its lighter weight, smoother finish and flexibility 
make it easy to work. It can be terminated with 
simple manual connections eliminating pot- 
heads or stress cones. It saves installation time 
and cuts labor costs. Recommended for 600, 
3000 and 5000 volt ratings with single and mul- 
tiple conductors. 

It will pay you to learn more about RoMarine- 
RoPrene and other Rome Power and Control 
Cables. For complete information mail the cou- 


pon below. 


ROME CABLE CORP., Dept. WH-11, Rome, N. Y 


Name 
Company 
Address .. 


City 





Please send me the Rome “Power and Control Catalog 


P&W designs its machine tools 


for liquid-tight flexibility 


TOS FROM PRATT & WHITNEY 


V. OF NILES-BEMENT-POND CO 


type Jig Borer is the 
movable units is 
e Conduit 
(A) Machine Column to (B) Remote Control Station. (C) Main 
Terminal Board to (D) Machine Carriage and (E) Control 
Cabinet. (F) Carriage to (G) Motor. 








F y : N these high-precision machine tools, made by Pratt & 
citer: 3 faithtully reproduces the shape of a Whitney, Sealtite* provides both protection and flex- 
ana aces Legere tiene Raitt ss ibility for wiring to parts that are movable. 

Useful as Sealtite is on many kinds of machine equip- 
(A) Vertical Drive Gear Box to (B) Motor. (C) Machine ment, it’s equally versatile in many other jobs — for 
Column to (5) Teaser Goucher. dampening vibration, for cramped connections and short- 
radius bends. Sealtite’s liquid-tight synthetic jacket resists 
oil, gases, most chemicals and steam. Its tough steel core 
can take impact. That’s why Sealtite is at work wherever 
wiring must be protected against severe conditions in 
movable, stationary or temporary installations. 

If you would like more information, write to The 
American Brass Company, American Metal Hose Branch, 
Waterbury 20, Connecticut. In Canada: The Canadian Fair- 
Trademark banks-Morse Company, Ltd. 51232 


for flexible, liquid-tight electrical conduit... specify 


ry 


{ : -_ ee R 
© ri 7 | [San AnaconpA’ propuct 


ELECTRICAL WHOLESALING—November, 1951 








G sod Connections 
wm ~ WEAVER 


CAST BRONZE 
GROUND CLAMPS 


TYPE No. JP 


: 
- 
= 
E 
E 
z 
s 
Z 


TYPE No. J 


* GREATER STRENGTH 

* GREATER CONDUCTIVITY 

* POSITIVE BONDING For bonding copper 

%* NON-CORROSIVE wire to water pipe 
or ground rod. 

* PERMANENT 


* EASY TO INSTALL 


erstwre 


sratsesete 


> 
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MILLIONS? 4 


HOW LONG HAVE STAB-LOKS BEEN ON THE MARKET? 


Federal Noark introduced Stab-lok Circuit Breakers in mid-year, 1950. Sales were 
phenomenal right from the start and soon ran into millions. Today the demand 
is greater than ever. 


WHAT ABOUT STAB-LOK DEPENDABILITY? 


With millions in service, Stab-lok dependability speaks for itself. Stab-loks are 
built up to a standard, not down to a price. All parts are over-size, and manu- 
facturing economies have been achieved solely by specially designed equipment 
and mass production techniques. 

Stab-loks pass the same rigid Underwriters Laboratories tests that are applied 
to the highest priced breakers of the same AC ratings. And Stab-lok is the lowest 
priced breaker whose performance is absolutely proven. 


HOW AVAILABLE ARE STAB-LOKS ? 


With mass production in full swing, Stab-loks literally pour from the assembly 
lines. You can usually expect better delivery of Stab-loks than of any other breaker, 


WHERE ARE STAB-LOKS SOLD? 


Stab-loks are sold exclusively by progressive wholesalers the country over. Out- 
moding ail popular fusible equipment up to 60 amps, Stab-loks won nation-wide 
distribution as soon as expanded production facilities enabled Federal Noark 
to meet the demand. 


WHAT ARE STAB-LOK’S OUTSTANDING ADVANTAGES FOR DISTRIBUTORS? 


The Federal Noark line of Stab-lok enclosures and breakers enables wholesalers 
to carry only a small fraction of the number of items required for fused equipment, 
yet to provide a complete circuit breaker line of load centers and panelboards up 
to 20 circuits, and of switches up to 60 amps. Most enclosures are of the Noark com- 
bination type for flush or surface mounting. And Stab-lok puts wholesalers out front 
with today’s lowest-priced, safest and most convenient circuit protection system! 





OW, BREAKERS FOR GREATER LOADS! 
; vit breakers are in 
1, 2 and 3 pole construction, 


NEF up to 100 amps., 
tage 600 volts. Federal Electric Products Company, 50 
Paris St., Newark 5, New Jersey. 


AND N 
Now three new lines of N 
production ..- Type NE in 


Its . . 
to 100 amps., 250 vo 
jo volts .. . Type NK up to 225 amps-, 


Get the full Stab-lok story ... and ask 
about exclusive Stab-lok representation 
in your area. 


oark circ 





-) oe 
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MILLIONS 


OF Stab-lo 


REGISTRATION APPLIED FOR 


FEDERAL NOARK 


Complete line of Federal Electric Products includes Motor Controls, Safety Switches, Service Equipment, 
Circuit Breakers, Panelboards, Switchboards, Control Centers, Bus Duct * Sales offices in principal cities. 
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Show your 
customers 
how to make plug-in 


bus duct systems 


100% 


efficient with 


Underwriters’ fully approved 


ANACONDA 


Powerduct 
Cable 


YOUR CUSTOMERS will get the most out of their © Fully approved by Underwriters’ Laboratories, Inc. 
bus duct systems with ANaconpaA flexible Power- Gives bus duct system more flexibility. 

duct Cable—the cable specifically designed for 
plug-in bus duct systems. It’s the leading cable . . . 
it's the only cable of its type with Underwriters’ 
Laboratories full approval. ® Withstands abusive handling, % 


@ Less labor, quicker to install. 


ert 


@ Neat appearance. 


; ; Z£$ 4 
. «4? ils, acids, water 
For the reasons why it’s the cable for you to —s ae . POWER UP 
i; i a : . ; grease, cutting compounds. 
sell, just ask your nearest Anaconda Sales Office. 18544 and be 


3 ; : - : 
Anaconda Wire & Cable Company, 25 Broadway, peepered: 


New York 4, N. Y. 


the right cable for the job ANACON pA 


WIRE AND CABLE 
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Copper, Construction and Consumers 


The over-all outlook for business is good — at 
least until the middle of 1952. Most of the difficult 
problems are found upon examining individual 
programs. The pressure points vary from indus- 
try to industry and the success of each business 
during the period just ahead depends largely on 
how wisely and smoothly each individual firm 
can adjust its operation to meet current con- 
ditions. 

For example, take the copper situation. Al- 
though some projects have been started that will 
increase the domestic copper production, it will 
be several years before the results will be forth- 
coming. Meanwhile the squeeze on available cop- 
per supplies is the most serious of all the con- 
trolled materials. 

The copper schedule is so tight that when the 
strikes hit that industry’s domestic production 
last August, a large hole was left in the defense 
production program. At the same time, a strike 
of dock workers in Chile prevented the loading 
of all but one boat carrying copper ore for im- 
port to the U.S. 

Shipments released from the government’s 
stockpile eased the situation slightly but the ef- 
fects of those strikes will be felt into the second 
quarter of next year. 

Mobilization officials have recently advised 
electrical manufacturers to turn to aluminum as 
a substitute for copper. Aluminum looks to be in 
better future supply than copper or steel, accord- 
ing to NPA spokesmen. Every pot line in the 
Northwest is now_running at capacity and new 
facilities are almost ready to become active. 

In replying to the NPA suggestion, representa- 
tives of the electrical industry pointed out that 
busway systems would have to be re-engineered 
and redesigned in order to get the same current- 
carrying capacity from aluminum as from cop- 
per. A'though present U/L standards permit the 
use of aluminum in place of copper in bus bars, 
it has not been used because of a lack of public 
acceptance. 

Another problem which will necessitate care- 
ful adjustments in the wholesaler’s operation will 
be construction. 

Despite the curtailments by restrictions and 
materials shortages, the 1952 construction pic- 
ture is not too discouraging. Mobilization officials 
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anticipate a national construction volume of 
about $27-billion next year as compared with an 
expected $29.5 billion in 1951. The cutback is 
less than ten per cent on the over-all program 
although individual programs are due to increase 
or decrease in a rather uneven pattern. 

At present it looks as though industrial con- 
struction will reach even higher levels than the 
record volume in 1951. Industrial projects that 
are considered necessary for defense or critically 
important receive top priority and the bulk of 
the available materials. 

Commercial construction will receive enough 
materials to complete most projects that are now 
20 per cent or more finished, and possibly a few 
that are less than 20 per cent completed. The only 
new commercial projects to be started next year 
will be in officially determined critical areas. 

The uneven pattern can be definitely noted in 
the residential construction field. The designated 
critical defense housing areas will receive all as- 
sistance possible from the mobilization agencies. 

Housing in areas where a new defense plant or 
installation has been made, or is to be built, or 
an existing plant reactivated or a plant’s opera- 
tion substantially expanded, will receive not only 
help in getting materials but also financial as- 
sistance. 

Substantial in-migration of defense workers or 
military personnel required to carry out the 
activities at a defense plant is considered another 
qualified critical defense housing area. 

The third problem that electrical distributors 
must face in the next few months is an increasing 
civilian demand. Consumers are expected to fin- 
ish out the year 1951 in a burst of buying. Fol- 
lowing the outbreak of hostilities in Korea, the 
electrical industry witnessed two great waves of 
“scare buying” by the public. This was followed 
by a prolonged lull during the past summer. 

Consumer purchasing has improved in recent 
wecks and it is expected thai the public will con- 
tinue to spend at an increasing — but not sensa- 
tional — rate. 


WIS Neogene 


EXECUTIVE EDITOR 
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Rely on Zuatity p 

PYLE-NATIONAL ° LIGHTING FIXTURES 
for longen scrote life, it added Safety and Eijictency 
A 


EXPLOSION-PROOF lL 


Pyle-National LE Series (Class 1, Groups C and D) 
For use in locations where highly flammable materials are 
manufactured or handled. 

Rugged, flame-tight cast aluminum alloy housings render 
internal explosions harmless, and insure safe operating tempera- 
tures. Threaded construction permits easy access to interior for 
wiring and lamp replacement. Available in many types and sizes. 











DUST-TIGHT 


Pyle-National DE Series (Class ll, Group E, F, G and Class Ill) 
For use in locations where flammable dusts are present in quantity. 

Strong, one-piece cast aluminum alloy housings are designed 
to exclude dust from the interior and to avoid accumulation of 
dust on the exterior surface. Available in many types and sizes. 


VAPOR-TIGHT . 
Pyle-National BO Series 
For use in any outdoor or indoor location subjected to heavy 
concentrations of non-flammable vapors, gases, dusts, or moisture. 

Heavy duty construction and especially efficient sealing features rT 
insures an exceptionally long service life. Full line for 10 to 200 - : 
watt lamps. 


ENCLOSED FLOODLIGHTS 


Sealed against moisture and dirt, constructed 

throughout of cast aluminum and other 

rugged, corrosion-proof materials, Pyle- 

VAPOR-TIGHT SIGNAL National floodlights retain their original 

OR PILOT LIGHTS high-efficiency output throughout an excep- 

Midget Fixtures for 10 tionally long service life, with negligible 
watt Lamps. maintenance and replacement expense. 


| WEATHER-PROOF ' RAIN-TIGHT | 





























ico THE PYLE-NATIONAL COMPANY 


1352 N. KOSTNER AVENUE ™ e CHICAGO 51, ILLINOIS 
Déstrict Office and Representatives in Principal Cities of the United States. Export Department: International Railways 
Supply Co., 30 Church St.. New York. Canadian Agent: The Holden Co., Lid., Montreal, Toronto, Winnipeg, Vancouver 


CONDUIT FITTINGS - PLUGS AND RECEPTACLES - TURBO-GENERATORS - GYRALITES - MULTI-VENT AIR DISTRIBUTION 


60 ELECTRICAL WHOLESALING—November, 1951 





I rical Wholesalers’ \ 
BUSINESS INDEX 


925 


THE NATIONAL MAGAZINE OF ELECTRICAL WHOLESALE DISTRIBUTION 
A McGraw-Hill Publication 























The position of these monthly index indicators is determined 
by tabulation of hundreds of reports from an identical group 
f wholesale distributors, located throughout the U. S. who 
furnish reports regularly. The figures are compiled for Exec- 
TRICAL WHOLESALING by the Bureau of the Census of the U. S 
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Electrical Wholesale 


Distribution 
For the Month of August 1951 


August sales of electrical goods wholesalers, 
all classes of houses combined, increased 11 per cent 
over the previous month, but were 26 per cent below 
the August 1950 level. 

Gains in sales over July were indicated by the three 
classes of houses: full-line wholesalers, 8 per cent; 
wiring supplies and construction materials distributors, 
12 per cent; appliances and specialties wholesalers, 22 
per cent. 

Compared with August 1950 sales, wiring supplies 
and construction materials distributors reported an 
increase of 3 per cent while full-line wholesalers and 
appliances and specialties wholesalers showed declines 
of 23 per cent and 47 per cent, respectively. 

Total August sales of all electrical goods wholesalers 
were estimated at $468 million, $63 million above the 
previous month, but $161 million under August 1950. 


(Business Index: August 1951—445; August 1950—614) 


At the end of August, inventories 
(valued at cost) of electrical goods wholesalers, all 
classes combined, dropped 5 per cent below the July 
31 stock level but were 135 per cent above the August 
31, 1950 level. 

A comparison with the previous month shows inven 
tory decreases in all classes: full-line wholesalers, 5 
per cent; wiring supplies and construction materials 
distributors, 3 per cent; appliances and _ specialties 
wholesalers, 7 per cent. 

Compared with August 1950, all classes indicated 
full-line wholesalers, 154 per 
cent; wiring supplies and construction materials dis 


big inventory increases: 


tributors, 44 per cent; appliances and specialties whole 
salers, 78 per cent. 

Stocks on hand represented approximately 80 days’ 
business at the current rate of sales, 13 days’ supply 
less than reported for July 31. 


(Business Index: August 1951—827; August 1950—339) 


Department of Commerce. The national and regional analyses 
which follow include the reports from a much larger but 
less regularly reporting group, and the percentages arrived at 
do not always check exactly with the index position 

The Editor 


61 











Electrical Wholesale Distribution 





REGIONAL ANALYSIS 


Y REGIONS and with all classes of houses com- 

bined, gains over July sales levels were reported 
by the nine geographic regions, ranging from 15 per 
cent in the New England division to 4 per cent in the 
Mountain area. 

Cumulative sales for all regions in the first eight 
months of 1951 averaged 13 per cent higher than during 
the corresponding period of 1950. Only the East South 
Central area showed a decline—5 per cent. 

All regions, however, indicated that August 1951 
sales were considerably under August 1950 levels. De- 
creases ranged from 36 per cent in the Middle Atlantic 
division to 14 per cent in the West South Central area. 

For the first time since August 1950, all regions 
showed inventory declines under the previous month. 
The East South Central and West South Central divi- 
sions led the way with 9 per cent drops each. 

Compared with August 1950, however, inventories on 
a regional basis had all more than doubled. New Eng- 
land stood highest with an increase of 16/ per cent; 
the Mountain area was lowest with a 115 per cent gain 


AUGUST, 1951 


Figures in this table apply to the geographic divisions 
as outlined and numbered in white on map above. 





SALES INVENTORIES 
August 1951 August 1951 
Compared in % with Trading (Compared in % with 
Aug. Region July Aug. 
1950 | ‘See Map)| 195] 1950 
—29 —3 +167 
—36 +166 
—17 +116 
+13 —33 +123 
+ 7 —22 +139 
+13 —27 +131 
+ 9 —14 +132 
|. 4 —32 L115 
+12 —25 +138 


July 
1951 
$15 
+6 
+14 


] 


| 
| 


NWOUVUAUAS 


WAONKAVUIPLWN— 














STATES COMPRISING GEOGRAPHIC DIVISONS: RE- 
GION 1—Maine, N. Hamp., Vt., Mass., R. I., Conn.; REGION 
2—N.Y., N.J., Penn.; REGION 3—Ohio, Ind., Ill., Mich., Wis.; 
REGION 4—Minn., Iowa, Mo., N. Dak., S. Dak., Nebr., Kans.; 
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REGION 5—Del., Md., D. of C., Va., W. Va., N. C., S. C., Ga., 
Fla.; REGION 6—Ky., Tenn., Ala., Miss.; REGION 7—Ark., 
La., Okla., Tex.; REGION 8—Mont., Idaho, Wyo., Colo., 
N. Mex., Ariz., Utah, Nev.; REGION 9—Wash., Ore., Calif. 
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You can find the exact fitting you need in 
the Penn-Union Catalog— practically every 
good type, in a complete range of sizes. The 
few here can only suggest the variety. 


We also have thousands of other types— 
new designs are constantly being added. When 
you need a special conductor fitting for an un- 
usual service, our engineering ste is always 
ready to help you. 


And-— Every Connector is Dependable. 
When you sell any Penn-Union fitting, you are 
sure of a connector that’s reliable mechanically 
and electrically— carefully designed, thorough- 
ly tested, and manufactured under rigid engi- 
neering supervision. 

Preferred by Leading Users, who have found 
that ““Penn-Union”’ on’ a fitting is their best guar- 
antee of unfailing service. 


Sold by Leading Wholesalers 


PENN-UNION ELECTRIC CORP. 
Erie, Pa. 
Canada: Dominion Cutout Company, Ltd., 
250 Richmond St. West, Toronto 


THE Complete LINE OF CONDUCTOR FITTINGS 


“|| PENN-UNION |. 
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A MESSAGE TO AMERICAN 


INDUSTRY @ 


OE -OF A SERIES 


Will Defense Production 
Be Caught in the Squeeze ? 


When Congress revised and extended the 
Defense Production Act, it relaxed a squeeze 
on business profits. 


President Truman asserted that this action 
by Congress cripples the government in its 
effort to prevent inflation which, as he puts it, 
could lead to “enrichment and profiteering for 
the few, economic hardship and misery for the 
many.” : 


He asked Congress to rescind its action. 


This editorial—the second on problems pre- 
sented by “escalator’clauses—aims to throw 
some light on this conflict of opinion. 


The Squeeze 


The squeeze on profits was imposed in the 
name of price stabilization. The idea behind 
it was simple. The selling prices of industrial 
products were to be held under a tight lid. 
But many industrial costs are affected by “‘es- 
calator” clauses of one kind or another which 
tend to boost production costs. Thus, with 
rising costs and fixed prices, profits would be 
squeezed and much of the cost of defense 
would thereby be shifted from those favored 
by escalator clauses to business concerns. 


The mechanics of this squeeze on profits 
were complicated. But here, in brief, is how 
it was to work. The first step was to require 
manufacturers to set ceiling prices, effective 
May 28, for their products. 


These ceiling or maximum prices were to 
ailow for increases in manufacturers’ costs 
that had occurred since Korea. But they did 
not allow for all :wcreases. Manufacturers, for 
example, could i.ot include increases in in- 
direct costs—office or selling costs. Neither 
could they, in calculating their new prices, 
include increases in the costs of materials or 
direct labor that had come after March 15. 
This was the first phase of the squeeze on 
profits. 


The second phase was prepared by not put- 
ting a ceiling on costs. The Wage Stabilization 
Board said it could not disturb the operation 
of “escalator” clauses by which wage rates are 
geared to the cost of living. Moreover, nothing 
could be done to curb the operation of the 
farmers’ “escalator” clause, the farm parity 
arrangement. Under it, the federal government 
underwrites higher prices for farm products 
to match increases in the cost of things farmers 
buy. So this left wages and many materials 
costs free to rise against a ceiling imposed on 
the prices of what industry has to sell. 


Relief — at a Loss 


On two conditions only would the Office of 
Price Stabilization permit a company to raise 
its prices and escape this squeeze. One of these 
was that increased costs had more than wiped 
out its profits; in other words, that it was 
operating at a loss, The other condition was 
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that the industry of which the company is a 
part was not, as a whole, making “excess 
profits.” That is, the industry, as a whole, could 
not get price relief if its overall profits before 
taxes were greater than 85 percent of its aver- 
age profits during the best three of the four 
years from 1946 through 1949. Many com- 
panies expected that their profits would be cut 
drastically before they could get through this 
narrow escape hatch. 


When this squeeze on profits was set up, 
we were told that industry as a whole was 
reporting record profits. But, it was equally 
true that wage rates and farm prices also were 
at record high levels. And it was also true that, 
under the impact of rising taxes and the dis- 
locations caused by the defense mobilization 
program, profits actually were on the way 
down. 


Profits — Going Down 


By the time Congress acted to relax the 
squeeze, corporate profits, after taxes, were 
running at a rate 20 percent lower than they 
had been six months before. And the clear 
prospect was that they would continue to de- 
cline. 


So the issue put up to Congress was simply 
this. Should business firms stand so much of 
the brunt of the defense costs while “escalator” 
clauses continued to exempt organized workers 
and farmers from paying their share of those 
costs? 


But this question actually is much broader 
than one of fairness or unfairness alone. One 
certain effect of such a squeeze on profits 
would be to undercut the capacity of private 
industry to install the new plants and equip- 
ment needed for our mobilization effort. Today 
—unlike World War Il—private industry is 
financing almost all of our huge program to 
expand production. And about two-thirds of 
the money that has keen plowed into the ex- 
pansion and improvement of our industrial 
machine since World War II has come out of 
profits, 


In view of all this, Congress decided last 
summer to relax the pressure on profits. This 
was done by the controversial Capehart 
Amendment to the Defense Production Act. 
This amendment has serious administrative 
weaknesses. But some measure with the same 
purpose is needed to maintain profits at a high 
enough level to finance the huge and continu- 
ing expansion of our industrial machine that 
is now underway. 


Basic Issues 


As soon as the amendment was enacted, the 
President asked Congress to revise the law 
again. The heart of his proposal was to restore 
to the Administration the powers it used last 
spring to arrange the squeeze on profits out- 
lined here. 


This controversy will continue. There can 
be no final answer to it as long as we have 
the economic controls made necessary by mo- 
bilization. 

But if we look beneath the surface of this 
technically complicated controversy, we shall 
see clearly that the basic issues are: 


1. Whether we really shall make an effort 
to distribute fairly the burdens of inflation 
caused by our defense mobilization — 


2. Whether farmers and organized workers 
should be exempted from these sacrifices by 
escalator clauses—at the expense of the na- 
tion as a whole — 


3. Whether profits should be squeezed still 
more —at the risk of putting a fatal squeeze 
on the effort of industry to build new plants 
and install new tools. These new facilities are 
essential to maintaining American living 
standards—and they are the heart of our 
ability to defend ourselves and the rest of the 
free world. 


Americans face no more important economic 
issues at this time. 


McGraw-Hill Publishing Company, Inc. 
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MODERN 
FITTINGS 
FOR 


thinwall conduit 
rigid conduit 


metallic and non- 
metallic cable 


flexible steel conduit 





service entrance cable 
grounding devices 


> ’ lighting fixture fittings 


Representatives in Principal Cities 
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Great Lakes Distributors 
Meet at French Lick 


300 at annual meeting hear talks by W. V. O’Brien, 


Glenn Rolston, Alston Rogers and O. Fred. Rost; 


Titus B. Schmid is elected chairman for 1952 session 


RENCH LICK, IND.—AlImost 

300 members and guests were 
on hand for this year’s annual meet- 
ing of the Lake Michigan Club. 
Favored with sunny skies and an 
excellent program, the record at- 
tendance responded enthusiastically 
to the long hours of preparation 
put forth by the program commit- 
tee. 

Highlights of the two-day meet- 
ing included: 
e A timely, informative speech by 
William V. (Pat) O’Brien, com- 
mercial vice president, General 
Electric Co. Speaking on the sub- 
ject, “The Essentials of Successful 
Marketing Programs for the Pres- 
ent and Future,” Mr. O’Brien tack- 
led three pertinent questions facing 
electrical distributors today: Should 
they expand their operations or 
batten down hatches? Should they 
build inventories or cut them? 
Should they go after orders or hide 
from customers? (Excerpts from 
Mr. O’Brien’s speech appear on 
page 81 in this issue.) 
e Glenn Rolston who has returned 
recently to his position as vice 
president and general manager of 
Rome Cable Corp. after serving 
many months as chief, Wire Mill 
Branch, Copper Division, NPA, 
spoke on “The Controlled Materials 
Plan for Copper, Its Operation 
Now and in the Future.” Mr. Rols- 


ton discussed in detail the new cop- 
per regulation M-86. 

e From the General Electric Lamp 
Department, Nela Park, came Als- 
ton Rogers with a fascinating lec- 
ture and demonstration of the latest 
progress in lamps and illumination. 
e O. Fred. Rost, vice president, Ap- 
pleton Electric Co., discussed the 
steel situation and reported recent 
reactions of steel producers to the 
controlled materials plan. 

e A rising ovation 


was accorded 


George Albiez, president, Engle- 
wood Electrical Supply Co. 
chairman for this year’s session. 


and 


e Two additional industry-men re- 
ceived prolonged ovations from the 
gathering during the closing ses- 
sion. A. J. McGivern, veteran sec- 
retary of the Lake Michigan Club, 
was applauded for his usual efficient 
job of supervising the program of 
meetings and entertainment. Harry 
T. Bussmann, vice-president, Buss- 
mann Mfg. Co., was congratulated 
by a rising vote on the occasion of 
his 50th year in the electrical in- 
dustry. 

e Bert Holub, president, Holub In- 
dustries, Inc., was the winner of the 
much cherished Dubsky-McCaffery 
golf trophy. 

e Titus B. Schmid, president, Cres- 
cent Electric Supply Co., was elect- 
ed chairman for the 1952 meeting of 
the club. 


THE FAMOUS Dubsky-McCaffery Trophy, awarded to the winner of the 
golf competition during the annual meeting of the Lake Michigan Club, is 
presented to Bert Holub, president, Holub Industries, Inc, Witnessing the 
presentation are, left to right: George Albiez, president, Englewood Elec- 
trical Supply Co.; Joe Simons, Jr., J. P. Simons & Co.; Mr. Holub; William 
Johnson, Crouse-Hinds Co. and chairman of the golf committee; and A. J. 
McGivern, secretary for the Lake Michigan Club. 


November, 1951—ELECTRICAL WHOLESALING 








“Magic Link” 


G < mavet O84 PEUng ON 


oa pm.» by @ 
Good eee 


. was ADVERTISED | wie 


SAVE MONEY. . PREVENT NEEDLESS BLOWING 
because magic TIME LAG FEATURE 
SAFELY ABSORBS STARTING OVERLOADS 


5-pack and 


sly corn I RN EVERY HOME A PROSPECT/ 


Motors on the many appliances in the modern home 
Merchandised for impose heavy but brief current surge when started, 
often blowing ordinary fuses needlessly. But, ROYAL- 

household use...and LAG “SHOK-ABSORBER’ Fuses are especially designed 
PACKAGED TO SELL! to absorb these temporary overloads, yet protect 


against dangerous overloads and short circuits. 








Equally adaptable for home or industry, you'll find 
“SHOK-ABSORBER” your magic new link to larger 
fuse volume. 

WRITE FOR CATALOG SHEETS—TODAY 


New single pack 





in display carton 





By the makers of famous “Crystal” the original glass-top fuse 
ROYAL ELECTRIC COMPANY, Inc. - PAWTUCKET - RHODE ISLAND 


ELECTRICAL WHOLESALING—November, 1951 





Members of Essex Electrical League Exar 


McKew Parr (left) of the 


wholesaling firm of 


WITH C. 
electrical 


Parr 
Newark, 
the questions submitted by league members, those attending 
Essex Electrical League's recent luncheon meeting (center) in 


Electric Co., 
N. J., posing 


nine NPA Order M-86 


Newark got the answers on the National Production Author- 
ity’s M-86 order (distribution of copper wire mill products to 
distributors) from William J. Dwyer (right), member of the 
Copper Division, NPA, Washington, D. C. 


(See page 99 for the questions asked on M-86 along with Mr. Dwyer’s answers) 





Hub Distribution Parley 
Is Told Business Outlook 


BOSTON—Authorities on 
sections of the na 


busi 
ness from many 
were on hand re 
23rd 
Boston Conference on Distribution 
Retail Trade 
Chamber of 


tion and abroad 


cently to address the annual 
sponsored by the 
Boston Com- 
Har 
vard University Graduate School of 
Business 
University College of Business Ad 


3oard, 


merce, in cooperation with 


Administration, 3oston 


ministration and Massachusetts In 
stitute of Technology. 

Convening here for two days at 
the Hotel Statler, the than 
1,000 businessmen 
conference heard addresses by busi 
ness leaders and government offi 
Distri 


more 


attending the 


“America’s Role in 


the theme of the 


cials on 
bution,” 
ence. 

In a 
business 


confer 
survey of the immediate 


future, Edwin B. George 
director, department of economics 
Dun and 
that the 


and 


Inc., forecast 
both 
butter during the fisca 


Bradstreet, 
country will have 
guns 
year ending next June. More peo 
ple will work, he said, and prices 
will rise only slightly. 

“If real output should increase by 
between 3 and 4 per cent over this 
period as anticipated,” the speaker 


declared, “and if spending should 


materialize as anticipated, prices in 


November, 


the second quarter of 1952 should 


be only slightly higher than in the 


second quarter of 1951—not enough 
to be of any particular consequence 
to public policy.” 


Mr (;eorge fdrecast specifically 


that residential construction will 


decline slightly and then recover to 


the current level by the second 


quarter of 1952. Outlays in 


mining 


manutacturing, power and _ trans 


portation, he said, will rise well into 
1952 


the first falling off 


slightly 


quarter of 
thereafter 

In another of the major addresses, 
Nelson A. Miller, 
wholesale, retail 
division of the National 


director of the 
and service trades 


Production 


\uthority, cautioned that the stock 


piling program of the U. S. military 


forces has a long way to go. He as 


sured his listeners, however, that 


“barring full-scale war, this situa 


tion will ease up at a time 


cannot be predicted by anyone 
certainty 


Mr. Miller 


many 


isserted that short 


ages of types of consumer 
durable goods were still in prospect 
that 


that, since they 


the big danger now was 
had not 


be lulled into 


and 
material 
ized so far, we might 


the belief that they would not de 


velop at all 
Some merchants, he 
have to 


terees may 





CIRCLE WIRE & CABLE CORP., Maspeth, L. L., N. Y 
operation this copper rolling mill at Oyster Bay, L. I. 


+ recently put into 
Containing 135,000 


sq. ft. of space, the $3-million plant will fabricate copper bars and flatten 


and galvanize steel primarily 


1951—ELECTRICAL WHOLESALING 


for the companys use. 
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IN SAFETY SWITCHES — Marlin-Rockwell Corporation’s ball bearing factories use 30 IN COMBINATION STARTERS — Rug- 
ampere HCI switches as disconnects for high frequency motors used to power internal ged, simple construction of HCI is 


grinders. HCI interior is removable for easy wiring and inspection. No exposed live perfectly adapted to use as disconnect 
parts when switch is OFF and door open. Underwriters’ Laboratories Approved. in combination starters. 


SELL NEW SAFETY SWITCH 
for Multiple Applications 


The initial success of Trumbull’s HCI (High Capacity Interrupter) as a Type 





A safety switch has led to its adoption for use as disconnect in combination 
starters, control centers and switchboards. 

The HCI has many selling points. For example—for the first time in a safety 
switch, magnetic repulsion is used to break load quickly, safely. Double-break 


contacts are projected and w ithdrawn with piston-like speed and force. The arcs 


repel each other and strike against grid pins, breaking into smaller arcs which 


cool rapidly. 

The unique arc-quenching action provides safety, lengthens contact life by 
preventing pitting, and gives the switch much greater life expectancy. HCI with- 
stands heavy short circuits without damage. 


Sell HCI wherever a safety switch or component disconnect is needed. 


IN SWITCHBOARDS AND CONTROL 

CENTERS— Compact 30 and 60 ampere 

T R U M B U L L E L E C T R | C HCI switch interiors can be mounted 
in twin switchboard units (100 am- 

pere HCI takes same vertical space), 

saving trough space and providing de- 

DEPARTMENT OF GENERAL ELECTRIC COMPANY pendable short-circuit protection and 

PLAINVILLE, CONN. sure ON-OFF handle indication. 


ernizing and streamlining of plants 
for a time for lack of materials. 

In a message to the conference 
from President Truman, the Chief 
Executive noted that the rapid 
build-up of military strength and 
heavy government buying were pro- 
ducing many of the same economic 
strains that were experienced in 
World War II. He called for im- 
proved methods of distribution to 
save time and money, conserve ma- 
terials and help relieve pressure on 
manpower reserves. 

Warning that unless this coun- 
try abandoned what he called a rap- 
idly gaining doctrine that work is 
something to be avoided, Lansing 
P. Shield, president of the Grand 
Union Co., said our civilization 
might decline as did that of the Ro- 
man Empire. He suggested that 
workers be given a voice in policy, 
tending to make them feel truly a 
part of management and thereby 
encourage them to produce. 

Criticism of government control 
in the area of distribution of con- 
trolled critical materials was levied 
by O. Fred. Rost, vice president of 
the Appleton Electric Co. He crit- 
icized the present Controlled Ma- 
terials Plan on the grounds that it 
is a “rewrite” of the 1942 model that 
worked only then because “patriot- 
ism served as a valuable lubricant.” 

Instead of the present plan, Mr. 
Rost proposed that a better formula 
should be worked out by industrial 
management itself. 

W. M. Werner, vice president of 
Avco Manufacturing Corp. and 
general manager of its new idea di- 
vision, told the conference that ag- 
riculture sorely needs mechaniza- 
tion to help offset the constant mi- 
gration of manpower to industry 
and the armed forces. The impor- 
tance of improved farm production 
as a check against a dwindling food 
supply is emphasized by the fact 
that, while the country’s population 
has increased 10 per cent in the last 
six years, there has been no increase 
in food output, he said. 

The industry, Mr. Werner de- 
clared, foresees a still greater de- 
mand in the next several years for 
“tools with which the farmer cin 
work larger acreages to achieve 
ever-increasing yields of better 
crops with fewer man-hours.” 

P. A. O'Connell, president of E. 
T. Slattery Co., was chairman of 
the conference. 


ne ee ‘ “ee 


~ ae eS 


F. D. LAWRENCE ELECTRIC CO., Cincinnati, recently presented 50-year 
service pins and checks to Thomas G. Nolloth (left), vice president, and 
William Howell (right), shipping clerk. Employees with the longest service 
records, the two will continue in their active participation of company busi- 
ness. Presentation of pins was made by E. R. Knauft (center), president. 





Farm Use of Electricity Lags, 
Electrification Group Hears 


Gadsby and Wickard say use of electricity is still in farm home 


with relatively small amount used in farming operations; new uses 


of electricity in farming are described at Cincinnati conference 


INCINNATI—Two nationally 

known figures in the power 
supply field agreed in recent ad- 
dresses before the sixth National 
Farm Electrification Conference 
here that the use of electricity on 
farms has lagged far behind the 
extension of electricity to farms. 

Speaking before audiences repre- 
senting practically every section of 
the country east of the Rockies, 
George M. Gadsby, president of the 
Edison Electric Institute,and Claude 
R. Wickard, administrator of the 
Rural Electrification Administration, 
U.S. Department of Agriculture, 
stressed the fact that the principal 
use of electricity is still in the farm 
home with a relatively small amount 
used in farming operations. 

The big job ahead, Mr. Gadsby 
declared, is the full exploitation of 
presently known profitable uses of 
electricity on the farm and more 
research to discover new ways to 
make electrical power more useful 
in agriculture. Only a start, he said, 
has been made compared to the work 
that remains to be done in adapting 
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and developing equipment and de- 
vices for useful work on the farm. 

Forecasting that “a much larger 
use of electricity in farming opera- 
tions may reasonably be expected,” 
he stated that “this greater use will 
be not so much for comfort as it 
will be afmed at increasing pro- 
duction, reducing costs, improving 
quality and marketability of produce 
and reducing the risk of crop loss 
or of loss of crop value.” 

Mr. Gadsby, who in addition to 
being president of the Edison Elec- 
tric Institute is also president of 
Utah Power and Light Co., chal- 
lenged his listeners to tackle the job 
of translating research knowledge 
into methods to be adopted by 
farmers. He cited a recent survey 
report on research projects which 
listed 244 investigations on special 
studies in 88 separate projects under 
way in 30 states. Problems of agri- 
culture covered in these studies in- 
cluded heating water for dairy cows, 
drying of farm waste products, re- 
ducing dairy barn chores, processing 

(Continued on page 101) 





Here’s how 


 _HAZASHEATH 


answers your questions about 


UNDERGROUND CABLE 








Hazasheath Underground Cable, Type RR, 
carries the approval of the Civil Aeronav- 
tics Authority for airport lighting systems, 


HOW IS IT MADE ? 


Hazasheath starts with a corrosion-resistant 
Hazaloy-coated conductor, then the insulation — 
Watertite—a rich rubber compound with the 
ability to retain its superior electrical and me- 
chanical properties after years of continuous 
immersion in water, Next, in the case of multi- 
conductor cables, the protective tape and mois- 
ture resistant fillers. Finally, the Hazaprene 
Sheath—extra thick to withstand, chemically and 
physically, the rigors of underground service. 
For high voltage applications, this sheath is 
pressure-vulcanized in continuous metal molds 
for maximum toughness and resiliency. 


HOW DOES (7 STAND UP ? 


Since the development of Hazasheath Under- 
ground Cable, millions of feet have gone into 


service in airports, street lighting systems, mine 
power circuits—the most demanding types of in- 
stallations. In addition, Hazard Watertite Insula- 
tion, introduced over 25 years ago, has been used 
in every type of construction work where damp- 
ness demands maximum moisture resistance. 


WILL IT SAVE ME MONEY ? 


If you’re looking for an underground cable that 
will last for years, that’s easy to install and splice, 
and requires the least amount of maintenance — 
specify Hazasheath Underground Cable. Long 
life and dependable performance mean long- 
term economy...over the years you'll agree that 
the wise buy’s Hazasheath. Let your Hazard rep- 
resentative show you. Hazard Insulated Wire 
Works, Division of The Okonite Company, 
Wilkes-Barre, Pa. 
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LIGHTING SALESMAN Go! 


How one eastern wholesaler makes— 
Home Builders See the Light. 


Must residential lighting come last? BALONEY! said Central 

Queens Electric Supply Corp.—and went out to prove that a sound plan, 
a concentrated sales effort and a staff of well trained sales 
specialists could lick the tar out of this anti-modern attitude any day 


HILE a young lighting sales- 
man some years ago was wait- 
ing to see the buyer of a large 
department store to close a deal in- 
volving the $1200 
worth of fixtures to relight a newly 


sale of about 
remodeled shopping area, the feeling 
came over him that his customer was 
going to kick like a bronco as he 
had previously when the $1200 price 
was originally quoted 

Seated next to him was another 
salesman who was also getting ready 
to approach the buyer, only he was 


selling floor covering for the same 
In the 
the lighting salesman asked his fel- 


area. course of conversation, 
low huckster what he was getting for 
the floor c He said his fig- 
ure, which he thought would get the 


vering 


business, was approximately $8000 
The lighting 
amazed. “Eight thousand dollars for 


salesman was 


By Thomas F. Preston 


something you walk on!” he gasped. 
“And here I’m worried about quot- 
ing a measly $1200 for lighting fix- 
tures for the same layout—for some- 
thing that’s as necessary to the de 
lock on the 


partment store as the 


front door.” 


* Attitude 
after more 


Changed Today, 
than a decade of prog- 


gress which saw gradual changes in 
lighting sources and techniques, the 


situation in this same episode would 


be slightly reversed. Instead of con 


sidering lighting as a mere stick of 


furniture that “can be installed after 


1 ‘ . 
een D uught 


everything else has 
now holds a respected position in t 


commercial field. With the help 
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new types of 


methods of lighting 


fixtures an 
gether with a planned educational 
business 
hi 


program aimed at the 
world, the lighting industry 
layed commercial lighting 
fessional plane. 

In the 
however, the situation is ni 


residential buil 

more 

improved than it was 10 or 15 years 
The attitude 

ighting comes last” has ballooned 

to such gigantic proportions in the 


same old that 


y 
ago. 


ey 
i 


present day setup that bulb manu 
1 reed to 


stop th scrimp! 


y€¢ I 


facturers have 
the offensive t 


practices Up until recently 
home builders, architects a1 


sumers have taken the san 


attitude that was taken years 
department store owners at 
in the commercial field 


| ; 


tude is evidence n the 








ADDITIONAL DETAILS on Central Queens’ lighting campaign are discussed by 
President Harry Berken and lighting salesman Marty Gold (lower left photo) 
After briefing, Gold ushers builder customer through lighting showroom. 


addition of hundreds of thousands 
of under-wired and under-lighted 
homes to the 38 or 40 million al- 
ready in existence. 

This downward flip-flop in wir- 
ing and lighting of the average home 
has been the topic of considerable 
discussion at major meetings of all 
sections of the lighting industry. The 
gist of many of these meetings boils 
down to a comparison of the sleek 
promotions of the plumbing industry 
with the Model “T” methods used 
by the lighting industry. The conclu- 
sion that is always reached is that 
lighting in the home falls far short 
of the other requisites that make up 
the American standard of living. 

The plumbing industry has done 
such a splendid job in educational 
selling that it far outshadows that of 
any other industry. If their promo- 
tion has reached such an organized 
peak that many homes have more 
than one bathroom then why can’t 
the lighting industry promote at 
least the minimum requirements for 
healthful lighting conditions in the 
home. Call it what you may—a com- 


74 


placent theory among too many peo- 
ple that home lighting is only a 
phase of interior decoration, that 
adequate illumination is not the pri- 
mary concern, or that there has been 
little scientific or engineering infor- 
mation available which could estab- 
lish standards for judging home 
lighting—the stumbling blocks bar- 
ricading a wider acceptance of good 
home lighting principles resolves it- 
self to one basic point. Jt ts a lack of 
coordinated education of all the peo- 
ple concerned—from the architect 
and builder to the consumer. 
® Program Enacted—In Octo- 
ber, 1950, the General Electric Com- 
pany’s Lamp Department started 
just such an educational campaign to 
make America light-conscious. The 
company, along with other lamp 
manufacturers, had noted this alarm- 
ing attitude among many of the 
country’s home builders that could 
spell serious danger to lamp sales. 
G. E. admits that this educational 
program to be successful must have 
the undivided attention of the en- 
tire industry — electric utilities, 


lighting fixture and portable lamp 
manufacturers, distributors, con- 
tractors, dealers and industry or- 
ganizations, and the backing of 
newspaper and magazine writers 
This “Market Development Pro- 
gram” as G. E. likes to call the 
project, or the “Home Light Con- 
ditioning Program” as it is adver- 
tised throughout the country has 
been created to show homemakers 
better home lighting and acquaint 
them with its benefits; provide a 
means of coordinating the thinking, 
planning and action of various parts 
of the lighting industry ; install good 
modern lighting in new homes, and 
improve lighting in existing homes. 
It starts with a new and sounder 
foundation for home lighting—care- 
ful scientific definition of what to 
light—plus simple, easy-to-follow 
recipes that tell how to do it. These 
recipes are functional in thinking, 
and fit large home or small, new 
home or old. The program adds a 
dramatic demonstration idea—the 
creation of light conditioned homes 
—so that people can see for them- 
selves what these recipes will do. 

The Home Light Conditioning 
Program is essentially a local pro- 
gram that assumes the proportions 
of a national program through the 
cumulative effect of many local pro- 
grams tied together by national ad- 
vertising and national editorial sup- 
port. In essence, the program calls 
for local leadership by the electric 
utility, but as if an exception can 
change a rule, the local sponsorship 
need not always be assumed actively 
by the utility company. On Long 
Island, the local program is unique 
in that it is entirely sponsored by an 
electrical wholesaler, who, along 
with the coordinated effort of all 
other local groups such as the util- 
ity company, contractors, builders, 
architects and all channels of distri- 
bution, make up a determined team 
of lighting salesmen, each depend- 
ent upon the aggressiveness of the 
other. 

Central Queens Electric Supply 
Corp. of Jamaica, N. Y., took over 
the reins of the program early this 
year and, through the vigorous ef- 
forts of its president and vice presi- 
dent, Harry and William Berken, 
has made the local program click 
like clockwork. 

The Berkens’ first move upon as- 
suming the initiative in local promo- 
tion of home light conditioning was 
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to invite 16 builders and architects 
from the Long Island Home Build- 
ers Institute to a one-day meeting 
at G. E.’s Lighting Institute at Nela 
Park, Cleveland. Their objective 
was to show the group a builder’s- 
eye view of several important de- 
velopments in home lighting, the 
now-famous lighting recipes, con- 
struction features incorporating ideas 
of better lighting and a general all- 
around lesson on lighting tech- 
niques as they apply to residential 
construction. 

From the time of their arrival 
until their departure 12 hours later, 
the group saw light. They were 
shown the marked advances made 
in variety, sizes, light output, light 
control and diffusieéof both incan- 
descent and fluorescent lamps. They 
were made acquainted with the ex- 
panding varieties of lighting equip- 
ment being designed to shield light 
sources and to control light output 
for more useful and effective light 
distribution. Cornice, valance, niche, 
spot, cove and other architectural 
lighting as well as more advanced 
interpretation in portable lamps and 
fixtures were the more important 
additions to today’s lighting reper 
toire as demonstrated by the light- 


ing specialists at Nela Park. The 
favorable economic aspect of these 


lighting improvements was also 
brought out convincingly at that 
time. 

* Builder Reaction—To say the 
group was impressed by this one- 
day visit to Nela Park would be a 
big understatement. They were 
amazed and delighted with the ver- 
satility and sales appeal of good 
lighting and were outspoken in their 
optimism about how it could lift 
the homebuilding industry from the 
throes of consumer resistance. 

One builder was so impressed that 
he could hardly wait to try out Nela 
Park’s recommendations on_ his 
nearly-finished project. Let him tell 
his feelings to you first-hand just 
as he had written them to a Nela 
Park official : 

“|. . I have been building small 
homes for over 20 years and I must 
confess that I never gave too much 
attention to lighting. However, while 
at Nela Park, I was so impressed 
with the importance of proper light- 
ing from the point of comfort and 
beauty, that I decided to use as 
much of it as possible in my new 
project. 


“.. . My model houses were not 
only roughed with the electrical 
work but were ready for decorating 
Did we decorate? No. We went on 
a rampage of ripping. Our models 
are now completed. The only way to 
describe them is to say that they are 
terrific. /] am not trying to sell 
houses today, I am selling lighting, 
and the response from the home 
buying public is sensational.” —Mor- 
ris Weinberger, Seaford Oaks, Sea- 
ford, L. I. 

Another builder in the group was 
similarly fascinated, but he had no 
projects under way, nor any con- 
templated for the immediate future 
in which he could incorporate the 
new lighting techniques. That didn’t 
stop him. When he returned from 
Nela Park, he consulted with a 
lighting specialist and had his own 
home light conditioned. 

If this response is any indication 
of things to come on a national level 
—and it could very well be since 
Long Island homebuilders are looked 
upon as the Picassos of the residen- 
tial construction field—then this en- 
thusiasm can snowball itself into one 
of the most gigantic promotions the 
lighting industry has yet seen. 

* Big Selling Job—Since Cen- 
tral Queens has taken the responsi- 
bility for sponsoring the local pro- 
motion of the Long Island Home 
Light Conditioning Program, it has 
another selling job on its hands—a 
big one. But taking on a promotion 
of this size and scope, although 
large, is no new undertaking for 


Central Queens; the company has 
built its reputation on the fact that 
it is specialty-item-conscious and is 
willing to take a chance on anything 
anything within reason, that is 
In the olden days it used to be 
recessed portable radius, then elec 
tric chimes to replace the old buzzer 
and doorbell systems, then attic 
fans, and just recently, the firm’s 
pet project, electric heat panels. The 
company fits easily into the light 
conditioning picture because it has 
always maintained that lighting is 
not a “supply” item but a “special 
ty” item that needs the careful han- 
ling of experts. 

Its location in Jamaica, easily ac- 
cessible to the city’s express bridges 
and highways, has helped Central 
Queens to capitalize on expansion of 
home building throughout Long Is- 
land where suburban building has 
been at a feverish pace for the past 
few years. Its close and amicable 
contact with builders, architects and 
contractors throughout the area all 
through the years has made the 
company a “natural” to sell Long 
Island construction men on the very 
sound idea of light conditioning. 

Central Queens’ lighting salesman 
Marty Gold is the liaison between his 
company and the builder and his 
customers. Always alert, always on 
top of a selling job, Marty watches 
his market grow every day as each 
new construction job incorporating 
light conditioning is built. And it is 
his job to see that each new con- 
struction job does incorporate light 


CENTRAL QUEENS’ first move upon assuming sponsorship of local light condi- 
tioning was to invite this representative group of builders and architects to Nela 
Park for a builder’s-eye view of some important developments in home lighting 
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“1 AM not trying to sell houses today, 
| am selling lighting,’ declares Mor- 
ris Weinberger, builder of this $15,000 
house in Seaford, L. |. Lighting to Mr. 
Weinberger, shown below with salesman 
Gold, comes with the house the same as 
kitchen cabinets. 


“|. . Don’t Sell Lighting—Sell Light Conditioning” 


conditioning. He must coordinate 
his resourcefulness with his com- 


pany’s contacts, and be a living prog- 
ress report for the whole local pro 
yram. He talks over light condition- 
ing with 


prospective cus 


builder 
invites them to the 
| | 


detailed information 


main 


tomers, 


othce tor more 


and a tour through the lighting 
showroom, and along wi 
specialists, outlines lighting specifi- 
cations for the development or home, 
whichever the builder is construct 
ing 

Gold’s next task is to contact the 
prospective home buyer by mail and 
inform him that his company is fur 
nishing the lighting fixtures for the 
development and is looking forward 
to “the pleasant opportunity of hav- 
ing one of our interior decorator 
staff the 
proper lighting fixtures for your in- 
dividual home.” 
but 


ized correspondence literally 


assist you in selecting 


Corny potent, this personal- 
beck- 


ons the new home owners to Central 


Queens’ lighting showrcom where 


Marty or one of the 
side salesmen will do a thorough job 


competent in 


of “upselling.” 
® Program Takes 


how is. the 


Time \nd 
taking to light 
“Like a duck to 


Berken 


public 
conditioning 
Harry 


water,” says 
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course it will take a while before 
they and the builders get fully light- 
conscious, when word 
around that there is something new 
and exciting taking place at Mal- 
\cres and Seaford Oaks (two 


major housing projects being com- 


but gets 


verne 


pleted as part of the local light con- 
ditioning program) it won't be long 
might be 
terrific. 


before they figure they 


missing out on something 


WALL TO WALL lighting, like this 18 
toot valance light, is a perennial backdrop 
in light conditioned homes 


When a builder sees the wonderful 
job that good lighting can do to sell 
more houses, then he'll stop sitting 
on his hands and follow the crowd 
to that pot iv 

And there is a pot 
reaped by wholesalers’ 
figures from the first 
light conditioning projects indicate 


gold.” 
’o gold to be 
salesmen if 
two major 


a coming trend 

At the Seaford Oaks develop- 
ment, Seaford, |.. I., Morris Wein- 
berger (he’s the same builder who 
is “selling light instead of houses” ) 
is offering a light conditioned home 
to his buyers and is absorbing the 
cost of himself. From 
him “comes 


the fixtures 
lighting to 
with the house” the 
leum and kitchen cabinets. 
Through the recommendations of 
Central Queens and G. E.’s lighting 
specialists, he the well 
founded premise that kitchen and 
bathroom lighting, together with a 
scheme, can 
follow 


now on, 


same as lino- 


goes on 


well balanced color 
make or break a 
through with this premise he has 
installed in the kitchen alone six 
separate electrical features; 
watt 
over the window, another over the 
range, two light valances, one re- 
cessed high hat, and a fluorescent 
fixture over the refrigerator in an 


sale. To 


one 25 
strip in the breakfast nook 
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extension of the kitchen. In the bath- 
room he has placed a two-light ceil- 
ing fixture, and a two-bullet goose 
neck fixture over the cabinet — one 
holds a sun lamp, the other an infra 
red lamp. The vanity mirror is il- 
luminated with two luminous re- 
cessed panels at each side 

In the living room there is a light 
valance, perennial backdrop in any 
light conditioned home, stretched the 
full length of one wall directly over 
the spot 
lights over the bookcase, and a ceil- 
ing fixture in the main hallway 'ead- 
ing into the living room. A full- 
length mirror, facing the front door, 
is lighted from the inside of the hall 
closet through a translucent strip at 
the top of the mirror. The fixture 
serves as both a mirror light and a 
closet light. The two large bedrooms 
each have a ceiling fixture, and the 
den or guest room hasa recessed high 


windows, two recessed 





hat. An outside front bracket and 
chimes and transformer round out 
the complete light conditioned home 
selling for $14,995. 

Where he once allowed for not 
more than $30 worth of fixtures in 
home he built, Mr. Wein- 


berger now spends upwards of $200 


any new 
for new lighting extras. 

“It’s worth every cent of it,” Mr 
Weinberger declared. “It gives me 
the opportunity to advertise that 
these light conditioned homes ‘are 
open for public inspection until 9 
pm every night.’ They sell them- 
selves after sundown.” 

* Comfort Stressed \t Mal- 
verne Acres on Long Island, light 
conditioning is carried on in a some- 
what loftier fashion, more or less 
on a theatrical style. These $25,000 
and up homes, tagged as the most 
modern in electrical living, feature 


remote control lighting. This in- 
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HIGH SPOT of this $15,000 home is a 
fully lighted kitchen which sports six 
separate electrical fixtures. Builder Wein 
berger (below) proudly points to sign 
which stresses fact that all lighting fix 
tures, upwards of $200 worth, are in- 
cluded in sales price of home 


novation in gracious living consists 
of an integrated low voltage relay 
system which provides control from 
two master selector switches as well 
as from independent switches for 
each of nine widely separated sta 
tions. The two selector switches can 
be located at strategic spots in the 
house, usually in the kitchen or side 
entrance, and the master bedroom 

In the model home at Malverne 
Acres, the selector switch controls 
the low voltage switching at each of 
these individual stations : front door, 
foyer, garage, dishwasher, kitchen 
appliance, cellar, kitchen, 
room and attic fan. The model home 
also is a showplace for a variety of 


living 


modern light conditioning fixtures 

Herbert Gold, builder of Mal- 
Acres, not the 
full cost of fixtures for his project, 


does absorb 


verne 
nor does he install the remote con- 
trol lighting system as part of the 
original plans. He grants an allow- 
ance to the buyer for electrical fix 
tures proportionate to the size and 
the cost of the house. This allowance 
ranges from $50 to $100. He also 
gives each home buyer the option of 
buying th: remote control system 
as a separate unit not included in the 
original price of the home 

To point up just how thorough a 
job Marty Gold and the inside light 
ing do to pick up the 
loose ends of a sale and tie it to- 
gether into one complete package, 
not 163- 


salesman 


one of the buyers in this 


home development interested in light 
A, £ 


ay 
sé 





SALESMAN GOLD talks up light condi- 
tioning with Herbert Gold (no relation) , 
builder of this spacious $25,000 house at 
the Malverne Acres development on Long 
Island. The new home features one of the 
most modern advances in electrical liv- 
ing—remote control lighting 





REMOTE CONTROL wiring system in the 
rough (above) and finished installation 
—master selector switch located in the 
kitchen-—— (above right) are inspected by 
salesman Gold. A second switch is placed 
in the master bedroom (right) opposite 
novel valance light effect, which for the 
moment holds salesman Gold’s and 
builder Gold’s attention 
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conditioning has kept within his 
allowance from the builder. In every 
instance, the home buyer was sold 
“just a little more, just a little 
better” fixtures for a light condi- 
tioned home. 

In this arrangement between 
builder, buyer and wholesaler, where 
the builder allows just so much for 
lighting fixtures, and the buyer, if 
he so desires, pays for the cost of ad- 
ditional fixtures for his home, the 
wholesaler stands to gain a consid- 
erably higher percentage of profits 
than if the fixtures “came with the 
house.” A  wholesaler’s salesman 
cannot sell any additional electrical 
features (except portable lamps and 
fixtures which the home buyer may 
already have) to a home that is ad- 
vertised as a “completely light con- 
ditioned house.” 

But in the other arrangement he 
can and should sell more than what 
a builder allows his customers for 
fixtures simply by carrying on a 
brisk, competent sales campaign. 
Does the home owner want a lighted 
house or a light conditioned home? 
That choice can be determined only 
by the amount, types and placement 
of electrical fixtures. It’s up to the 
ingenuity of the wholesaler’s sales- 
man to see to it that these deciding 
factors contribute to light condition- 
ing not just to lighting. 
® Wholesaler’s Part — Central 
Queens’ president, Harry Berken, 
maintains that the greatest single 
factor in this whole program is the 
electrical wholesaler and his sales- 
man. “After all the promotion, ad- 


LESS EXPENSIVE model at Seaford Oaks development incor- 
porates usual light conditioning fixtures, 
$12,000 sales price, plus combination valance and cove light- 


ee 


vertising and publicity have made 
their mark on the general public 
enough to make them light-con- 
scious, then the wholesaler’s sales- 
man comes into the picture to do 
the actual selling. Mind you, he’s 
not trying to sell individual fixtures, 
his job is to sell room lighting. 

“When the customer comes into 
the showroom with an allowance from 
the builder, the salesman should do 
a complete selling job. If we fail to 
do this, or if we fail to apply the 
recipes that will give the minimum 
standards for light conditioning his 
home, then we’re wasting our time 
and our money in promoting the 
program. 

“Many good wholesalers and their 
salesmen, and they are sincere in 
their efforts, when they answer a 
request for outfitting a lighting job, 
take pains to recommend cheaper 
fixtures. They ‘sell down’ because 
they figure that after a home buyer 
has paid for the pther essentials like 
furniture, floor covering, etc., he is 
in no mood to shell out more than 
he feels is necessary for lighting. 
They think that if they can save the 
customer a little out of his fixture 
allowance, they have a friend for life. 
That’s a defensive attitude, and one 
that is taken too often by hard- 
hitting salesmen. 

“Just like a good football team is 
only as good as its offense, a good 
merchandising program is only as 
good as its sales hitting power. A 
good defensive team may stop its 
opposition from scoring, but if it 
doesn’t have the punch to rack up 


included in the 
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points it can never win. It can tie, 
but never win. The same with a 
defense-minded salesman. He can 
stiff-arm his competitors by selling 
the barest necessities that fall far 
below the minimum required for 
good lighting just to save his cus- 
tomers a few extra dollars. He'll sell 
all right, but for every second step 
he takes, he’ll be thrown back anoth- 
er three. If too many salesmen take 
this attitude, it could mean the 
death-knell for light conditioning.” 

There is no doubt but that upon 
the wholesaler’s and his salesman’s 
shoulders lay the outcome of suc- 
cess or failure of light conditioning. 
Bigger than any one company, the 
Home Light Conditioning Program 
will take a heap of selling if it ever 
intends to hurdle the hump of pub- 
lic acceptance. Today there is enough 
merchandise available to make it a 
success. Neither the electrical whole- 
saler nor his dealer customers has to 
build up an entirely new investment 
in lamp and fixture stocks to be in 
business for light conditioning. They 
need only one lamp in each classifica- 
tion to be right by recipe standards 
prescribed for by the plan; many of 
the pieces they have already will fill 
the bill. 

But just having the stock on hand 
does not assure successful selling. 
The wholesaler’s job is to follow 
through to a light-conscious public 
with an intelligent, aggressive sell- 
ing plan that carries with it all the 
flair, fanfare and marketing analy- 
ses of an appliance merchandising 
program. 


ing. Salesman Gold and builder Weinberger inspect unique 
cove design at base of pitched ceiling. Valance (background) 
and cove lighting stretch across width of living room. 








- the company you own or work 


for is an average electrical whol 
saling firm, chances are that it in 
creased its wiring supplies and con 
struction materials dollar volume 
sales fivefold between 1939 and 
1948. What’s more, your firm and 
firms like it made 89.9 per cent of 
the total 1948 sales of this com- 
modity line made by all types of 
wholesalers—an increase of 0.4 pet 
cent over the 1939 share 

These figures are derived from re 
cently released 1948 Census of Busi 
ness data, which reveal that general 
line electrical merchandise, wiring 
supplies and apparatus wholesalers’ 
sales of wiring supplies and con 
struction materials totaled $1.2 bil 
lion out of a total of more than $1.3 
billion. Data developed in the 1939 
Census reveal that general line elec 
trical merchandisé, wiring supplies 
and apparatus wholesalers’ sal f 

al wiring 

struction materials 
140,000 out of total sales by 
wholesalers amounting to $291,880, 
000. The 1948 figure represents an 
increase in dollar volume sales by 
this group of wholesalers of over 
$900,000.000 in nine vears 

Other kinds of businesses report- 
ing sales of electrical wiring supplies 
and construction materials in signifi 
cant amounts and their total sales in 
1948 were electrical appliance. spe 
wholesalers, $18,970,000: 
hardware wholesalers, $47,520,000: 


clalties 


plumbing, heating equipment, sup- 


Who Sells Wiring Supplies—and How Muc 


plies distributors, $26,420,000; and 

industrial equipment, 

supplies distributors, $17,454,000 
Electrical wiring 

construction materials represented 

53.1 per cent of the sales of the 


machinery, 


supplies and 


general line electrical merchandise, 
wiring supplies and apparatus whole 
salers reporting an analysis of sales 
by commodity line. Corresponding- 
ly, they represented 2.6 | 
the sales of hardware wholesalers ; 


ver cent of 


1.5 per cent of the sales of plumbing, 
heating equipment, supplies distrib 
utors; 0.9 per cent of the 
of electrical appliance, speci 
wholesalers; and 0.6 per cen 
sales of industrial machinet 
ment, supplies distributors 

A total of 3,674 wholesale: 
United States reported sales 
trical wiring supplies and c 
tion materials of at least 0.1 per cent 
of total sales in 1948. In addition to 
the five kinds of wholesalers already 
mentioned, others reporting sales of 
electrical wiring supplies and con 
struction materials of at least 0.1 per 
cent and the percentage of their sales 
of these commodities were furniture 
(household, office) wholesalers, 
per cent: home furnishings, flo 
coverings wholesalers, 0.2 per cent; 
miscellaneous paper products whole 
salers, 0.1 per cent; automotive 
equipment, tires and tubes wholesal- 
ers, 0.3, per cent; service establish 
ment supplies distributors, 0.1 pet 
cent ; transportation equipment, 


plies distributors, 0.6 per cent 


CLASSES OF WHOLESALERS 


These made 97.7% of the total sales of — 
Electrical Wiring Supplies and Construction Materials 


in 1948 


____Electrical merchandise (general line) 
wiring supplies, apparatus 


Plumbing 
heating equip 
supplies 


Indust. machinery 
equipment 
and supplies 
a a 
13% 1.2% 
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Hardware Electrical 


appliance 


34% 19% 





SHOULD YOU build inven- 


tories or cut them? 


. . . expand operations or 
batten down the hatches? 


. . . go after orders or hide 
from customers? 


Solving these problems of the moment is essential, but it 
is just as important to look beyond the current abnormali- 
ties of the market to the bright future and prepare to... 


Step Up Sales an 


HE other night on a train, I read 
a little item in the newspaper that 
might be of interest to vou be 
cause it datelined, “Detroit, 
Michigan.” It told of a man who had 
just won a divorce. He explained to 
the judge that he didn’t want to 
take the chance of trusting his 
judgment in the future. And so the 


was 


own 


judge, a sympathetic man, granted 
him a court order which would pre 
vent him from getting married for at 
least a vear. 

I’m sure that not everyone would 
agree with this man’s doubtful eval- 
uation of the fine institution of mar- 
riage, although he may have had his 
reasons. One man’s mate is another 
man’s poison. 

But the point that struck my 
im address delivered be- 
meeting of The Lake 
Lic k, Ind., on 


*Excerpts from 
fore the annua 
Vichigan Club at French 
27, 1951. 


September 


By W. V. O'Brien* 


Commercial Vice President 
Manager, Apparatus Marketing, 
General Electric Co. 


fancy is the this fellow has 
compensated for his own lack of 
judgment; he is automatically kept 
from making a mistake. The minute 
the poor fish starts to weaken, and a 
woman starts reeling in the line, the 
game warden walks in 
“Sorry Madam, but this man is out 


way 


and says, 
of season.” 
Unfortunately, in our business 
lives, we have no such easy way to 
prevent the consequences of mistaken 
judgment. If we guess wrong, we 
must take the consequences. 
® Plaguing Possibility—And it 
is just this possibility that is plagu- 
ing many businessmen, these days. 
The business outlook, at least on the 
surface, is extremely confused. De- 
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Services 


pending on where you stand and 
whom you last talked to, it is pos 
sible to find good reasons for every 
business policy in the book. Theré 
are some who see nothing but glit- 
tering gold in the years ahead; and 
some who see nothing but nothing, 

Should a man expand his opera 
tions or should he batten down the 
hatches? Build inventories or cut 
them? Go after orders or go hide 
from his customers ? 

It depends on where you stand. In 
the consumer field, many electrical 
wholesalers who were caught with 
high inventories last spring are still 
somewhat shaken by the experience. 
Even though inventories on most 
consumer lines have been pretty well 
adjusted by this time, some whole- 
salers are understandably hesitant 
about the future. A strong taste of 
credit restrictions and price resist- 
ance still lingers in the air. There 
is even a small school of economic 
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firm’s “Test Course” 


with 


WOW 


thought that sees in this experience 
the basis for predicting a severe 
crimp in business activity. I don’t; 
nor do I see any sound reason for 
distress merchandising and an epi- 
demic of price wars. According to 
most indicators, this fall should be 
a brisk season for consumer items. A 
far more serious problem in the 
immediate future is the increasing 
difficulty of getting the material nec- 
essary to keep inventories as high as 
they should be 

© Apparatus Appetite—We cer- 
tainly have had no problems of dis- 
tress merchandising and high in- 
ventories in the industrial, or 
apparatus, side of the electrical busi- 
ness. Under the pressure of the de- 
fense build-up, capital expenditures 
have been running at extremely high 
levels, and quite a bit of that money 
has naturally been channeled in the 
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student engineers, Mr. 
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direction of electrical apparatus. In 
spite of the fact that electrical manu- 
facturers have all increased their 
production capacity—for example, 
General Electric is turning out more 
than three and a half times its pre- 
war physical volume—demand for 
electrical apparatus has simply ex- 
ceeded supply. 

The chief limiting factor, as you 
well know, has been the fact that 
there aren’t enough raw materials to 
go around. And to be frank about it, 
the allocation of raw materials under 
CMP for the fourth quarter is far 
from adequate to provide the electric 
equipment needed for current power 
generation and transmission pro- 
grams, as well as electric equip- 
ment for many programs of indus- 
trial expansion. All manufacturers 
are vigorously prosecuting requests 
for many critical materials—but 


even if some relief is granted, there 
will still be a shortage of apparatus- 
type products relative to demand. 

© Wholesaler Wonders—lIn this 
situation, with high inventories on 
some lines and no inventories at 
all on others, with customers beat- 
ing down the doors for some lines 
and staying away in droves for 
others, the electrical wholesaler 
might well wonder what kind of a 
business he has gotten himself into. 

Well, anything can happen in 
America. Most of us have grown to 
some kind of maturity in business 
believing in the truth of that state- 
ment, particularly in the endlessly 
changing and forever exciting busi- 
ness of making and selling electrical 
goods. 

Perhaps we should make at least 
one exception, however, before we 
meet ourselves coming back. And 
that exception would be this: we 
shall probably never hear a speaker 
preface his remarks by saying, “This 
was a normal year, and we expect no 
complications in the immediate fu- 
ture.” 
® Never Normal—tThe electrical 
business has never had a normal 
year. It cut its teeth on disappoint- 
ments and crises. Things are forever 
challenging our ingenuity, our sta- 
tistics, our reserves of manpower 
and dollars, our preserves of pa- 
tience and patriotism, and—in the 
end—our courage. We are most 
thankful that this past year was not 
“normal,” whatever that may be, be- 
cause it was a year of substantial 
achievement for the business com- 
monwealth, a time of record-break- 
ing production and selling, when—in 
face of inflation and devalued dol- 
lars and political and economic trou- 
bles—more people in the United 
States got more and better goods 
and services for less cost than ever 
before in their lives. That achieve- 
ment was due largely to the efforts 
of the men and women of the elec- 
trical industry, in all of its branches 
and ramifications. This is not a self- 
serving boast (in my belief), but a 
matter of sober fact. It is the plat- 
form on which we meet and look 


“Under today's lush conditions, especially in the 
power apparatus field, there may be a temptation 
to let up a little bit on the sales and service end of the 
business. There could be nothing more disastrous .. ." 
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forward to many more years which, 
we can be assured, will be anything 
but “normal.” 

What lies ahead, for the electri- 
cal industry? How shall we chart 
our course? 

I will admit from the start that 
any forecast you hear these days is 
subject to a great many “‘ifs,” “ands” 
and “buts.” After all, there is the 
unpredictable Mr. Stalin to reckon 
with. On the other hand, with every 
passing day, as America builds her 
strength and finds the courage to 
stand firm, there is less likelihood 
that Russia will take the big gamble. 

Understand, I am not predicting 
that we shall soon be able to put 
the air force in mothballs. There 
will be satellite engagements, threat- 
ening maneuvers and continuing ef- 
forts by the Russian bloc to ham- 
string us with unprofitable commit- 
ments. But every day, as we grow 
stronger, there seems less likelihood 
that Russia will engage in a direct, 
sudden, all-out attack against the 
free world. 

If this assumption is correct, our 
marketing research department sees 
the following pattern of business 
movements during the coming dec- 
ade. 


® Fabulous Future—The present 
strong upsurge of activity will con- 
tinue through 1953 because of the 
build-up of our military strength. 
There will probably be a slackening 
of activity in 1954 and 1955, and 
finally a resumption of the long-term 
growth of our economy. By 1960, 
the level of industrial production 
should be 30 per cent above the 
levels of 1950, and in case you're 
wondering, that means a terrific 
business future for all of us in the 
electrical industry. 

One simple way to measure our 
business potential, as electrical man- 
ufacturers and wholesalers, is to 
look at the forecast for electric 
power sales. In 1950, power sales 
amounted to 280 billion kilowatt- 
hours. By 1960, the figure will be 
almost doubled—!40 billion kilo- 
watt-hours. In fact, even a conserva- 
tive extension of those forecasts in- 


dicates that the utilities will be sell- 
ing a trillion kilowatt-hours a year 
by 1970! 

Try to imagine the amounts of 
electrical equipment that will be re- 
quired to generate, transmit, distrib- 
ute and utilize a trillion kilowatt- 
hours a year—or even half a trillion, 
which is forecast for 1960 or earlier. 

A man in the business of selling 
electrical apparatus can feel very op- 
timistic about his future—if he has 
the guts to stick it out and work to 
make these forecasts come true. 

For I must remind you that these 
forecasts automatically assume the 
same kind of aggressive, imagina- 
tive, profit-minded sales efforts that 
have already made the electrical 
wholesaling business grow from a 
$300-million business back in 1912 
to a $5-billion industry today. In 


“No matter how you look 
at it the future in this ex- 
citing electrical business 
belongs to the salesman." 


that period, the distributor has ad- 
vanced side by side with the great 
technological strides of electric pow- 
er, and today he is of increasing 
importance in pressing the frontiers 
of electrification throughout Amer- 
ica. 
Let’s look a little closer at this 
forecast to see some of the factors 
that entered into it. 

* Expanding Economy — The 
fundamental fact to consider is sim- 
ply that the United States is growing. 
Contrary to the gloomy predictions 
that were circulating in the de- 
pressed thirties, we have by no 
means reached a condition of static 
population and a “mature” econ- 
omy, as it was called. 

In the decade of the 1950’s, it is 
estimated that the population of the 
United States will rise by 20 million 
people, or 13 per cent. With this ex- 
pansion in population, there will 
naturally be an expanded market for 


consumer goods. The population in 
the working age group will increase 
less rapidly than old folks and chil- 
dren, and hence the demand for con- 
sumer goods should provide em- 
ployment for a higher-than-normal 
proportion of the working age group. 
In other words, there will be not 
only more people to sell to, but em- 
ployment will be high and they will 
have plenty of money to spend. 

The young men and women enter- 
ing the labor force during the 1950's 
will be largely those born during the 
1930’s, when birth rates were low. 
Hence, the normal increment to the 
labor force will be relatively small, 
and employers will be under pres- 
sure to increase the use of labor- 
saving machinery, and raise output 
per manhour. This means a continu- 
ing demand for electrical apparatus, 
which is at the heart of nearly all 
labor-saving machinery these days. 

Now, there are many other fa- 
vorable factors to back up our opti- 
mistic estimate of the long-term fu- 
ture. After all, the electrical industry 
is so closely tied in with the fun- 
damental elements in the nation’s 
economy that, to a certain extent, 
the future of the industry is assured, 

But—and this is a great big “but” 

—there is no certainty about the fu- 
ture of any individual manufacturer 
or wholesaler. The opportunity is 
there, and it is a tremendous oné, 
But whether your company or mine 
will be able to get its share of the 
available business will depend ens 
tirely on the kind of intelligence and 
courage we can individually muster 
in carrying on the day-to-day busi- 
ness of selling electrical goods. 
* Perilous Period—You will note 
that I mentioned a general slacken- 
ing of business activity in the mid- 
fifties, around 1954, 1955. This will 
be a critical time. 

Defense spending will drop off as 
the big build-up is completed and 
we go into a more-or-less stand-by 
defense effort. Expenditures for in- 
dustrial apparatus—at an all-time 
high this year—will likewise drop 
off with the decline in defense spend- 
ing. And there may be a relative de- 


"Today the electrical wholesaler is no little brother 
in the electrical family; he is the strong support for 
the family, a breadwinner who has earned a rightful 
place of importance in the family counsels." 
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cline in the demand for consumer’s 
durables, like major appliances. 

Unless these simultaneous down- 
ward trends are checked and re- 
versed, when the time the 
country could find itself in real dif- 
ficulty around 1955 or so. 


comes, 


We have assumed, however, that 
the private and government sectors 
of the economy will take steps to 
reverse the downtrend. For exam- 
ple, tax cuts to leave more income 
available for spending by consumers 
and businesses ; powerfully increased 
sales and advertising efforts; intro- 
duction of new or improved prod- 
ucts to stimulate buying; easing of 
credit and for the 
modernization of industry, which 
challenging oppor 
tunities for companies selling power 
apparatus. 

In these ways, the American econ- 
omy can save itself from a nose- 
dive in ’55. But to be useful to an 
individual manufacturer or whole- 
saler of electrical equipment, these 
generalizations must be translated 
into concrete plans of action 
plans, product plans and advertis- 
ing plans—which look beyond the 
current abnormalities of the market 
and face up to the hard realities of 
business life. 


terms; a drive 


has especially 


sales 


* Integrity Essential Under 
today’s lush conditions, especiaily in 
the power apparatus field, there may 
be a temptation to let up a little bit 
on the sales and service end of the 
business. There could be nothing 
more disastrous, both to individual 
companies and to the nation at large. 
In times like these, when customers 
desperately need electrical apparatus, 
they will sometimes accept whatever 
they can get. And the fly-by-night 
Manufacturer the telephone- 
booth jobber move in quickly to take 
advantage of a fast and none too 
scrupulous profit. As reputable man- 
ufacturers and wholesalers, we must 


and 


be especially careful not to descend 
to their under the 
of abnormal circumstances. Today, 


level pressure 
more than ever, a spotless integrity 
in all our dealings is absolutely es- 
sential. 


For we are being judged. Our 
customers, under today’s trying con- 
ditions, are carefully noting 
who really maintains his high stand- 
ards of service and who is willing 
to fudge it a little bit. When they 
separate the men from the boys in 
the harder years ahead, we will want 
to be among the companies whose 


very 


customers remained sold on us, even 
when we were sold out. 

You may find it strange that | 
have dealt so little with the job of 
the electrical salesman in 
tional emergency. 
that I am not unmindful of our pa- 
triotic duties, for one-third of the 
products sold by our apparatus sales 
directly to the 


the na- 
You can be sure 


organization 
military. 

© Like the Marines--It has been 
the peculiar fortune of the electrical 
industry to have a role to play in 
wartime that is every bit as 
and even more important than in 
peacetime. The changing nature of 
war and the weapons with which it 
is fought have enhanced the value 
of electrical manufacturing, with its 


voe 
ROC 5 


} 
big 


segments of research, development 
and engineering, just as it 
boosted the importance of the elec- 
trical wholesaler. In an when 
the telling and deciding blows are 
struck by production lines, electric 
power is mobilized right along with 
the Marines. 

In the twentieth century, to be 
ready to fight when attacked has 
meant to have the necessary indus- 
trial facilities in being. Never was 
that more true than today. To have 
them in being, to have the plants and 
tools and processes and brains on 
tap, has meant having them during 
the peaceful years, not just during 
a crisis. That is why the electrical 
salesman—whether he works for a 


has 


age 


wholesaler, a manufacturer or a util- 

ity company 

valiant defender of his country. 
Consider these things as operat- 


has always been a 


ing characteristics of the American 
industrial and |] 
you can understand why Russia 
fears the peacetime strength of the 
United States more than all of its 


economy, believe 


armaments existing at any one time. 
You can understand why the worst 
thing that could happen to us would 
be any breakdown of this machine 
from within rather than attack from 
the outside. You can see why it is 
important for us to put our back into 
the task of selling electrical goods on 
an ever broader basis, in peace or 
war, or any bitter mixture thereof. 
* Sell Hard 
and good citizenship for us to keep 
selling hard without let-up. We have 
short-term and long-term reasons 
for doing so. No matter how you 
look at it, the future in this exciting 
electrical belongs to the 
salesman. For the man who lets up 
or succumbs to the temptations of a 
very temporary seller’s market, 
there is nothing but trouble in view. 
But for the hard-working, aggres- 
sive company, the years ahead hold 
a challenge even greater than the 
old pioneers of this industry met at 
the turn of the century. 

You are the second generation of 
the electrical wholesaling industry. 
By and large, you have had a decade 
of very favorable conditions to work 
in—not always pleasant, what with 
wars and threats of war, but favor- 
able for building up a strong busi- 


It is good business 


business 


ness. And what a marvelous job 
you have done in capitalizing these 
opportunities! Today, the electrical 
wholesaler is no little brother in the 
electrical family; he is a strong sup- 
port for the family, a breadwinner 
who has earned a rightful place of 
importance in the family counsels. 

But the coming years will test the 
mettle, not only of this generation 
of wholesalers, but of all elements 
of the power and equipment industry. 
The trying years of the defense 
build-up—the critical period that 
follows when the intense pressure of 
defense spending is suddenly relaxed 
—these are going to rock us hard. 
Will we weather the storm to ride 
into the stupendous decades that lie 
ahead ? 

To a large extent, the answer for 
the whole indusiry depends on you. 
| am completely confident of the out- 


come, 


“Our customers, under today's trying conditions, are 
very carefully noting who really maintains his high 
standards of service and who is willing to fudge it 
a little bit." 
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SUMMARY OF ELECTRIC HOUSEWARES MANUFACTURERS’ SALES 


BY CLASS OF TRADE 


96 % of manufacturers’ Electric Housewares sales are made through |O classes of trade 


Electrical 


Group A 
78.2% Hardwore 


Jewelry 


[ Drug 


Premium 


Auto 
Club plan 


Mail order 





Misc. 


FTER building a $600 million 
business (immediate goal: $1 
billion a year) by creating and 
consummating “long-felt wants,” the 
electric housewares industry at last 
has had one of its own hankerings 
fulfilled. This 
survey of 


wish-come-true is a 
electric housewares dis 
tribution, jointly sponsored by 7/tis 
Week Magazine, 14 manufacturers 
the National Association of 
Electrical Distributors 

Now manufacturers have a guide 
to the sales potentials of wholesale 


and 


markets by class of trade (see graph 
above), and distributors have a 
guide to where electric housewares 
sales are being made to retailers 

though, actually, the 
vides with more 
Aside from announced 


interpretations and summary 


survey pro 


you than just a 
compass. 
con 
clusions, it also indicates: 

© That despite the fact that you 
play the dominant role in electric 


a SE 
— 
ME cc: 


A Guide To— 


Bee 
Beox 
House to house Jo3% 

Tea ond coffee [2.5% 

WB 3.2%. 
osx 
ie 
Mi s2° 


housewares distribution, wholesal- 
ers in other fields are cutting down 
vour class of trade’s percentage. The 
56.7 per cent figure adds weight to 
the warning issued by the spokes- 
man for a housewares manufacturer 
at the 1950 NAED convention that 
electrical distributors are being out- 
distanced by their competition (one 
cited: “Another 
housewares manufacturer found that 
in 1940, 73 per cent of his business 
came from his electrical distributors 
and 27 per cent from others; 
in 1949 only 59 per cent 

from electrical 
per cent from other sources.” 


example electric 


while 
. came 
wholesalers and 41 
is E lec- 
tric housewares is a specialty busi- 
ness and requires specialty selling 

© That you should not immediately 
conclude that your market is neatly 
fenced in by percentages that define 
only the primary sales area (a com- 
posite map 
which local 


showing counties in 


wholesalers obtain 75 


November, 1951--ELECTRICAL WHOLESALING 


Electric 


Housewares 


Distribution 


per cent of their electric housewares 
dollar volume will be presented in a 
forthcoming issue ). You should note 
that the shift of population from 
congested suburban 
areas and the dispersal of industrial 
plants from present concentrations 


cities to 


big, 


to outlying areas are speeding up, 
resulting in new or enlarged com- 
munities and, consequently, new or 
enlarged electric housewares mar- 
kets. The best opportunities for in- 
creasing electric housewares sales in 
the near future may lie in areas that 
presehtly are producing below aver 
age volume. 

In brief, the basic findings of the 
first part of the survey are 

1. That over 96 per cent of elec- 
tric (1949) are 
made through ten classes of trade. 

2. That 
electrical, 


housewares sales 


three of these classes 


hardware and jewelry 
total 


that business and represent “trace 


wholesalers 78.2 per cent of 
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Electric Housewares Distribution by States— 








Percentage of state total, by three leading wholesale classes, to U. $. total of all classes 


Electrical Hardware Jewelry Total 
Alabama .2468% .5436% .0259% .8543% 
Arizona .3180 .0580 .0003 .3897 
Arkansas .1675 .2465 ° 4587 
California 5.9548 1.2018 -1649 8.8822 
Colorado .7181 .1296 .0302 .9670 
Connecticut .9215 1144 .0256 1.1529 
Delaware .1238 .0848 .0039 .2148 
District of Columbia .1599 .1354 .2908 1.2129 
Florida .9590 .1577 -1924 1.3980 
Georgia 5202 .3502 é 1.0721 
Idaho -1830 .0744 .2742 
Illinois 4.0446 5197 : 13.5373 
Indiana 1.0324 .2994 é 1.4419 
lowa .9752 .2328 E 1.2779 
Kansas .2397 .1955 ) 5389 
Kentucky .2934 .7848 { 1.1416 
Louisiana 6379 .3365 d 1.2899 
Maine .2807 .0809 ; .3899 
Maryland 8896 0388 1.1859 
Massachusetts 2.5601 .2479 ‘ 4.0130 
Michigan 2.1872 .3016 ‘ 2.9397 
Minnesota 1.2008 -7915 M 2.9450 
Mississippi 1054 .0251 1419 
Missouri 1.7464 5852 ; 3.4104 
Montana 2948 j 4094 
Nebraska .6167 . é J -7856 
Nevada .1130 -1148 
New Hampshire 1197 i .1406 
New Jersey 1.5337 f ; 2.0676 
New Mexico .0367 : .1802 
New York 6.6286 ‘ s 12.0635 
North Carolina -7001 ‘ ; 1.2427 
North Dakota -2151 j .2737 
Ohio 3.6336 i F 7.8625 
Oklahoma .6932 7 , 1.0163 
Oregon .8271 ‘ j 1.2457 
Pennsylvania 5.3324 p : 7.2728 
Rhode Island 5403 ‘ , .6635 
South Carolina 5837 i . 77138 
South Dakota 1698 j .2012 
Tennessee .9581 4 i 1.6662 
Texas 2.3526 i : 4.0811 
Uteh .3236 ‘ : .6091 
Vermont .0427 : 1132 
Virginia .9817 : j 1.5696 
Washington 1.6592 ; : 2.2505 
West Virginia AM14 : .8486 
Wisconsin .8058 : i 1.4100 
Wyoming .0031 .0068 


United States 56.7030 14.7070 : 100.0000 
*Indicates percentages less than .0001. 











Source of Data—THIS WEEK MAGAZINE’s Electric Housewares Index, 
Copyright 1951, United Newspapers Magazine Corp. 
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ELECTRICAL DISTRIBUTORS—72 per 
cent of the sales to this group are made 
in 50 cities, 94 per cent in 140 cities. 


able” distribution. 

3. That 94 per cent of this trace- 
able distribution is through 153 
cities. 

An analysis of the traceable dis- 
tribution figure (78.2 per cent) 
shows that 56.7 per cent of electric 
housewares sales are through elec- 
trical distributors in 458 cities, 14.7 
per cent through hardware whole- 
salers in 345 cities, and 6.8 per cent 
through jewelry distributors in 89 
cities. In the case of these three 
classes, the sales to dealers are vir- 
tually all in the distributor’s imme- 
diate trading area. 

A breakdown of these three trace- 
able class of trade figures (using 
each as 100 per cent) reveals that 
72 per cent of sales to electrical dis- 
tributors are made in 50 cities, 94 
per cent in 140 cities; 71 per cent of 
sales to hardware wholesalers are 
made in 50 cities, 95 per cent in 149 
cities; and 89 per cent of sales to 
jewelry distributors are made in 25 
cities, 30 per cent in New York. 

Of the over 96 per cent of electric 
housewares sales that are handled by 
ten classes of trade, 18.5 per cent fil- 
ters through seven specialty classes 
whose retail or consumer sales are 
relatively untraceable. These groups 
account ior the following portions 
and reveal regional focal points: 
® Mail order, 7.4 per cent—Chicago 
is the center of this business with 89 
per cent of the total sales. 

* Automotive, 3.2 per cent—73 per 
cent of these sales are made in 
Akron and Kansas City. 

© Tea and coffee, 2.5 per cent—57 
per cent of sales to this class of 
trade are made in Cleveland, Chi- 
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HARDWARE DISTRIBUTORS — 7! per 
cent of the sales te this class are made 
in 50 cities, 95 per cent in 149 cities. 


cago, Los Angeles, New Orleans, 
and Barrington, Ill. 

® Drug, 2.2 per cent—New York 
City leads the way with 25 per cent 
of this volume. 

® Premium, 2.0 per cent—sales in 
Chicago, New York City and Day- 
ton accounted for 70 per cent of 
the total volume reported in 58 cities. 
e Club plan, 0.9 per cent—seven 
eastern cities dominate the business 
with 93 per cent of the sales. Cam- 
bridge, Mass., heads the list with 54 
per cent of the total. 

© House-to-house, 0.3 per cent—42 
per cent of total sales are made in 
Cleveland, New York and Provi- 
dence. 

These significant facts concerning 
electric housewares distribution 
were derived from sales data fur- 
nished by the following 14 manu- 
facturers: Arvin Industries, Inc.; 
Camfield Mfg. Co.; Chicago Elec- 
tric Mfg. Co.; Dominion Electric 
Corp.; General Mills, Inc.; Inter- 
national Appliance Corp.; Landers, 
Frary & Clark; Popex, Inc.; Proc- 
tor Electric Co.; Seth Thomas 
Clocks; Silex Company; Sperti- 
Faraday, Inc.; Telechron Dept., 
General Electric Co.; Westinghouse 
Electric Corp. 

These manufacturers supplied 
This Week Magazine’s marketing 
and plans department with their 
1949 dollar volume for every city in 
the U. S. to which they shipped 
merchandise, broken down into a list 
of ten classes of wholesale trade. 
And from this information, This 
Week developed its Electric House- 
wares Index, which shows a per- 
centage sales potential value for each 
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JEWELRY DISTRIBUTORS—89 per cent 
of the sales to this group are made in 
25 cities, 30 per cent in New York alone 
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TRACEABLE DISTRIBUTION — 94 per 
cent of sales to electrical, hardware and 
jewelry distributors are made in 153 cities, 


of the trade classes by state and city, 

But sales potentials—no mattef 
what decimal point they are carried 
to—are not rigid; they are flexible, 
depending upon the forces acting on 
them. Aggressive electric house- 
wares selling in what are consid- 
ered as marginal markets can pro- 
duce as good results as similar 
campaigns in the prime markets. 
Some of the most successful electric 
housewares wholesalers are located 
in the center of rural trading areas 
and obtain all of their business from 
crossroads stores and retailers in 
small towns. 

This survey, in addition to its 
other findings, underlines a valuable 
lesson for the electrical wholesaler 
and his salesmen. Since modern liv- 
ing demands electric housewares in 
the home, people are going to buy 
them. If you don’t sell them, some- 
one else will. 
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PROGRESS REPORT 


‘i? THE Housewares Section of the 
National Electrical Manufacturers 
Association has its way, the electric 
housewares business will no longer 
be a seasonal affair. For the group, 
through a full-scale merchandising 
and promotional campaign, ts trying 
to stretch what was formerly a short 
selling year-’round 
market. If successful, it believes it 
house- 


season into a 


can boost sales of electric 
wares from a healthy retail business 
grossing $600,000,000 yearly to a 
whopping billion dollars. 

Figures have shown that the elec- 
tric housewares business is confined 
to a short season. Instead of remain- 
ing stable throughout the vear, re- 
tail sales of electric housewares fluc- 
tuate from season to season. From 
late September through December, 
sales of electric housewares by far 
exceed sales for the other eight 
months of the year 

The Electric Housewares Section 
thinks it has the solution to the sea- 
sonal problem. It aimed its 
guns at capturing a greater share of 
the year-’round gift market. Suc- 
cessful during the first six months of 


has 


its campaign, the section is now con- 
tinuing the campaign for another 
six. And the chances are good for 
the continuation of the campaign in- 
definitely when the present six 
months end. Although no figures 
have been compiled as yet on the 
campaign’s results, response from 
individual dealers has more than ex 
ceeded the earliest the 
Housewares Section. 


hopes of 
The dealers, 
with but few exceptions, have been 
quick to snap up the aids and advice 
offered by the NEMA group 
Sponsored by 27 electric house 
wares manufacturers, the campaign 
is directed at the retail level and is 
designed to boost sales for the ap 
pliance dealers, public utility com- 
pany, department, drug, hardware 
and jewelry stores. The success of 
the whole campaign, however, de 
pends largely upon the 
distributor, It is he who must suppl) 


wholesale 


the main liaison between his dealers 
and campaign headquarters. He is 
responsible for placing promotional 
material in the hands of his dealer 
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Electrical Wholesalers Gear 


ADMIRING FIRST WINDOW display to feature Fall-Christmas streamers in 
New York at Erb Electrical Supply (top photo) is Murray Ganzer, Erb vice presi- 


Bob Gibson 
trio looks 


(left) 


over 


dent (right), 


bottom photo How 


and supplying merchandising aids 
By cooperating wit 
customers, 


the distributor salesman is building 


and ideas 
industry and his dealer 
additional sales volume for himself. 
first six 
24.850 


During the 
the campaign, some retail 
stores took advantage of the mer 
chandising aids and promotional ma 
terial made available by the House 
he campaign mate 


rial emphasized the 


wares Section. 1] 
giving of elec 
tric housewares for such occasions 
birthdays, 
dings, showers, Mother’s and Fa 


aS anniversaries, wed 
ther’s Day and “all gift occasions.” 
The Housewares Section made avail 
able to posters, 
streamers, gift certificates, point-of- 


dealers window 


sales displays and wrapping ideas 
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and Phil Klein, of local housewares 


months of 


group In 
merchandiser 


] Jealer 


tions as well 


and istributor associa 

¢ ~_1 
many electrical 
leagues throughou country ac 
tively umpaign from 


supp 
gh their publi 
ributing campaign 


3500 


the beginnit 
cations and by 
material. ©) newspapers 


were supplied 


| with advertising dis- 


play material tional mat 
services, and irge national maga- 
| 
i¢ 


nerchandising 


zine back with a 


speciall ( 


program reacl 
The 
paign culmit 
were Te- 
outstanding 
and interior displays tying 


display « 

warded for the most 

window 

in with the gift theme. 
Nation-wide reports received 
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Gift Campaign Gains 


Into Year-’Round Program 





GIFT CAMPAIGN material is studied in top photo by Paul West (left), president 


of Doubleday-Hil! Electric Co., 


In lower photo, Salesmen W. F. Snellings, } 
look at campaign streamers with Harper 


West (left to right) 


by the Housewares Section from 
participating dealers credited up 
to 54 per cent increased sales as 
a result of active participation in 
the campaign. 

The second phase of the campaign 
got under way with the approval by 
the Housewares Section of a Fall 
Christmas gift campaign. Gift occa 
sions emphasized during this period 
include vacation gifts, back-to-school 
gifts, lay-away Christmas gifts as 
well as Christmas gifts and wedding, 
shower, anniversary and _ birthday 
gift occasions. 

Highlights of the campaign for 
the second phase are a 20-page mer- 
chandiser, showing dealers how to 
promote electric housewares as gifts 


on a year-’round basis; new display 


Washington, and Robert Harper, sales manager 


R. Carlin, Marshal Dyson, Richard 


material featuring electric house- 
wares as Christmas gifts; and an 
extensive publicity campaign on 
both the trade and consumer levels. 

From the merchandiser, dealers 
may order official display kits; sell- 
ing displays, including eye-catching 
gift displays dealers may buy at cost ; 
gift wrappings and gift certificates ; 
ind promotional aids such as but- 
tons, logo mats, stickers and postage 
meter plates. Also included in the 
merchandiser are many seasonal dis- 
play ideas. 

Emphasized in the campaign is 
the use of gift certificates and gift 
wrappings. Gift the 
housewares section cre- 
ate double traffic in the dealer’s store 
—once when the certificate is pur- 


certificates, 
believes, 
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Momentum 


chased and once when a purchase is 
made with the certificate. By having 
two persons involved in the purchase 
of a gift, the likelihood of additional 
purchases is doubled. The certificate 
is pink, has gift suggestions on the 
reverse side and comes in a blue 
box-like folder which fits into a 
white envelope. Because it was 
found that brown paper and heavy 
cord wrappings have long discour- 
aged consumers from shopping at 
appliance stores, special emphasis 
has been placed on attractive gift 
paper and colorful ribbons. To trans- 
form the ugly duckling package into 
a thing of beauty, the Electric 
Housewares Section enlisted the 
aid of the Dennison Manufacturing 
Co. to help introduce the idea to 
dealers. Dennison designed special 
gift-wrapped boxes to show dealers 
how it should be done and further 
helped them out with a gift-wrap in- 
struction book. The Housewares Sec- 
tion believes the final disadvantage 
has now been removed from shop- 
ping at appliance stores 

In promotional literature, 
utility, beauty and value of electric 
houseware gifts are stressed, as is 
the fact that everyone can make use 


the 


of electric housewares 

A constant interchange of infor- 
mation is maintained throughout the 
country on the progress of the cam- 
paign. Area committees have been set 
up in 27 sections of the U S., with 
manufacturer representatives head- 
ing each committee. Through the 
wholesale distributor, information on 
the success of the campaign at the 
retail level is reported to the area 
committee, as are ideas for improv- 
ing the campaign. The area commit- 
tee, in turn, reports to the House- 
wares Section of NEMA, which acts 
as a clearing house for the exchange 
of information and ideas. 

The Electric Housewares Section 
firmly believes the selling season 
for electrical can be 
stretched from January to Decem 
ber. It believes that a potential bil- 
lion-dollar market in electric house- 
wares exists, but that in order to 
make it a reality, additional selling 
and promotion are necessary 


housewares 
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SPECIAL EQUIPMENT is used at Underwriters’ Laboratories for 
testing this explosion-proof electrical motor. 











Lighting fixtures, 


switches and many other parts for wiring systems for light ana 
power are also of the explosion-proof type and are tested here. 


Behind THE UL) SYMBOL 


‘Is it listed by Underwriters’ Laboratories?’ the salesman is often asked. For 57 
years the labs have guarded life and property through tests and inspection 


“agEW-FANGLED” lighting at 
the 1893 Chicago World’s Fair 
was mainly responsible for the 
founding of Underwriters’ Labora- 
tories, Inc.,a non-profit organization 
which has as its purpose the use of 
engineering to prevent fires and 
other hazards which threaten de- 
struction of lives and property. 
The fair featured a lavish display 
of incandescent bulb lighting in and 
on the buildings. Havirg only re- 
cently come out of Edison's labora- 
tory, this type of lighting was then 
new, and_ received considerable 
blame for the large number of fires 
occurring in the fairgrounds’ build- 
ings. Boston insurance interests, ap- 
prehensive that this new method of 
lighting might prove hazardous, sent 


90 


an engineer to Chicago to investi- 
gate. He was William Henry Mer- 
rill, and his work and his reports 
from Chicago of the “new-fangled” 
lights attracted considerable atten- 
tion in manufacturing and insurance 
circles. In 1894, he joined forces 
with William C. Robinson, who was 
investigating automatic sprinklers in 
the Chicago area for the insurance 
industry. The two men consolidated 
their laboratory equipment and ex- 
panded their activities. 
Much embarrassment and some 
confusion resul‘ed during this time 
from separate investigations of prod- 
ucts by various individuals through- 
out the country. The results of the 
many investigations did not agree. 
To remedy this awkward situation, 


it was suggested to the National 
Board of Fire Underwriters that the 
Chicago laboratory started by Mer- 
rill and Robinson be made the offi- 
cial testing station of the capital 
stock fire insurance business. Thus 
the Underwriters’ Laboratories, Inc., 
was founded with Merrill as its first 
president. 

From a modest start in 1894, the 
laboratories’ importance has _ in- 
creased until today the variety and 
number of the products it has tested 
are so great that almost every per- 
son in the nation comes in contact 
with many of them every day and 
relies on them for safety. 

A random sampling of the prod- 
ucts tested would include such di- 
verse items as Christmas tree lights 
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EXHAUSTIVE TESTS are given electric blankets at Underwriters’ 
Labs to determine that they won't create a fire or shock hazard. 


FIRE AND CASUALTY hazards that may be involved in the normal 
or abnormal operations of washing machines are determined by U.L. 


and gasoline filling station pumps, 
refrigerators and oil burners, fuses 
and flashlights, incubators and static 
eliminators. Each product passed by 


the laboratories bears the “in- 
spected” label or is listed in booklets 
published by U.L. 

Before obtaining an “inspected” 
label, the product is put through 
rigid tests to determine whether con- 
struction and performance will be 
satisfactory under normal and ex- 
treme conditions of service. Through 
years of research, experience, ex- 
periment and engineering knowl- 
edge, standards have been estab- 
lished to define what performance 
and what construction will be re- 
quired of each product. Today some 
175 published standards, plus addi- 
tional tentative requirements, each 
covering a “family” or class of prod- 
ucts, exist. They serve as guides for 
manufacturers who submit products 
and for the laboratories’ engineers 
who conduct the investigations. 

In addition to testing products, 


U.L. maintains a corps of techni- 
cally trained men which carries on 
an inspection service. With centers 
of operations located in areas of pro- 
duction, the inspectors make an 
estimated 85,000 visits annually to 
factories where products are manu- 
factured which have passed the tests 
at one of the U.L. testing stations. 
At the factory, the inspector ex- 
amines the raw materials of which 
the article is made, inspects partially 
completed products on the produc- 
tion line and tests representative 
samples of the finished product. 
Large-scale tests of full-size com- 
mercial products are also carried out 
at U.L.’s three large testing stations, 
located in San Francisco, Chicago 
and New York. From the earliest 
days of the laboratories, it was rec- 
ognized that looking at a device or 
visual inspection of the construction- 
al features of a product were not 
enough, and that small-scale tests 
were not adequate to determine 
whether a device would operate sat- 
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ENGINEER CHECKS the temperatures on some irons that will 
be connected to a source of supply continuously for 500 hours 


TEMPORARY BACK WALL simulates installed condition to min- 
imize cooling air in temperature tests on motor of dish washer unit. 


isfactorily or might create a hazard 
during normal or abnormal opera- 
tion. Thus such devices as fire doors 
are subjected to a fire at least as 
severe as they may have to undergo 
in a burning building, and to the im- 
pact and cooling effect of a fire hose 
stream. Only in this manner can it 
be accurately determined that the 
doors will serve satisfactorily as a 
fire barrier under practical condi- 
tions. 

The variety of work carried on 
today by the U.L. is vastly greater 
than ever imagined in the early days 
of its founding. In the beginning, the 
engineers were “jacks-of-all-trades,” 
but now they are specialists in elec- 
trical, casualty and automotive, hy- 
draulic, gases and oils, chemical or 
burglary protection departments. 
And although almost six decades 
have passed since it came into exist- 
ence, the objectives of U.L. remain 
the same—to reduce the dangers to 
life and property through the use 
of engineering. 





Wholesaler-sparked Team Produces 


COMMITTEEMEN Ed Kramer, Electrical League of Rochester; 
Syd Alling, Rochester Gas and Electric Co.—publicity; Eric 
Hall, Wesco—general chairman; Bill Bennett, G. E. Supply 

attendance; Homer Locke, Kovalsky-Carr Electric Co.—ex- 


hibits; and Jack Whitford, ReQua Electrical Supply Co.—pro- 
gram (left to right, left photo) produced Rochester's first 
Electrical Maintenance Workshop for industry. A part of the 
crowd attending the two-day meetings is shown at right 


Rochester Does It Again! 


HE electrical industry in Rochester, N. Y., has a 
reputation for doing things right—and in a big 
way. Less than three years ago, all,segments of 
he industry there cooperated and produced a planned 
ighting program (ELECTRICAL WHOLESALING, Marcel 
1949) that was recognized as tops in the country 
Last month, Rochester’s electrical businessmen point 
ed the way again by organizing a two-day series of 
meetings and exhibits, called the Electrical Mainte 
nance Workshop, as a timely service for local industry 
Though sponsored by the Electrical Association « 
Rochester, this conference was essentially the handi 
work of that city’s electrical wholesalers—men such 
as R. A. “Jack” Whitford, of ReQua Electrical Sup 
ply Co.; Eric Hall, of Westinghouse Electric Suppl) 
Co Homer Cy Locke, of Kovalsky-Carr Electric Lo.: 
and W. F. “Bill” Bennett, of General Electric Supply 
Corp. They held four of the six posts on the committee 
that produced the workshop 
Close to the industrial scene in Rochester, these 
electrical wholesalers realized that local manufacturers 
were being put to a tough test by the pressure of pro 
duction for defense rearmament and production to meet 
heavy consumer demands. They knew that the added 
strain on machinery would result in a greater number 


of electrical breakdowns at a time when new capital 
equipment and replacement parts are becoming in- 
creasingly harder to obtain. They also knew that a good 
part of the answer to this problem lay in properly 
educating plant electricians and electrical contractors 
on how to prevent these breakdowns and how to 
repair the damage if they occur. 
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With these factors in mind, Rochester’s electrical 
wholesalers set about to organize a series of meetings 
that would tell the complete story on electrical main- 
tenance in today’s urgent setting. To Jack Whitford 
went the job of getting together a program. The de- 
gree to which he succeeded is evidenced by the follow- 
ing roundup of some of the speakers and their product 
maintenance topics : 

Panelboards and safety switches—G. FE. Saunder- 
son, Westinghouse Electric Corp.; motor control 
1. Pettit, Square D Co.; rotating machinery—R. F. 
Waldo, Ideal Industries; induction motors—J. C. 
Anders, Louis Allis Co.; lighting installations—W. S 
lisher, General Electric Co.; fuses—L. E 
Isussmann Mfg. Co. 

J. W. St. Andre, electrical editor, Factory \Janage- 
vient and Maintenance, and W. T. Stuart, editor, 
Electrical Construction and Maintenance—both Mc- 
Graw-Hill publications—spoke at the kick-off and 
wind-up dinners, respectively 


Edwards, 


Other speakers and their subjects included: H. R. 
Meyer, Westinghouse Electric Corp.—‘‘Preventive 
Maintenance”; J. R. Petree, Crouse-Hinds Co. 
“Electrical Maintenance in Hazardous Locations”; 
\. L. Cobb, Eastman Kodak Co “Efonomics of 
Electrical Safety”; R. B. McKinley—‘‘Wires and 
Cables for Industrial Maintenance and Expansion” ; 
Mr. St. Andre—‘Electrical Maintenance, Its Con- 
cern to Management.”’ 

In addition, the conference featured the exhibits of 
24 manufacturers on the latest developments in indus- 
trial electric equipment and supplies 
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Speaking of Selling 


By George Cox 


HE electrical supply salesman 

after he has become oriented — 
realize that he 
is in a highly competitive business 
He learns quickly that he cannot set 
up and live by an unyielding routine 
Actually he finds it almost impos 
sible to adhere to 


soon comes to 


a cut and dried 
schedule. 

In this 
salesman comes to learn soon enough 
that his time is never his own. Nei- 
ther does it belong to the house he 
represents. It belongs to his ac 
counts. And it follows that 
that gives its salesmen too much ter 
ritory or too many accounts—im 
poses a handicap that they can not 


business, the successful 


a house 


overcome 

It has been my experience an] 
I'll be castigated for this—that the 
contractor buys what he wants—and 
from whom he wants. He can’t be 
“sold” anything by a salesman who 
has not gained his confidence. 

It should be remembered always 
that contractors themselves are en 
gaged in a highly competitive busi- 
ness. Envy and jealousy among 
them is rampant, as far as business 
is concerned. Each strives to gain 
an advantage over his competitor 
The salesman who unwittingly fa 
vors a select few at the expense oi 
negiecting others will soon find him 
self courting cold and unreceptive 
accounts. And . . . news of this sort 
travels fast among the local firms. 

Just recently, one of my major 
accounts phoned me late on a Friday 
night. 

“What’cha doin’ tomorrow?” he 
asked. And before I could answer, 
he continued, “I want you to take 
a little trip outa town with me.” 

This could have been the prelude 
to a fishing trip, for this account 
often invited me to go fishing with 
him. The next morning the customer 
stopped by my house and picked me 
up at the specified time. It seems 
that he had gotten wind of a job 
some two hundred miles away. He 
had to work against time, for he had 


City Salesman 
Graybar Electric Co 
Austin, Texas 


to have his bid in by the following 
Monday. I worked all day Sunday, 
in one of our other branch offices, 
getting him prices. He got his bid in 
under the deadline . and he got 
. a job for around $140,- 
000 which with changes and extras 
doubled itself before the job was 


the job ; 


completed. 

I did not get back to Austin until 
late Monday night. Meanwhile, an 
other contractor had been trying to 
get in touch with me all day. | 
phoned him as soon as | got in. 

His first didn’t 
know you were on So and So’s pay- 


We 
TOU. 


words were: “I 


By the tone of voice, | knew the 
man was not joking. No one knew 
where I had gone 
the news had traveled the grapevine 
The account at the other end of the 


wire 


supposedly. But 


also, a account 
\nd we were pretty close’ friends, 
or had been up to the present mo 
ment. Hurriedly, I explained that 


when we started out, I had no idea 


Was, major 


for what 
purpose. And this was the truth, As 
quickly as | could, I made an ap 


where we were going ot 


this irate account 
our 


pointment to see 
in the morning 
friendship, | 


Secause of 
was able to explain 
and assure him that I would gladly 
do as much for him... ANYTIME. 

Had this account and | not been 
pretty close friends, | would have 
lost his contractors 
will allow a salesman to do for one 
what they don’t do for another. Un- 
reasonable? Yes; and no! That is 


business. Few 


why I contend my work is more than 
a selling job. 

Contractors—when they are not 
figuring a “big job” are seldom in 
their office during business hours. 
They are either out on jobs that are 
in progress, cr out chasing up new 
business. Many make their “take- 
offs” at night. And they like to have 
their supply salesman there to cata- 
logue materials and fixtures as they 
come to them. This gets the job 
cleaned up as it goes along, and the 
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salesman can get prices the follow- 
ing day for them. This conserves 
the account’s time, and saves him 
writing and checking the materials 
and fixtures. The then 
earns what he gets. 

But the contractor is going to 
choose the salesman he likes to work 
with . 
he likes a certain salesman person- 


salesman 


. everything being even. If 


ally, that salesman, you can rest as- 
sured, is going to get the bulk of 
the business. You can not separate 
the human element from salesman- 
customer relations. For illustration, 
I had to relinquish six of my for- 
mer accounts. They were the type 
that had to deal with the boss. A 
salesman did not carry enough 
weight, in their opinion. And they 
are not the largest accounts, by far. 
But their total volume is appreciable, 
and our branch manager took them 
over. When an account keeps stall- 
ing, the salesman can figure his per- 
sonality and the account’s just don’t 
click. In fairness to himself and his 
house, he should turn that prospect 
over to another. 

Ot course, the salesman can not 
divorce himself from the responsi- 
bility of his job. His regular ac- 
counts depend upon him as their 
source of supply. They have emer- 
gencies that come up nights, Satur- 
days, Sundays and holidays. The 
salesman has to have his firm’s co- 
operation to see that the accounts get 
this extra service. 

I would say, in closing, that the 
individual salesman’s ability to ex- 
tend a favor without making it ap- 
pear that he is complying with a 
demand order by the customer is an 
important factor in successful sell- 
ing. 
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Nation's Farms Now 84% Electrified 


LTHOUGH great strides have 


been made during the past two 


NUMBER AND PERCENTAGE OF FARMS ELECTRIFIED WITH age aigger terete. f ; 
CENTRAL STATION SERVICE a a a 
the United States, 16 per cent of 


APRIL 1, 1950 and JUNE 30, 1951 American farms are still without 


Senet Ghuhes Pesseut lanter Percent electricity. On June 30 of this year, 
Electri- Electri- Electri- Unelectri- Unelectri the U. S. Department of Agricul- 
tied i tied fi tied ture reported, more than 850,000 








tied ied 
— eek HH Cee san toe ee farms in this country did not have 


TOTAL 5,380,909 .... 4,529,637* 84.0% 858,272* 16.0* electric service. 
Ala. 210,518 68.4 160,022 76.0 50,496 24.0 Compiled by the Rural Electrifi- 
Ariz. 10,412 72.3 9,102 87.4 1,310 12.6 cation Administration, the estimate 
Ark. 182,416 .... 145,933% 80.0%  36,483*° 20.0* shows & per cent of the farms in the 
Calif. 137,137 coos |6=6S SO? «69S 6,857* 5.0* country are electrified, or, as REA 
Colo. 45,578 35,605 78.1 9,973 21.9 points out, 4,522,637 farms are con- 
Mg 15,615 . 14,600 93.5 1015 6.5 nected to power lines out of a total 
ia 1,448 6,509 87.4 939 12.6 of 5,380,909 farms shown in the 
Fla. 56,844 cons 45,475* 80.0% 11,369* 920.0° sreliminary 1950 Census reports 
Ga. 198,237 ++ 154,625* 78.0* 43,612* 29.0°* a Mcp mance 2% 
The present estimates indicate a 


Idaho 40,284 . 38,190 ~ 94.8 2,094 - cal 3 ; he C 
Il. 195,246 -... 175,721*% 90.0" 19,595* substantia increase since the ensus 
Ind. 166,633 ’ 158,301* 95.0* 8,332* was taken on April a 1950. It also 
lowa 203,159 194,605 95.8 8,554 y shows that the REA estimate of 86.3 
131,394 111,217 84.6 20,177 m per cent for June, 1950, which was 
218,476 : 166,857 76.4 51,619 ? based on the number of farms re- 
124,180 " 98,097 79.0 26,083 t ported in the 1950 Census data, was 
30,358 26,265 86.5 4,093 : too high. But an indication of how 
36,107 : 31,870 88.3 4,237 : rapidly U.S. farms have been elec- 
22,219 . 20,376 = 91.7 1,843 . trified during the past six years is 
155,689 1 152,010 97.6 3,679 : shown by the fact that in the 1945 
179,100 ‘1 160,723 89.7 = 18,377 7 Census of Agriculture, only 49.2 per 
251,383 157,337 62.6 94,046 o . : 
cent of all resident-operated farms 
230,045 185,791 80.8 44,954 Pera <—eioge 
35,085 653 95802 738 0199 had electricity. The 1945 Census also 
; : ‘ ‘ : revealed that out of 5,859,169 farms 


107,183 72.7 93,483 87.2 13,700 ’ - 7 
3,110 58.2 1,907 61.3 1,203 ' in the US., only 2,787,624 had elec- 
trified farm dwellings. 


13,391 94.6 12,677 94.7 714 ° ° 

24,838 93.3 23,534 94.7 1,304 t Michigan, according to this year’s 

23,598 55.1 14,285 60.5 9,313 ’ estimate made by the Department of 

124,977 93.5 118,163 94.5 : Agriculture, has the highest percen- 
288,508 75.9 241,668 83.8 : tage of electrified farms, with 97.6 
65,401 54.8 48,659 74.4 J per cent. Following closely is Iowa 

199,303 +++ 187,345° with 95.8 per cent of its farms elec- 
142,253 he 99,577° trified. At the bottom of the list is 
59,826 89.4 54,909 . . New Mexico, with 60.5 per cent, 

— = te ‘ ° and Nevada, with 61.3 per cent. 
aan es eda . : Texas has the largest number of 
66,342 56.5 49,444 electrified farms, 265,195 ; and the 

second largest number without serv- 


Tenn. 231,631 71.3 189,067 : ‘ a - 
Texas 331,494 265,195* ice, 66,299. Texas figures, however, 
Mississippi has the 


Utah 24,176 88.5 22,092 é ; are tentative. 
Vt. 19,043 91.7 17,753 ’ : largest number of  unelectrified 
Va. 150,997 75.6 131,986 B ’ farms, 94,046. 
Wash. 69,818 91.7 . . Preliminary 1950 Census statistics 
W. Ve. 81,434 ape . . were used as a base in estimates for 
-— gore a 39 states. For the other nine states, 
wii : Zaid Census reports are not yet available 
and the preliminary estimates given 
in the accompanying tabulation are 
to be revised later. 








* Preliminary Estimate. 
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SAFETY PLUG 
a@ew safety plug 





reduces fire hazards 
caused by damaged electrical cords. Built- 
in replaceable fuse instantly breaks the 
circuit when a short occurs in connected 
lamp and extension cords. It converts two- 
outlet wall socket into three outlets, and 
fits into any standard wall outlet like an 
ordinary plug. 

F. H. Smith Manufacturing Co., 
Carroll Ave., Chicago. 


2 


3037 


TEMPERATURE RECORDER 


Electronic scanning system is designed to 
automatically and continuously monitor up 
to 270 separate processing temperature 
points. According to the manufacturer it 
records only those temperatures which devi- 
ate beyond a pre-set limit. It includes an 
alarm that permits immediate correction of 
excess temperatures. New system is ap- 
plicable for steam generating stations and 
in the manufacture of synthetic fibers and 
yarns where the temperature of the feed 
material supplying spinnerettes must be held 


at specific levels to eliminate costly defects 
in the product. 

Minneapolis-Honeywell Regulator Co., 
Brown Instruments Division, Wayne & Wind- 
rim Aves., Philadelphia 44. 


a 


BENDING TOOL 


New bending tool, which can be used in six 
different directions, has six bending jaws. 
It may be used for making bends as well as 
elbows, sets, offsets, loops, saddles and 
stubs on open or slab work. A long safety 
neck extends into the pipe handle, pro- 
viding protection against accidents caused 
by the pipe handle breaking. The sure grip 
jaws are also protection against the hazard 
of the pipe slipping during the bending 
operations, according to the manufacturer. 
Tal Bender, inc., Milwaukee 2 





INDUSTRIAL FIXTURE 


Fluorescent fixture has been especially de- 
signed for use over inspection and assembly 
benches. A parabolic reflector of Alzak 
aluminum provides high levels of evenly dis- 
tributed light. Mounting holes and knockouts 
are provided so that the unit may be mounted 
directly to the underside of shelves above 
the benches or suspended from stems or 
chains. Comes in 4 ft and 8 ft lengths. 
Garden City Plating and Manufacturing 
Co., 1750 North Ashland Ave., Chicago 22. 
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ELECTRIC IRON 


lron with open handle is designed to elimin- 
ate the physical strain in ironing. Manufac- 
turer claims it permits the wrist and the 
hand to remain in a relaxed position during 
all ironing operations. The open front de- 
sign also permits iron to slip into deep 
pockets, pleats, sleeves, and seams. Weighing 
4 Ibs and operating on alternating current, 
iron has 1,000-watt heating element em- 
bedded into the sole plate and a 7 ft. sides 
mounted cord. 

Electric Appliance Division, Westinghouse 
Electric Corp., Mansfield, Ohio 


- 





DUST-TIGHT FIXTURE 


Dust-tight lighting fixture is designed to 
provide safe and efficient illumination for 
hazardous locations where flammable or ex- 
plosive dusts are present. Features simple 

tallati ing and relamping main- 
tenance, manufacturer claims. Accommo- 
dates any style fixture-globe-reflector as- 
sembly in either 100 watt or 200 watt sizes. 
Fixture is available in pendent or junction- 
box types, with or without reflectors, and is 
constructed of cast aluminum alloy. 

Russell & Stoll Co., Inc., 125 Barclay St., 
New York 7. 





1 
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SWITCH = 


Designed for machines and equipment re- 
quiring across-the-line starting and revers- 
ing switch for ac and dc motors rated at 
2 hp or less, reversing drum switch has 
a wide variety of mounting arrangements for 
small workshops and industrial services. The 
unit is housed in Bakelite and contains eight 
fixed contacts, a moving contact assembly, 
handle-coverplate bly ti 





and 9 
screws. Typical applications include drilling 
machines, lathes, milling machines and 
fot + y eq ip t. 

Allen-Bradley Co., 1305 S. First St., Mil- 
waukee 4. 








FOUR-POLE RELAY 


Designated as a four-pole relay, this device 
actually has four normally-open and four 
normally-closed contacts, allowing the circuit 
arrangement to be changed from normally- 
open to normally-closed merely by changing 
the incoming wires to different terminals. 
When used in circuits of the same polarity, 
four normally-open and four normally-closed 
contacts are available. Each of the four snap- 
action contact mechanisms is self-contained 
_in a melamine case, and may be removed for 
inspection or replacement by loosening two 
screws. All contacts are silver-to-silver. The 
relay is rated 10 amperes non-inductive, with 
inductive ratings of five amperes at 600 volts, 
15-amperes at 110 volts. Coils are available 
for 6-600 volts, 25-60 cycles. 

Square D Co., 4041 North Richards St., 
Milwaukee 12, Wis. 


LOAD CENTER 


New load center has 20 circuit capacity and 
full magnetic action in each breaker. It 
carries 100 per cent of its rated load. Op- 
posite polarity is provided in each adjacent 
position by the molded bus construction. Ac- 
Cording to the manufacturer, this gives the 
Maximum flexibility of circuit connections, 
@nd it provides any combination from ten 
two-polz circuits, 125-250 volts ac, at 20 
Single-pole circuits, 125 volts ac. The bus 
bar arrangement is of a one-piece construc- 
tion, with two bus bars (one behind the other) 
molded into an insulating plastic. The box 
width is 12% in. 

Murray Manufacturing Corp, 1250 At- 
lantic Ave., Brooklyn 16 





MOTOR STARTERS 


Reversing and multi-speed motor starters 
come in sizes 0, 1, 2, 3 and 4, and can be 
adapted to a wide variety of uses. Manu- 
facturer claims starters offer greatly re- 
duced size and weight with increased oper- 
ating efficiency, simplified straight-through 
front wiring and more complete protection 
of electromotive equipment. Starters are 
available for indoor use (as illustrated) or 
for exposed and hazardous locations usually 
encountered in industry. 

Industrial Control Division, «The Arrow 
Hart & Hegeman Electric Co., 103 Hawthorn 
St., Hartford 6, Conn. 
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NEW PRODUCT BRIEFS 





Floodlight 
Elliptical open-type floodlight has outer 
coat of fired porcelain enamel and contour 
of heavy gauge steel. Cast aluminum neck 
is attached to reflector by a back-up flange 
and six machine screws. Also has calibrated 
aiming device. Steber Manufacturing Co., 
Broadview, Ill. 








Baby Bottle Warmer 


Completely automatic, bottle warmer heats 
milk and other liquids to the correct feed- 
ing temperature and then shuts itself off. 
It has a calibrated measuring tube that can 
be set for the amount of milk to be warmed 
—2 to 8 ounces. Dome of warmer holds the 
steam for all-over warming of bottle, and 
thus sterilizes the nipple. Sunbeam Corp., 
5600 Roosevelt Road, Chicago 50 





Circuit Breaker 


Fully Magnetic circuit breaker for banked 
secondary transformer systems can be used 
in factories for protecting bus ducts and 
overhead wiring or can be used on construc- 
tion jobs to protect lead-in wires. Mounting 
strap is provided for mounting on crossarm 
of pole or in an out-of-the-way, tamper- 
proof location. Heinemann Electric Co., 
98 Plum St., Trenton 2, NJ 


Cord Set 
New 8-ft cord set with grounding plug hos 
a molded-on plug with a special round pin 
to provide positive third-wire grounding. 
Grounding pin is an integral part of the 
plug and no secondary operation of attach- 
ing grounding lead or strap is required. Con- 
struction Materials Dept., General Electric 
Co., Bridgeport 2, Conn 





Three-Way Outlet 


No stripping or slitting of wire is required 
by new three-way outlet. Available for use 
as table tap or wall mounting. Made of 
durable plastic in colors of pearl and brown, 
outlet can be attached without tools. Con- 
nection is automatically made by metal 
points piercing the insulation and making 
electrical contact. Academy Electrical Prod- 
ucts Corp., 3842 Ninth Ave., New York 34. 





Non-Metallic Box ™ 


Two-clamp, four-wire non-metallic box has 
two +36 clamps mounted at opposite ends. 
Clamps will take various sizes of non- 
metallic sheathed cable. Union Insulating 
Co., Inc., Parkersburg. W. Va 





Push Button 
Electrically lighted push button lights up the 
name of home owner. Button’s tiny elec- 
tric bulb is contained inside a weather- 
proofed Lucite case. Lighted continuously, 
manufacturer claims it uses one cent of 
electricity a month. NuTone, Inc., Third & 
Eggleston Aves., Cincinnati 27 
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M-86—Distribution of 
Copper Wire Mill Products 


Distribution of copper wire mill 
products will continue without in- 
terruption as a result of action taken 
by the National Production Author- 
ity. The issuance of Order M-86 
establishes an inventory replenish- 
ment period in the fourth quarter 
of this year during which distribu- 
tors may replace part of abnormally 
low inventories to meet authorized 
controlled materials orders. These 
ACM orders will bear the X-6 rating 
symbol and must be certified by 
the distributors. 

“The regulation is intended to 
protect electrical wholesalers and 
distributors in carrying out their 
normal distributive functions in the 
copper industry,” NPA said. 

What this order does. The pur- 
pose of this order is to provide for 
the maintenance of minimum reas- 
onable inventories by distributors 
of copper wire mill products. It 
describes how orders for copper 
wire mill products shall be accepted 
and filled by distributors and how 
such shipments shall be replaced 
by copper wire mills. It authorizes 
distributors to place authorized con- 
trolled material orders within cer- 
tain limitations, sets forth limita- 
tions, or on the required acceptance 
of such orders by copper wire mills 
or other distributors and revokes 
the authority of distributors to 
place orders certified under Direc- 
tion 1 to NPA Order M-11 or to 
receive shipments of material so 
ordered. 

Definitions. As used in this order: 
(a) “Base period” means the period 
commencing January 1, 1950 and 
ending December 3i, 1950. If a per- 
son operated on a fiscal-year basis 
prior to Dec. 31, 1950, he may elect 


to take as his base period his last 
fiscal year ending prior to that date. 

(b) “Person” means any indivi- 
dual corporation, partnership, as- 
sociation, or any other organized 
group of persons, and includes any 
agency of the United States Gov- 
ernment or of any other govern- 
ment. 

(c) “Copper wire mill product” 
means bare wire, insulated wire and 
cable whatever the outer protective 
coverings may be, and uninsulated 
wire and cable where the conduc- 
tors are made from copper, copper- 
base alloy, or copper-clad steel con- 
taining over 20 per cent copper by 
weight. All copper wire mill prod- 
ucts should be measured in terms 
of pounds of copper content. 

(d) “Copper wire mill” means 
any person who produces copper 
wire mill products. 

(e) “Item of copper wire mill 
product” means any copper wire 
mill product which differs from 
other copper wire mill products by 
reason of one or more differences 
in its specifications (except temper 
or length), such as size, alloy, or 
insulation. 

(f) “Inventory” means copper wire 

mill products owned by a distribu- 
tor or held by him on consignment 
within the United States, its ter- 
ritories and possessions, for resale 
as copper wire mill products. It 
does not include copper wire mill 
products held by him for fabrica- 
tion, whether for his own account 
or for others, or direct mill ship- 
ments by a copper wire mill to a 
distributor’s customer. 

(g) “Distributor” means any per- 
son (including a warehouseman o- 
jobber, but not a retailer), engaged 
in the business of stocking copper 
wire mill products received from 
a copper wire mill or another dis- 
tributor at a location regularly 
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maintained by him for such purpose, 
for sale or resale in the form or 
shape received, or after straightening 
or cutting to length, and who, in 
connection therewith, maintains fa- 
cilities and equipment necessary to 
conduct such business. A distributor 
shall be deemed to be such only 
with respect to such copper wire 
mill products as are regularly main- 
tained in his inventory. The sale 
at retail of copper wire mill prod- 
ucts, or occasional or accommoda- 
tion sales or purchases from copper 
wire mills shall not constitute en- 
gaging in the business of distribut- 
ing copper wire mill products. Any 
copper wire mill maintaining an 
inventory of copper wire mill prod- 
ucts at a location other than the 
mill and regularly engaged in the 
business of making sales from such 
inventory as a distributor shall be 
deemed to be a distributor with 
respect to such inventory and busi- 
ness for the purposes of this order. 
Any warehouse maintained by a 
copper wire mill for the sole pur- 
pose of distributing quantities of 
copper wire mill products received 
in carload quantities to copper wire 
mill distributors in less than carload 
quantities, as the result of orders 
previously received by such copper 
wire mill, shall not be deemed a 
distributor. 

How a distributor obtains copper 
wire mill products. (a) Commencing 
October 5, 1951, and subject to the 
quantity limitations contained in 
this order, a distributor may apply 
the CMP allotment symbol X-6 to 
orders for copper wire mill products 
for the purpose of replacing his 
inventory of such products, 

(b) A delivery order bearing the 
symbol X-6, together with the cer- 
tification provided for in this order, 
shall constitute an authorized con- 
trolled material order for the pur- 
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e of all CMP regulations 
the provi- 
and 4to NPA 


11, no distributor of 


c) Notwithstanding 
sions of Directions 1 
Order M cop 


per wire mill products may place 
certified pursuant to Di 
NPA Order M-11 after 


1951, and any such order 


an order 
rection 1 to 
October 5, 
certified pursuant to such direction 
calling for December 
31, 1951, sl No cop 
per wire mill products shall be ship 
1951 


placed prior 


delivery after 


ill bec incelled. 


} 


ped after October 15 pursuant 


to such certified order 


thereto and 


unless prior 


fore Janua 


1951, order 
authorized con 
the 


to October 15 such 


converted into an 
order bearing 


X 6, as 


section 19 of 


trolled material 


illotment symbol provided 


in paragraph (e) of 
CMP Regulation No. ] 

X-6 quotas. 
1951, a 
place orders with copper wire mills 


distr 


(a) Commencing Ox 


tober 5, distributor may 
ibutors for a 


mill prod 


or with other 


quantity of copper wire 
ucts (measured in pounds of cop 
per content) equal to the quantity 
by which 25 per cent of his ship 


ments of such products from his 


inventory during his base period 


exceeds the copper content of his 
inventory of copper wire mill prod 
ucts on September 30, 1951, to which 


X-6 


orders 


the allotment 
applied All 
to this paragraph 
during the 
1951. A 
out 


orders symbol 


may be such 
placed pursuant 
shall 


fourth 


] 


call for delivery 


calendar quarter of 


shall 


standing orders calling for delivery 


distributor convert all 
during the fourth calendar quarter 
of 1951 to authorized controlled ma 
orders bearing the allotment 
X-6 
1951, and shall reduce or cancel all 
call 


quantity of ma 


terial 


symbol prior to October 15 


such outstanding orders which 
for delivery of a 
terial in excess of the quantity per 
mitted by this paragraph. For the 
purposes of this paragraph all cop 
per wire mill products received by 
1 distributor after September 30 
1951, and shipped prior to October 
15, 1951, shall be 


been received pursuant to an 


deemed to have 
ordet 
bearing the allotment symbol X-6 

(b) Commencing November 1, 
1951, 


the preceding month has delivered 


any distributor who, during 


copper wire mill products from his 


inventory to fill authorized con 


trolled material orders placed with 
order or orders 


him, may place an 


98 


mill or another 


wilh a ¢ 


pper vire 
distributor for a quantity of copper 
wire mili products equal to 100 per 
cent of such deliveries (measured 
in pounds of copper content), to 
which orders the allotment symbol 
X-6 may be applied. All orders 
placed pursuant to this paragraph 
shall call for delivery aiter Decem 
ber 30, 1951. 

Limitations on acceptance of X-6 
orders by copper wire mills or dis- 
tributors. (a) A wire mill 


stributor 


copper 
or another d need not ac- 
cept an X-6 order from any distrib- 
not 
mill 


wire 


utor if such distributor was 


a purchaser of copper wire 


products trom such 


distributor during the 


copper 
mull or other 
base period. 

(b) A copper wire mill or another 
distributor need not accept an X-6 
from a distributor tor 


order any 


item of copper wire mill products 
which such distributor did not pur- 
chase trom the copper wire mill 
or other distributor during the base 
period, or for a quantity of any item 
in excess of its average monthly 
shipments of such item to such dis- 
tributor during the base period. 
(c) Any distributor who is unable 
to place an order bearing the allot- 
ment symbol X-6 due to the limita- 
tions of this section should apply 
National Production Auth- 
» DvD. GC, Be: 


the 


to the 
ority, Washington 
M-86, 
mills 


specilying 
that refused to 
The NPA 
locating sources of supply. 
Limitations on acceptance of 
orders by distributors. (a) A dis- 
tributor 
ior immediate 


copper 
accept 


wire 
the 


order. will assist him in 


may not accept an order 


shipment from his 
stock for any copper wire mill prod 
ucts in excess of his inventory of 
such products (including such prod- 
distributor) 
on the date of the receipt of such 


ucts in transit to the 
order. 

(b) A distributor need not accept 
ind fill orders tor copper wire mill 
products from any one 
than 


person for 
more 500 pounds of copper 
content of any item, except in sizes 
4/0 and larger. Items for sizes 4/0 
and larger need not be accepted and 
filled in excess of standard mill 
single reel lengths. For the purposes 
of quantity limitations of this sec- 
tion, a distributor may regard sepa- 
rate orders placed for delivery in 
the same month for the same item 


by any person as one order. 


(c) A distributor may accept an 
order for copper wire mill products 
for direct shipment from the copper 
wire mill to the customer but only 


that 


fo the ext such order is 
aceeptable to the copper 
n accordance with CMP Regulations 
Nos. 1 and 3 and NPA Order M-11, 


and only i not in 


wire mill 


the material is 
in sufficient quantity 
the 


transaction 


his inventory 
to fill the 


ceptance. Such a 


order at time of ac 


shall 


sale or delivery 


not be considered a 


by the distributor 


Inventory limitations. No distrib- 
utor may accept delivery of copper 
wire mill products from copper wire 


mills or other distributors if his 


inventory is, or by such receipt 


would become, in excess of his 


average monthly inventory during 


the base period (excluding there- 


months during which he 
not engaged in a 


irom the 


was business of 
distributing copper wire mill prod 
ucts) or in excess of a practicable 
minimum working inventory as de- 
fined in NPA Reg. 1, whichever is 
less. Where a distributor maintains 
stocks of copper wire mill products 
at more than one location, this sec- 
shall be applicable to each 
such location even though such dis- 
tributor operate as 
one person. 

Certification. Any order for copper 
wire mill products, placed by a dis- 


tion 


has elected to 


tributor with a copper wire mill or 
another distributor and bearing the 
allotment symbol X-6 pursuant to 
this order, shall contain a certifica 
in substantially the following form: 
“Certified under CMP Regulation 
No. 1 and NPA Order M-86.” This 
certification shall be signed manu 
ally or as provided in NPA Reg. 2, 
and shall constitute a representation 
to the supplier and to NPA that 
the purchaser is authorized to place 
an authorized controlled material 
order under the provisions of this 
order to obtain the material covered 
by the delivery order. 

Inventories at separate locations. 
Any distributor maintaining stocks 
products at 


of copper mill 


than 


wire 


more one location may con 


one 
a single distributor 


sider all such stocks as and 
may operate as 
for the purpose of this order, or he 
may regard each such location as a 
separate distributor, but he may not 
change from one method of oper- 
ation to the other without written 


approval of the NPA 
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Answers to Your Questions on M-86 


At a recent meeting of the Essex Electrical League 
at Newark, N.J., electrical distributors put these 
questions on Order M-86 to William J. Dwyer, of 
N.P.A.’s Copper Division, who answered them as 
follows: 


DISTRIBUTOR: Under Order M-86 should a 
distributor's wire supplier accept the distributor's 
X-6 orders for fourth quarter delivery and fail t 
make fourth quarter delivery, is the distributor penal 
ized by losing the authorized copper poundage? 

DWYER: A very good question but one I can’t 
give an opinion on since I expect the mills will com 
plete their commitments (upon acceptance) of X-6 
orders. M-86 specifically requires the (one shot) X-6 
orders “for delivery during the fourth calendar quar 
ter of 1951.” However, in the event your wire mill 
has advised you that delivery of your X-6 order can 
not be made during the fourth calendar quarter of 
1951, do not cancel your X-6 order and “shop around’ 
for another supplier. It is my opinion, that to help 
you, the wire mill and N.P.A., that you (the distrib- 
utor) should send us all the facts pertinent to your 
case and we'll try to help you with your problem. 
Under Section 12 of M-86 is your guide on this 
problem. 

(With the same problem in mind, the National As- 

sociation of Electrical Distributors recently asked the 

N.P.A. whether or not wire mills will be permitted to 

complete distributors’ fourth quarter allotments after 

the end of 1951 and got the following official answer: 

“Any items on any orders that cannot be shipped 

to the distributor calling for delivery in the 

fourth quarter under the original X-6 symbol will 
be delivered in any subsequent quarter.’’) 


DISTRIBUTOR: Under Order M-86 is any dis- 
tinction drawn by the copper mills between orders 
placed on a consignment basis and an outright pur 
chase? Also, is it permissible to transfer stock be 
tween distributors within the inventory limitations 
of the order? For instance, we might wish to trade 
one size of wire for another. 

DWYER: The answer is still in effect regarding 
consignment and stock (owned) purchased outright. 
See Section 2, paragraph (f). Regarding transfer of 
stocks between distributors, the gentleman answered 
the question—“Within inventory limitations.” Regard 
ing—‘“trade” of one size of wire for another? Yes. 
within inventory limitations of copper content. 


DISTRIBUTOR: Previously all DO ratings had 
equal status. Is it true that the new rating identified 
by DX takes precedence over all DO ratings, the 
latter being filled in chronological order? If this is 
true, what is the status DX versus another? 

DWYER: First of all, a DX rating does not affect 
delivery status of controlled, materials. A DX rating 
is really a directive on materials other than controlled 
materials and would have preferential delivery status 
over DO ratings. I'd like to repeat that a DX rating 
only applies to materials other than (controlled ma- 
terials) copper, steel and aluminum. 
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supplier 


DISTRIBUTOR: Is it permissible for a 
or a wire mill to reject orders bearing the \-6 sym- 
bol from customers not previously served during 
the base period? 

DWYER: N.P.A 
paragraphs (a) and (b) provides for normal business 
relationship between supplier and distributor under 
the existing CMP and is practical approach to 


problem of supply versus demand 


uf 


Regulation M-86, Section 5 
] 


DISTRIBUTOR: Under M-86 may one distributor 
place an X-6 with another distributor, or is this sym- 
bol only extendable to the prime source 


DWYER: Distributors 


‘Distributor”’—Section 2, Paragraph e) may extend 


(within the definition of 


an X-6 which is permissible under M-86, within in 
ventory limitations and required certification 


DISTRIBUTOR: In the normal course of business 
distributors receive telephone orders including ratings 
which require prémpt handling and delivery prior to 
the actual receipt of a confirmation. Many times a 
confirmation is never received. Word has it that under 
these circumstances some distributors use the cus 
tomer’s signature on the delivery receipt as a certifi 
cation of the rating. Does this practice meet CMP 
requirements? If not, have you any suggestions un- 
der these circumstances as to how a distributor 
should operate? 

DWYER: See CMP 4-Section 3, Paragraph (e). 
An ACM order for a contractor placed orally or by 
telephone must be confirmed within 15 days. If not 
confirmed, distributor shall promptly notify N.P.A 
of the circumstances. 


DISTRIBUTOR: We have numerous orders on 
hand from customers involving small amounts of 
wire which we do not have in stock and which are 
too small for direct shipments. We group these orders 
and send a small combined purchase order to the mill 
for shipment to our warehouse with the intention of 
shipping out small individual items to the various 
customers. The mills are returning our purchase or 
ders with the statement that no wire can be shipped 
to our warehouse without an X-6. How can we get 
this wire for our customers without making out a 
direct shipment order for each item? 

DWYER: Under existing regulations of CMP 
there is no provision to handle such described orders 
except the X-6 replacement order, which I under 
stand would not solve your problem, without waiting 
60 to 90 days for the material. Existing regulations 
do not prohibit you, with the acceptance of your sup- 
plier, from placing small individual orders as “direct’ 
shipments (in individual cases) and consigning same 
to your customer in care of your warehouse—ear 
marking the material in such a way that it is not eny 
part of your warehouse stock inventory and cannot 
be replaced under X-6 symbol. Suggest you work out 
with your supplier. My recommendation is legitimate 
so long as you do not have the material (required) 
in stock, in transit or on order to you under an X-6 
order. The handling by the supplier of shipping to 
you but consigned to your customer is a standard 
industry practice. 





News Notes from N.A.E.D. 


By Alfred Byers, Executive Secretary 


National 


Association of Electrical Distributors 





RETURN TO THE HOMESTEAD 

N.A.E.D.’s Board of Governors, 
and the Executive Committee, re- 
turned to an old familiar spot last 
month for its fall meeting—The 
Homestead at Hot Springs, Virgi- 
nia. For a great many years this 
was the traditional meeting place for 
the Association’s annual conventions 
each spring, under the name of 
N.E.W.A. 

A complete report of the Board’s 
activities has been prepared for dis- 
tribution to the entire membership 
of the Association. 


PAC. ZONE MEETS AT YELLOWSTONE 
Members and guests of N.A.E.D.’s 
Pacific Zone held their fall meeting 
last month at the Ahwahnee Hotel, 
Yosemite National Park. Executive 
Director Chas. G, Pyle attended and 
addressed the meeting. He reports 
that an excellent program had been 
prepared by the Zone’s program 
committee; and that the speakers, 
from industry and from Washing- 
ton, contributed much valuable in- 
formation regarding current indus- 
try problems and the situation in the 
field of material supply and produc- 
Mr. E. A. Phillips, Pacific 
Zone Chairman, was a busy presid- 
and 


tion. 


ing officer conducted a most 
successful meeting and series of so- 
ial activities for the more than 300 
members and guests present. 

Mr. Pyle was impressed especially 
by the noticeable growth of the Pa- 
cific Zone membership during the 
past year as well as by the intensive 
interest of the members in that Zone 
in the various N.A.E.D. programs 
in which they are participating to 
advantage. While the social oppor- 
tunities are never overlocked at these 
meetings, Mr. Pyle said that the 
Pacific Zone is equally alert to the 
advantages which their meetings 
provide for the greater improvement 


100 


of the industry through the exchange 
of ideas from which that improve- 
ment is made possible. 


AREA MEETINGS IN PACIFIC ZONE 
En route to the Yosemite meeting, 
Mr. Pyle conducted area meetings 
for members at Seattle and Port- 
land. He also held an area meeting 
at New Orleans on the return trip 
to New York. Each meeting regis- 
tered a good attendance and an ac- 
tive interest was noted as to the 
various N.A.E.D. activities he dis- 
cussed with the members present. 


MID-WEST AREA MEETINGS 

Area meetings were held in three 
midwestern cities for N.A.E.D. 
members in that region last month. 
Conducted by your reporter, repre- 
senting national headquarters, the 
meetings were held at Houston, 
Kansas City, and St. Louis. A prin- 
Copper Order, 
NPA early in 


cipal topic was the 
M-86, released by 


October. 


SOUTHERN AREA MEETINGS 
Arrangements have been made for 
N.A.E.D. area meetings at Atlanta, 
Charlotte Washington _ this 
month. Both Mr. Pyle and this re- 
porter will attend, and advance res- 
ervations indicate that many mem- 
those areas plan to be on 


and 


bers in 
hand. 

The Board of Governors’ meeting 
having been held by that time, it is 
expected that these area meetings 
will hear about the matters to which 
the Board gave consideration, in 
addition to subjects already prepared 
for comment by the two officers from 
headquarters. 


LAKE MICHIGAN CLUB 

Last month’s annual meeting of 
the Lake Michigan Club, held as 
usual at French Lick Springs, In- 


diana, was attended by your re- 
porter, representing N.A.E.D. 
George Albiez, the Club’s chairman, 
and a member of the N.A.E.D.’s 
Board of Governors, together with 
the Club’s perennial secretary, A. J. 
(Mac) McGivern, presented a thor- 
oughly enjoyable and informative 
program. 

Into two busy days they fitted a 
schedule of meetings and _ social 
events very reminiscent of the old 
time (and much smaller) conven- 
tions of N.E.W.A. at Hot Springs. 
Outstanding speakers from industry 
and from Washington featured the 
business sessions. The club members 
present took away with them current 
knowledge concerning today’s de- 
fense situation which will be most 
helpful; and inspiration to carry on 
in these difficult times in the efficient 
manner for which the electrical in- 
dustry has become noted. 

Elected as chairman for the com- 
ing year was Titus B. Schmid, Pres- 
ident of Crescent Electric Supply 
Co., Dubuque, and member of the 
N.A.E.D.’s Executive Committee. 


1.A.E.L. HEARS GILLESPIE 

Included in last month’s program 
of industry leaders who addressed 
the 16th annual convention of the 
International Association of Elec- 
trical Leagues at New Orleans, 
Louisiana, was K. G. Gillespie, Vice 
President of Jenkins Music Com- 
pany, Kansas City, Missouri, and 
N.A.E.D. Board of Governors 
member and chairman of the Major 
Appliances Committee. N. A. E. D. 
Executive Director Chas. G. Pyle 
also attended. 


FORMAL OPENING FOR N.A.E.D.'S 
NEW HEADQUARTERS 


The new, modern headquarters of 
N.A.E.D. at Norway House, 290 
Madison Avenue, New York, were 
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formerly opened at the official open 
house conducted during the week of 
October 22nd. 

A press party was held on October 
22nd for members of the fourth es- 
tate in the trade and daily paper field. 
The balance of the week was devoted 
to visitors from the membership and 
manufacturers in the general area of 
the metropolitan city. 

Although headquarters was wear- 
ing its party dress, our visitors were 
impressed by the fact that the new 
headquarters are not just attractive 
to behold. They are designed and 
equipped to render the prompt, effi- 
cient and thorough service which 
N.A.E.D.’s very large membership 
has become accustomed to expect 
from their willing and loyal staff. 

Open house week was an enjoy- 
able occasion long to be remembered 
with pleasure and profit by all who 
participated. 


(Continued from page 71) 


of grains and forages, preserving of 
food, protecting crops against frost, 
farm shop welding and eliminating 
fire and accident hazards on farms. 

The EEI president pointed out 
that the present non-household farm 
uses of electricity, in order of aver- 
age kilowatt-hour consumption, are 
heating water, lighting farm out- 
buildings, pumping water, driving 
milk machines, cooling milk, heat- 
ing brooders and pens, grinding 
feed, handling and drying feeds, and 
an increasing number of farms us- 
ing pumps for irrigation or drainage. 


Time Element a Factor 


Studies of consumption figures 
show, he declared, that the longer 
electric service has been on a farm, 
the more use is made of it. By the 
end of the year, he estimated, elec- 
tric service will be available to all 
but about 250,000 occupied farms in 
the nation. Power, he said, has been 
brought to about 95 per cent of the 
presently occupied farms, and in only 
six states is service available to less 
than 85 per cent of the occupied 
farms. 

Mr. Gadsby stressed the impor- 
tance of preparing farm boys and 
girls “to fill the roles they must fill 
in the years to come in advancing 





Name Brands 


in your stenal line 


KODAIRE 


A heavy duty all-electric air blast signal for difficult 
coding and general alarm where noise levels are 
high or varied. It’s a “must” with plants that need 
a high power trumpet-blast for attention. Faraday 
Kodaire is weather-proofed for outside use—for 
permanent use in mills, industrial plants and found- 
ries. Kodaire is the one “special alarm signal’’ cus- 
tomers want. Make it your leader in the “special 
group”. 


BUZZER... It gives a 
clear sharp buzzer note of good 
volume and high frequency. 
Volume may be increased or 
decreased by a simple screw ad- 
justment. Fits into the famous 
Faraday Uni-Pact mounting sys- 
tem. Comes in black crackle 
finish—or may be specified in 
red enamel for fire alarm pur- 
poses. Write for a catalog on 
Sperti Faraday signals. 
i 


ADRIAN, MICHIGAN 


BELLS + BUZZERS + HORNS « CHIMES « ULTRA-VIOLET SANITIZERS + VISUAL 
AND AUDIBLE PAGING DEVICES AND SYSTEMS 
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Can help your customers “ 
Win the Fight Against Shortages ° 





From the start, Great Western and LaMar Lag Fuses are designed 
and built to last longer . . . to give better service. That means fewer 
fuses used over a given period of time and a definite saving of 
copper and brass. Here are some superior Great Western and LaMar 


Lag construction features: 
@Rugged materials give better heat dissipation. PRO- 
LONGS FUSE LIFE. 
@Extra heavy fibre cases and supporting bars give better 
support to links. PROLONGS FUSE LIFE. 
@Both ends can be removed quickly and conveniently 


Makes cleaning easier. PROLONGS FUSE LIFE. 


Tell your customers about these features. Help them beat shortages 


by getting better and longer fuse service! For full particulars, 


contact our representatl e in your vicinity 


The BEST fuses money can buy 


GREAT WESTERN FUSE DIVISION 
Titeflex, Inmc., 500 Frelinghuysen Ave., Newark 5, N. J. 


electrified farming and electrical liv- 
ing on the farm. They are the ones 
who dream about new ways to make 
electricity an even more profitable 
servant on the farm and they will 
have the imagination, the energy 
and the patience to convert these 
dreams into practical and fruitful 
realities 

Mr. Wickard in his address told 
the National Farm Electrification 


Conference that the future expan 


s10n ot tart slectrification rests not 
with individual farmers but with the 
people who shape policies in educa 
tion, manufacturing and distribu 
tion 

He called upon these three groups 
to recognize that the future of farm 
electrification depends upon these 
basic factors providing reliable, 
dependable, low-cost service to farm- 
‘rs; developing low-cost, reliable 
equipment for farm operations where 
electricity profitably can be used; 
and furnishing help to farm people 
in selection, installation, care and 
operation of electrical equipment. 

The conferees were challenged by 
the speaker to do a better research 
ind educational job at “finding out 
the farmer’s needs and how he can 
harness electricity in his production 


operations.” In too many instances 


he said, “farm electrification has 
been looked upon as a luxury and 
as sort of a household development 
not a great deal different than that 
found in suburban or urban homes.’ 
Mr. Wickard said he knew of “no 


“ONLY A START has been made 
compared to the work that remains 
to be done” in adapting and develop- 
ing equipment and devices for useful 
work on the farm, George M. Gadsby, 
president of Edison Electric Institute, 
told conferees at the Farm Electrific- 
ation Conference 
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CALENDAR OF EVENTS 


Westinghouse Electric Corporation 
4-H Farm-Home Electric 
Progress Conference 
Hotel Stevena 
Chicago, November 28 


Pacific Coast Electrical Assn 
Annual Hawaiian Conference 
Royal Hawaiian Hotel 
Honolulu, Nov, 29-30 


American Institute of Electrical Engineers 
Technical Conference 
Chalfonte-Haddon Hatt 
Atlantic City, N. J., Dec. 67 


Plant Maintenance Show 
Convention Hali 
Philadelphia, Jan, 14-17 


National Assn. of Home Builders 
8th Annual Convention and Erposition 
Stevens and Congress Hotela 
Chicago, Jan. 20-24 


International Lighting Exposition 
Cleveland, May 6-9 





group of producers or processors 
whose demand for reliable electric 
service is more exacting than that 
of the American farmer. Failure to 
service or improper voltage can 
cause irreparable losses.” 

In outlining the role of electricity 
on the farm, he said “rural people 
need television a lot more than city 
people, the same as they have more 
need of power, running water, elec 
tric washing machines, refrigeration 
and all other things that electricity 
provides.” 


Electrification a Necessity 


The REA administrator said peo- 
ple have the idea that electricity on 
the farm is a luxury while in the 
urban home it has come to be con- 
sidered a necessity. “We must get 
the general public to see that elec 
tricity is just as necessary for pro 
duction of food and fiber as it is in 
any factory which is producing es 
sential commodities.” 

Theme for this year’s conference 
was “How Farm Electrification Can 
Make America Stronger.” The or- 
ganization is the only one of its kind 
in the nation and is composed of : ” s. “| 
26 participating groups representing 7 a: ” 
practically every segment of agri- ‘ > , , 
culture. Approximately 180 persons ; : \ \ 
attended the conference this year at ; ‘ ' y by 4 a 3 . | % i) 
the Sheraton-Gibson Hotel here. 


To demonstrate that the farmer 


Groaco 60 Certified (1 an rbchievement of 


today needs electricity for more than 
just heat and light in his farming 

operations, J. D. Long, acting di- WESTERN INSULATED WIRE CO. 
rector of agricultural engineering LOS ANGELES 58, CALIFORNIA 





research for the U.S. Department 
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"1 am typing a lot of | 
orders to QUADRANGLE | 
these days” 





QUAD Sign Reflectors 


This typist can’t help but be impressed 
when she sees those QUAD orders come 
thru. The 15 different sizes and shapes 
of QUAD SIGN REFLECTORS sell well 
because they deliver good lighting and - 
there is always the right type for the 
job. bey range from six-inch round for 
40 watt lamps to 18-inch rectangular for 
1500 watt lamps. Permanent porcelain 
enamel finish throughout this line — 
green outside and a lustrous white inside 
reflecting surface. Fittings are thor- 
oughly rustproof. 


SPECIAL FEATURES 


In addition to the type “H” socket- 
fittings for attaching to horizontal pipe 
shown on the round and rectangular 
reflector pictures, there are also avail- 
able “V” fittings for suspending re- 
flectors on vertical pipe and “B” socket- 
ao for mounting direct to outlet 
x. 


Reflectors are removable and inter- 
changeable on all three types of socket- 
fittings. Easy wiring and installation 
features make them especially suitable 
for sign work. 


For suggesticus on the application of 


QUAD Sign Reflectors and data on sizes, 
send for Bulletin No. 8. 


QUADRANGLE 


ee ee On ae ee 





| view of _ sign. 


SPADE SIGN REFLECTOR 


Designed for small and medium 
sized signs this unique one-piece 
reflector is ideal for store-front 
transoms. Streamlined, yet incon- 
spicuous, it does not obstruct 
Rust-proof, 
weatherproof, easy to wire, it 
mounts on oc shorter % pipe 
arm. Light distribution is wide 
on the sign with straight line 
cutoff at upper edge. 


RECTANGULAR 
SIGN REFLECTOR 


Widely used for wall signs ond 
bulletin boards, these reflectors 
produce a uniform distribution of 
light over a wide vertical orea. 
T contour is such that a 
straight line cutoff of light ot 
the top of sign is obtained with- 
out spillage, scallops, or shadows. 
Sizes range from 50 Watts to 
1500 Watts. 


ROUND ANGLE 
SIGN REFLECTOR 


Generally used for gasoline sta- 
tion advertising, these efficient 
reflectors ore in service every- 
where—lighting all kinds of 
signs from “Tourist Rooms” to 
full sized bulletins. The 0 
five degree axis of light distri- 
bution insures proper lighting at 
the bottom of the sign. zes 
range from 40 Watts te 500 
Watts. 


WC lO 


Ce ee 














FUTURE EXPANSION of farm 
electrification rests with the people 
who shape policies in education, man- 
ufacturing and distribution, members 
of the National Farm Electrification 
Conference were informed by Claude 
R. Wickard, administrator of the Rural 
Electrification Administration. 


of Agriculture’s Bureau of Plant 
Industry, Soils and Agricultural 
Engineering, told the conference of 
many new uses of electricity on the 
farm. 

Among the new farm uses of elec- 
tricity cited by the speaker were: 
e Hens exposed to ultraviolet radia- 
tion have laid 10 to 19 per cent more 
eggs in tests at the U.S. Department 
of Agriculture’s farm at Beltsville, 
Md., and convection heating of bee- 
hives has prevented winter-killing 
of swarms in Wisconsin. 
e In an Indiana garden, the num- 
ber of striped cucumber beetles at- 
tracted to pink fluorescent lights was 
15 to 20 times greater than those 
going to other lamps. Cabbage 
plants, in this same garden, were 


| stunted when exposed to a 15-watt 


germicidal lamp. 
@ Mosquito larvae have been torn 


| apart by electrically produced ultra- 
| sonic waves, and one test of seed 

corn given a limited exposure to this 
| 


energy resulted in a seven-bushel per 
acre increase in yield. 
“Any stimulation of growth, re- 


| duction of losses due to insects, dis- 


eases or weeds, and increase in 
quantity produced per worker will 
help to reduce the cost of production 
per unit of commodity,” Mr. Long 
stated. “Electricity can usually be 
a factor in all of these.” 

General chairman of the 1951 con- 
ference was L. L. Rummell, dean of 
the Ohio State University’s College 
of Agriculture. 
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30 Leagues Represented 
At 16th IAEL Conference 

NEW ORLEANS — Managers 
from 30 electrical leagues from all 
sections of the United States and | 
one from Canada attended the In- 
ternational Association of Electrical 
Leagues’ 16th annual conference 
here last month. Also attending the 
four-day conference, held at the | 
Roosevelt Hotel, were representa< 
tives from various branches of the 
electrical industry. 

A wide variety of subjects, se- 
lected especially to draw forth in- | 
formation needed by the industry | 
during this period, were discussed by 
speakers who are leading authorities | 
in their fields. 

“The League’s Place in an Arsenal | 
Economy,” an address prepared by | 
Leo Hirsch, first president of the Tat 0 Se 

/ 4 scriptively la- 
Electrical Assn. of New Orleans and |_| belled. Boords 
resident of the Electrical Supply are complete 
Co. here ios eae in Mr. | ene oe ning 
. ransformers, 
Hirsch’s absence by Hutson Colcock, plug-in cords. 
president of the Electrical Assn. of 
New Orleans. The lead-off speaker 
at the conference, Mr. Colcock, | 
speaking for Mr. Hirsch, empha- | 
sized the importance of the electrical 
leagues. “Where else can the elec- 


trical industry look for leadership” MILLIONS OF PROSPECTS 


in these times? he asked. “The See “ * ; WILL READ POMikouse, | 


leagues can and must offer the truly 

democratic leadership with all ’ . “eg HOLIDAY ADVERTISING 
branches of the electrical industry : 

represented.” , 

K. G. Gillespie, vice president and . fo : \ \ 
general manager of Jenkins Music | | z or cgi’ gh \ 
Co., Kansas City, Mo., who spoke , $ ) th 
on “The League's Place in Maintain- 


ing Industry Morale and Keeping , 

the Public Informed,” told the LOOK TO Lilinkouty FOR FINE QUALITY 
group that “a contagious reaction 

of high morale will spread through- BELL, CHIME AND SIGNALING TRANSFORMERS 


out the industry,” if sales are ag- 

gressively promoted by the industry Rittenhouse heavy-duty signaling transformers oper- 
in coordinated efforts. He added that ate large alternating current bells, annunciator systems, 
“League activities do more to stimu- signaling systems on heat controls, lamps, and similar 
late sales through expansion of the heavy-duty installations. 

market than any one firm’s pro- j Get the details of our complete line of 
motion can ever hope to do. Since i! doorbell, door chime, and signaling trans- 


RD-72 Standard Display 





these activities are made effective at formers to suitevery small transformerneed. 
the point of sale, they create real 
results for the campaigns developed : i 
by the national associations—if the Leod Type QWIK LOCK * transtormer 
- +ez P - | A universal mounting trans- 
local electrical league carefully Sooner tad dosstaatebottens 


plans, promotes and activates the = outlet box and conventional 
types oat no increase in cost. 


national campaign.” CATALOG Quick, convenient mounting. 
: Four different sizes. 
J. G. Waddell, Boston, was elected 
president of the board of directors 


for the coming year at the final ses- | D 
sion of the conference. To serve | THE RITTENHOUSE CO., INC. « 101 St., Honeoye Falls, N.Y 


with him, the IAEL members 
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Your profits go up 
when you sell this RIEZalIb 
self-contained die stock 


Right Here is the (See RIBRID Cat- 
alog in Electrical 


simple device that 
Buyer’s Reference. 


makes 65R auto- 
matically JAM- 
PROOF 


@ Your customers like this 65R because they don’t have to watch 
t—lead screw can’t jam on workholder. New jam-proof drive 
plate automatically kicks out driving ratchet pawl when standard 
length thread is cut. You sell new type drive plates to convert re- 
cent model 65R’s. Perfect threads on 1’ to 2” pipe with one set of 
4 high-speed steel dies—sets to pipe size in 10 seconds, mistake- 
proof self-centering workholder sets instantly. Cash in on the new 


jam-proof RITZA(ID 65R—order today! 


elected R. B. Hubbard, Denver, vice 
president; A. L. Maillard, Indianap- 
olis, treasurer; J. A. Morrison, 
Philadelphia, secretary. Others 
elected to the nine-man board of 
governors from the various divisions 
were E. A. Weisser, Jr., Pittsburgh, 
Division I; E, J. McGinnis, Cincin- 
nati, Division II; D. E. Rosenthal, 
Omaha, Division III; R. L. Halver- 
son, Salt Lake City, Division IV; 
Richard Hall, Vancouver, B. C., 
Division V. Immediate Past Presi- 
dent A. H. Kessler will serve as an 
advisory member of the board. O. C. 
Small, manager of the business de 
velopment department of the Na- 
tional Electrical Manufacturers 
Assn., was re-appointed correspond- 
ing secretary. 

The Electric Assn. of New Or- 
leans was host to the conference. 
With the cooperation of the New 
Orleans Public Service, Inc., the 
local league arranged a number of 
special entertainment features. 
These consisted of a luncheon and 
a tour through the old French Quar- 
ter for conferees’ wives, a trip by 
boat up the Mississippi and a bus 
ride around new city developments 
for all conferees. 

Two forums, one a general ques- 
tion and answer period on league 
operations and the other dealing 
with such matters as grass roots 
meetings for farmers, electric bed- 
covering promotion, light condition- 
ing and wiring under current copper 
limitations, were conducted at the 
conference. Taking part were A. H. 
Kessler, executive secretary, North 
Central Electrical Industries; 
J. Clark Chamberlain, secretary- 
manager, Bureau of Home Appli- 
ances of San Diego County; Victor 


TWO SMILING conferees, C. G. Pyle 
(left), executive director of NAED, 
and C. M. Mackey, district manager, 
Westinghouse Elecrtic Supply Co., 
Dallas, Texas, pose obligingly at the 
16th annual IAEL conference recently 
at New Orleans. 





J. G. WADDELL, managing director 
of the Electric Institute of Boston, 
Inc., was elected president of the 
board of governors of the International 
Assn, of Electrical Leagues last month 
at New Orleans. He will serve as 
IAEL president until next Fall. 


W. Hartley, managing director, Pa- 


cific Coast Electrical Assn.; J. R. 


Waters, director, Central West Vir- 
ginia Electrical League; and H. E 
Cook, executive secretary, Electri- 
cal Assn. of Detroit. 

A preview of 1952 industry pro- 
grams was given by W. T. Clark, 
chairman, electric kitchen and laun- 
dry committee, Edison Electric In- 
stitute; W. J. Donald, managing di- 
rector, NEMA; and Miss Francis 
Armin, director, consumer educa- 
tion, National Adequate Wiring Bu 
reau. 

Subjects on the general program 
were presented by Dr. Dexter M. 
Keezer, director, department of eco- 
nomics, McGraw-Hill Publishing 
Co., New York; C. W. Leihy, pub 
lisher, Electrical Dealer, Chicago; 
W. T. Clark, manager, residential 
sales, Cleveland Electric Illuminat 
ing Co.; R. C. Hienton, general 
sales manager, Cleveland Electric 
Illuminating Co.; Henry P. Fowler, 
general counsel and manager, Trade 
Assn. Department, Chamber of 
Commerce of the United States, 
Washington, D. C.; Glen McDaniel, 
president, Radio-Television Manu- 
facturers Assn., Washington, D. C.; 
H. E. Putman, customer service 
manager, Landers, Frary & Clark, 
New Britain, Conn.; Harry J. Hol- 
brook, director, consumer durable 
goods division, National Production 
Authority, Washington, D. C.; K. G. 
Gillespie, vice president, The Elec- 
tric Assn. of Kansas City; Fred 
Sudduth, electrical contractor and 
appliance dealer, Marshall, Texas, 
and E. J. Hegarty, director sales 
training, Westinghouse Electric 
Corp., Mansfield, Ohio. 


MAKERS 
OF FINE iter ’ 
WIRING 28% 


With the modern, interchange- 
able P&S-Despard line, two or 
three devices can be assembled 


under a smart-appearing single 
gang plate—right on the job. 
Ic’s simple — practical —to wire 
the P&S-Despard way. 


@ P&S Wiring Devices are designed and manufac- 
tured to unusually high standards for dependability, 
performance and ease of wiring. They meet or exceed 
the minimum safety standards of existing testing 
agencies. 





THOROUGH TESTING 


Sold Through Electrical Distributors 
For Complete Information Write Dept. W 


PASS & SEYMOUR, INC. * SYRACUSE 9 N.Y 
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HERE'S YOUR COMPLETE 
COMPACT, VENTILATING 
BLOWER 


BELT- 


DRIVE 
UTILITY 
BLOWERS 


Peerless Belt-Drive Utility Blowers are designed 
to deliver large volumes of air at extremely economical 
cost. These blowers are widely used for general ventilation 
and exhaust where duct systems are required. The units 
are compact, easy to mount and quiet in operation. 

HOUSING AND WHEELS 


The arc-welded housings are constructed of 16-gauge steel, with sturdy 
spot-welded motor bases. Wheels are dynamically balanced. 


MOTORS 


Peerless manufactured. Available in all types of current characteristics. 


ROTATION AND DISCHARGE 


Furnished either for clockwise or counter-clockwise rotation and to 
discharge in any direction. 


CUSTOM FEATURES 


Weatherproof covers, available for outside installation, eliminate the 
need of penthouse or other protection. Inquiries are invited for other 
special features that may be desired. 


CAPACITIES 


Tested in accordance with standard test codes. 


Write for complete specifications 


THE PEERLESS ELECTRIC COMPANY 
Established 1893 e WARREN, OHIO 


MOTORS ¢ FANS ¢ BLOWERS 


WEARING BROAD SMILES, some 
60 district sales representatives and 
executives of Appleton Electric Co., 
Chicago, gathered recently at a five- 
day sales and planning conference at 
Appleton Lodge, Three Lakes, Wis. 
Reason for the big smiles: the breeze 
was wafting across to them the frag- 
rance of big juicy steaks broiling’ over 
an open charcoal fire. 





Radio, TV Set Production 
Drops in August and Year 


WASHINGTON — Production 
during the first eight months of 
1951 of radio and television receiv- 
ers decreased 3.5 and 13 per cent, 
respectively, under the output in the 
corresponding period of 1950, the 
Radio - Television Manufacturers 
Assn. has reported. 

Radio receiver production in 1951 
amounted to 8,977,232 units com- 
pared with 9,303,000 sets in the first 
eight months of last year. The TV 
output totaled 3,633,516 in the first 
eight months of this year and 4,184,- 
400 sets in the corresponding 1950 
period. 

Estimates by RTMA showed a 
total of 4,529,978 home radios, 993,- 
415 portables and 3,453,839 auto sets 
manufactured during tht first eight 
months of 1951. Production in Au- 
gust was estimated at 146,705 TV 
sets and 563,407 radios compared 
with 720,600 television receivers and 
1,303,700 radios in the same 1950 
month. Radios with FM reception 
facilities were estimated at 48,323, 
RTMA reported. 


Chicago Wholesaler Forms 
Temperature Control Div. 


CHICAGO—A temperature con- 
trol division has been formed here 
by the Electric Supply Corp., ac- 
cording to an announcement issued 
by L. B. Electric Sup- 
ply president. 

Jack L 


ize the 


Mangione 


Mannle will help organ 


division and will act 


He 


Minneapolis-Honeywel! 


new 
as its manager was formerly 
with 


Mr. Mangione said it was neces- 
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sary te form a specialized division 
because of the “increased impor- 
tance which temperature controls 
play in every day 
and living.” 


manufacturing 


RCA Plans Manufacture 
Of Home Air Conditioners 


CAMDEN, N. J.—The RCA Vic- 
tor Division of Radio Corp. of 
America plans to enter the home 
air-conditioning field in January, it 
was announced recently by Frank 
M. Folsom, RCA president. 

Present plans call for the intro- 
duction of three window-type mod- 
els, a one-third, a one-half and a 
three-quarter hp unit. The models 
will be distributed through RCA 
Victor’s present nation-wide organ- 
ization of independent home instru- 
ment distributors and retail dealers. 


Acme Electric Adds New 
Wing to Transformer Plant 


CUBA, N. Y.—A new wing, pro- 
viding 7,000 sq. ft. of floor space, is 
being added to the transformer 
plant of Acme Electric Corp. here. 

According to W. E. Wilson, vice 
president in charge of sales, a bat- 
tery of coil-winding machines will 
be installed in the new wing to pro- 
duce wound coils completely insu- 
lated and taped for hand finishing 
and testing operations. Vacuum im- 
pregnation, dipping and_ baking 
equipment will also be installed to 
provide for straight line produc- 
tion methods with coils ready for 
assembly with cores in the 
plant area. 


main 


Industry-wide Forum Stirs 
Interest at NEDA Show 


CLEVELAND—An open forum 
discussion between manufacturers, 
manufacturers’ representatives and 
parts distributors at the 1951 NEDA 
Convention and Exhibit in this city 
was hailed as an innovation in na- 
tional convention and an outstand- 
ing feature that should. be included 
in all future conventions and con- 
ferences of the association. 

Monitor of the program, Louis B. 
Calamaras, executive vice president 


of NEDA, explained in his opening | 


remarks that such a general meeting 
of all branches of the industry af- 
forded an opportunity to openly dis- 
and activities 


cuss the problems 





FULLMAN 


atrobe 


Products that Save and Serve 


“Latrobe” Floor Boxes and Wiring Specialties save 
time and money because they are quickly and easily 
installed. They serve long and well because they are 
made of finest materials. 


No. 252-R “Latrobe” 
Two Gang Adjustable 
Floor Box 


No. 280 

Nozzle 

No. 200 
Cover Plate 


No. 284 

Nozzle 

No. 200 
Cover Plate 


Fullman 
“LATROBE” PRODUCTS 


Supreme Quality 


No. 150 Box— 


Keystone Fish Wire No. 207 Nozzle 


FULLMAN MANUFACTURING CO. 
LATROBE . . . PENNSYLVANIA 
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Portable Lamp Guards under the trade 

mark McGILL have been accepted with 
assurancé of superior design, materials and 
workmanship for over 40 years. A reliable 
guarantee of greater dependability and longer 
life in industrial service. 

The new No. 5025-SLR beams light to in- 
accessible places through an end lens. Has 
15 Amp. 125 volt power tool outlet in pheno- 
lic plastic handle. Levolier switch, reflector, 
grease and-heat resisting cord. Underwriters’ 
Laboratories Inspected. 


8000-SR 5000-SR 


No. 8000 SR Guard is a fine general service 
guard, identical in construction to the 7000 rub- 
ber handle Series, except equipped with stout 
polished birch wood handle. Cages are of 
extra heavy steel wires, electrically welded and 
heavily zinc plated. 


No. 5000 SR Guard —features the new approved, 
phenolic plastic handle with convenience outlet 
and Levolier switch. Closed end cage for 100 
watt bulb. 


No. 3006 VAPORPROOF GUARD — Designed to 
provide absolute protection wherever portable 
lighting must be watertight, dust-tight and 
moisture proof. A heat and impact resisting 
glass globe screws into a rubber gasket. Plastic 
handle sealed with a diaphragm washer. 

No. 152-C LAMP CHANGER—for 100 watt bulb. 
Other types of changer heads are available. New 
light-weight steel pole is furnished in 52 ft. 
sections, insulated, extends to reach a recom- 
mended maximum of 30 feet. 


AVAILABLE FROM YOUR ELECTRICAL WHOLESALER 





For New Catalog 
No. 49 Write: 
McGill Manufac- 
turing Co.,Inc., 250 
N. Campbell St., 
Valparaiso, Ind. 





ONLY WGIII 


MAKES 


SWITCHES 


gs / 
CLIC S. 


~ a 


which concern and aftect individual 
ly or collectively the various seg 
ments of the industry. 

Mr. Calamaras also introduced the 
out-going and in-coming officers of 
the association. Unanimously elected 


for the 1951-’52 term were \aron 


Lippman, Aaron Lippman & Co 


chairman of the board; 
George Wedemeyer 
Electronic Supply Co., Ann Arbor, 
Jenkins, Radio 


first vice 


Newark, 


Wedemeyer 


president; W. D. 
Supply Co., Richmond, 
Byron C Deadman 
Northern Radio & 
Green Bay, Wis., second vice presi 
Stark, Stark Radio 
Minneapolis, secretary ; 
SREPCO, Ine 


president; 
Television Co 
dent; Harry 
Supply Co., 
and H, E. 


Dayton, treasurer 


Ruble 


New Orleans Firm Names 
H. E. Meade New Manager 

NEW ORLEANS—Harold E. 
Meade, former vice president of New 
Orleans Public 
been appointed general manager of 


Service, Inc., has 
the Electric Supply Co. here, accord- 
ing to an announcement from Leo 
L. Hirsch, president of the firm. 
Mr. Meade started his business 
career 28 years ago as a cadet engi- 
neer for Public Service. At the time 
of his resignation, he was a member 
of the board of directors of Public 
Service and a member of the boards 
Electric Institute, the 
Southern Gas Association and the 


of Edison 


Southeastern Electrical Exchange. 
In 1939, he won national recogni- 


tion for a plan of cooperation for 


b 
=<, 


WELCOME to the Electrical Supply 
Co. of New Orleans is extended by 
Leo L. Hirsch (left) president of the 
firm, to Harold E. Meade, newly- 


appointed general manager of the 
wholesale electrical house. Mr. Meade 
was formerly vice president of New 
Orleans Public Service, Inc. 
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all electrical dealers and was awarded 
the James H. McGraw award 

He has served as a president of 
the Electrical Association here and 
also of the Boy Scouts, Sales Mana- 
gers’ Council and the Association of 
Commerce. He is presently chair 
man of the Army advisory board and 
chairman of the scrap mobilization 
drive of the Chamber of Commerce. 
Mr. Meade is also a member of the 
executive committee and board of 
directors of the New Orleans Inter- 
national House. 

The electrical supplies and equip- 
ment wholesale distributing firm is 
located here on Magazine St. at 
Common St. 


Boxing Score Card Used 
In Distributor’s Promotion 


BUFFALO—W. Bergman Com- 
pany, Inc., local electrical distribu- 
tor, has joined hands with the Squirt 
Beverage Company of this city in a 
unique promotion scheme aimed at 
building both television and soft 
drink business through mounting 
interest in professional boxing. 

Bergman developed its own official 
boxing score sheet for use by boxing 
fans in the home as they watch the 
bouts over television. With this offi- 
cial score sheet, fans can score a 
bout, round by round, exactly like 
fight officials. The sheet is an au- 
thentic copy of the official athletic 
commission score card. 

The score sheets come in pads 
which have been distributed by 
Bergman to all its Philco television 
dealers. Squirt Beverage Co. has 
placed them in 2500 taverns and an- 
other 2500 retail outlets. At the top 
of each score card is a “commer- 
cial” on Squirt and at the bottom a 
plug for Philco television. 

Salesmen for Bergman have been 
instructed to merchandise the idea 
to the hilt and impress upon deal- 
ers how they can use it to build 
their traffic and increase sales of 
TV sets. Posters have been assem- 
bled for display in taverns and soft 
drink outlets, calling attention to 
the availability of the score sheets 
and inviting customers to ask for a 
free copy. 


Wesco, Detroit, Lists 5 
New Sales Appointments 


DETROIT—Five new sales ap- 
pointments have been announced 





5 ally 











SECONDARY RACKS & SPOOLS 


TELEPHONE INSULATORS 


fi 


KNOBS, TUBES, CLEATS, FENCE INSULATORS . 


Go & CO O 


OUTLET. BOXES, SURFOLETS 


Porcelain Products, tic. 


FINDLAY, OHIO 
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"Since 1857” 


When it comes to judging the 
worth of pliers, ask the man who 
uses them every day. He'll tell 
you Kleins—for their hand fit— 
their proper balance—their care- 
fully matched knives that stay 
keen longer. 

The same top quality that typi- 
fies Klein pliers is also character- 
istic of other Klein tools and 
equipment—safety straps and 
belts, climbers, grips and 
wrenches. Men who know good 
tools have been choosing Kleins 
since 1857. 


ASK YOUR SUPPLIER 
Foreign Distributor: 
International Standard Electric Corp. 
New York 


If you have not received your copy 
of the Klein Pocket Tool Guide, 
write for one. It will be sent to you 


without obligation. 


Since 1857 





by J. W. Haynes, district appliance 
manager of the Westinghouse Elec- 
tric Supply Co. 

The new appointments are P. R. 
Heitmeyer, former branch sales 
promotion manager, to Detroit con- 
sumer product manager; Alfred 
Burke, former product sales spe- 
cialist, to Detroit consumer prod- 
uct sales promotion manager; G. R. 
Filson, former Toledo consumer 
product manager, to district appli- 
ance specialties manager; E. V. 
O’Hara, Detroit consumer product 
manager, to district radio-television 
sales manager; Alfred Brown, for- 
mer Lansing, Mich., territory sales- 
man, to Toledo consumer product 
manager. Don Heator, former dis- 
trict manager of television and ra- 
dio sales, has been appointed dis- 
trict television manager for the 
Westinghouse Electric Corp.’s home 
radio division. 


NEW ORLEANS — Westing- 
house Electric Supply Co. has 
named Leon J. Prejean sales pro- 
motion manager of its local branch. 
A native of New Orleans, he grad- 
uated from the College of Business 
Administration, Loyola University. 


LOS ANGELES—Westinghouse 
Electric Supply Co. has appointed 
F. E. Blair lamp supervisor in the 
southern California district. He 
formerly served as lamp sales su- 
pervisor for the company in its 
branch office here. 


Shortages Spark Changes 
In Conductor Manufacture 


NEW YORK—tThe change from 
the use of copper to aluminum in 
electrical conductors is beginning to 
look like a long range movement 
rather than a temporary expedient, 
according to Electrical World, Mc- 
Graw-Hill publication. 

The shortage of copper and the 
cheaper price of aluminum have 
sparked the change which is being 
promoted quietly by the Defense 
Electric Power Administration. 
About 12 companies are now handl- 
ing covered aluminum conductors. 
The big question is how far and how 
fast the movement will go, the 
magazine said. 


I Copper producers have little to 
Chicago, 0.5.8 ' | fear from the competition, however. 
The demand for the products will 

90 BELMONT AVENUE, CHICAGO 18, ILLINOIS 


equal or exceed supply for years to 
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PRETTY BLUE-EYED and blond 
Sharis Smith of Wynne, Ark. who 
won title of “Queen Kilowatt” and a 
two-week all-expense trip to the East, 
is shown here crowning the big 50-kw 
behemoth bulb on display in the G.E. 
Lighting Institute. Miss Smith was 
crowned queen as a result of a charm 
and popularity contest conducted in her 
home state during the Eastern Arkan- 
sas Industrial Expansion Exposition. 








come. The only hitch is the basic 
shortage of aluminum. The expan- 
sion program is behind schedule and 
the military is talking about increas- 
ing the Air Force. These factors may 
make aluminum as scarce as copper. 


Fair Trade Body Launches 


“Operation Restoration” 
GARY, IND.—Launching of a 
national campaign for the restora- 
tion of fair trade to its status prior 
to the Supreme Court decision in 


the Schwegmann case was an- 
nounced recently by John W. Ander- 
son, president of the American Fair 
Trade Council. 

Addressing National Stationery 
and Office Equipment Association 
members at their national conven- 
tion in Chicago, Mr. Anderson ex- 
plained that the council, which 
works primarily through fair-trading 
manufacturers, would keep indivi- 
dual retailers of those manufactur- 
ers abreast of the development of 
the operation. This would be ac- 
complished, he said, by a news bul- 
letin service and advisory literature 
designed to instruct retailers on how 
to best support the operation. 

“The only thing that can restore 
fair trade to its originally intended 
potency for public service,” Mr. An- 
derson stated, “is an unequivocal 
and clear amendment to the Miller- 
Tydings Act. The Supreme Court 
itself made that abundantly clear in 
its Schwegmann decision.” 

The announcement of the launch- 


In Times Like These 
a DEPENDABLE Source of Supply 


/ 


Is Your Safest Protection 


WIRE CONNECTORS 

Famous ‘‘Wire-Nuts’’ ond 
Set-Screw Connectors 

WIRING TOOLS 

WIRE STRIPPERS 

Production and hand type 
VACUUM CLEANERS 
Industrial hand type cleaners 
and blowers, tank type cleaners 
THERMO-GRIPS 

Resistance heating soldering tools 
COMMUTATOR 
MAINTENANCE 

EQUIPMENT 

MOTOR REPAIR SHOP 
EQUIPMENT 

MACHINERY PRODUCTS 


live Centers - electric etchers - 
tachometers, etc. 





“Assure the dependability of your 
supply line.” This is the first rule of 
sound planning—whether on the 
battlefront or in your battle to keep 
customers or gain new ones. 


Here at IDEAL we're with you all the 
way. The IDEAL products your cus- 
tomers want are pouring out of the 
plant at a record pace. Quality 
standards have never been higher. 
Today as always, you can sell any 
IDEAL product with confidence and 
respect. 

Our sales force has been alerted to 
work with you in every way—to help 
keep IDEAL your dependable source 
of supply—your means to satisfied, 
profitable customers, today and in 
the coming tomorrow. 


SOLD THROUGH AMERICA'S LEADING DISTRIBUTORS 


IDEAL INDUSTRIES Inc., Sycamore, HUlinois 
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AO 


iS FOR THE ASKING 


CONNECTORS 


in a range of sizes 
for 1OOOMCM to +14 wires 


PERFORMANCE 


is the reason why millions of 


ILSCO CONNECTORS 
are used EVERY WHERE 


5746 Mariemont Ave. 
Cincinnati 27, O. 


ILSCO COPPER TUBE 
& PRODUCTS, INC. 





ing of the AFTC “Operation Resto- 
ration” is understood to carry to the 
retailer a recommendation that he 
“help all he can any joint undertak- 
ing of diversified local retailers in 
his community—consistent with the 
AFTC program.” 


Graybar Electric Elects 
W. E. Guy Board Member 


NEW YORK—W. E. Guy, cen- 
tral district manager of the Graybar 
Electric Co., has been elected to the 
board of directors of the company, 
according to an announcement from 
President A. H. Nicoll. 

A native of Elgin, Ill, Mr. Guy 
heads the Illinois, Indiana, Iowa and 
Wisconsin sales territories with 
headquarters in Chicago. Recently 
appointed district manager, he join- 
ed Graybar as a salesman in 1924. 

Three other appointments were 
recently made within the company. 
John Reine has been named Minne- 
apolis district manager. He succeeds 
C. H. McClean who is retiring be- 
cause of a serious eye ailment. Mr. 
Reine was formerly manager at 
Portland, Ore., and will be replaced 
there by P. D. Barber, former Du- 
luth, Minn., manager for Graybar. 
F, A. Sjogren succeeds Mr. Barber 
at Duluth. He was formerly in the 
sales and service departments of 
Graybar at Minneapolis and St. 
Paul. 


NEW YORK—H. J. Mittelstaedt 


has been appointed operating man- 





SALES JAMBOREE participants, all 
Landers, Frary & Clark distributors, 
hear Universal’s Stanley G. Fisher 
explain main features of an electric 
blanket at recent sales meeting. Left 
to right are Mr. Fisher; R. Shortell, 
Canfield Supply Co., Kingston, N. Y.; 
Gregory Henzel, Henzel-Powers, Inc., 
Albany, N. Y.; H. E. Dickson, Leidy 
Electric Co., Phillipsburg, N. J.; and 
Harry Hansen, sales representative for 
Landers, Frary & Clark. 
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ger of the Flint, Mich., branch of 
the Graybar Electric Co. Immedi- 
ately prior to his appointment, he 
was district supervisor of training. 
A native of Detroit, Mr. Mittel- 
staedt joined Graybar as a truck 
driver in that city in 1940. He has 
served as receiving clerk, office 
salesman, assistant district appli- 
ance sales manager and head office 
salesman. 


Mitchell Mfg. Establishes 
Four Separate Divisions 

CHICAGO —Separate divisions 
responsible for various manufac- 
turing activities have been estab- 
lished by the Mitchell Manufactur- 
ing Co., according to B. A. Mitchell, 
company president. The new plan 
creates four main divisions: air con- 
ditioning, portable lamps, commer- 
cial and industrial fluorescent light- 
ing, and radio and television. 

To head the divisions, the com- 
pany has appointed E. A. Tracey, 
company vice president, air con 
ditioning division; Herbert Kahn, 
general manager of the portable 
lamps division; Charles Schroeder, 
commercial and industrial fluores- 
cent lighting division; Leonard 
Solomon, general manager of the 
radio and television division. 


Sales Revival Meetings 
Aid Salesmen in Selling 


NEW BRITAIN, CONN.—In 
the belief that basic selling funda- 
mentals are being passed over in 


the rush of “chair-sitting-waiting- 
for-orders” selling, the electric 
housewares division of Landers, 
Frary & Clark has launched an old 
fashioned “sales revival meeting” 
and is doing it on a nation-wide 
scale. 

“There isn’t anything wrong 
with this business that creative sell- 
ing can’t cure,” said R. M. Oliver. 
general merchandising manager of 
the electric housewares division 
Mr. Oliver has been repeating this 
statement to more than 5,000 dis 
tributor salesmen in a_ coast-to- 
coast series of Universal selling 
jamboree meetings. It is the firm’s 
belief that the basic fundamentals 
of selling, such as knowing your 
product, showing what it will do and 
relating product benefits to consum- 
er wants and needs, are being 
passed over 

Recently the firm has held 48 








a nickel 
a blow - 


sHawmur & reNnewABLe 
LINKS COST AS LITTLE AS 


5¢ TO REPLACE 





Both Knife-Blade and 
Ferrule Types for 250 
ond 600 volt circuits, 
from 0 to 600 Amps. 


MAXIMUM PROTECTION 
WITH MAXIMUM TIME DELAY 


Shawmut ‘“‘t-d’”’ Renewables have the best time 
delay characteristic of any renewable fuse. 
The t-d link gives maximum time delay in 
the higher current ranges where most needed. 
At the same time it gives maximum protection 
in the overload zone. On short circuit, operation 
is instantaneous along with a reduction in the 
rate of rise of recovery voltage. The notches of 
the t-d link blow one after the other with action 
like a 4-step rheostat. 


Features 


Simple, sturdy, dependable. Easy to install, 
take apart or renew. Precision-made with no 
welded or steel parts. Completely interchange- 
able links and parts. Large contact areas. 
Adequate two-way venting. 


tA ruses 2 tA LINKs 


All Shawmut t-d fuses are renewable. The com- 
plete fuses or renewal links for the knife-blade 
type are available for either 250v or 600v cir- 
cuits in sizes ranging from 70 to 600 Amps. In ferrule types, sizes 
for both complete fuses and renewai links range from 0 to 60 Amps. 


i | ORDER NOW OR SEND FOR SHAWMUT €8 BULLETIN 500 
LS “Os , , 
os Re, t a -— Kat pA ‘7 


THE CHASE-SHAW MUT co. 


oe 372 MERRIMAC STREET + NEWBURYPORT, MASSACHUSETT 
= as 2 ae ae a Ge we ee ee ee me ee mm re eee 


SIM ; TT th ¢ Sy 
‘2/5 _™ <5) i ie! 
Anipicsp Trion ~ td ~ C-Q-T  Trionet oe OTe) FUSE Wink 
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HERE’S A COUPLE OF 


wholesalers 


SELF-SELLER FOR YOUR SHOWROOMS 


and for your larger customers. 
This sales-promoting selection in- 
cludes 21 assorted push buttons 
on a sturdy 3/16” thick display 
panel with easel for standing, 
eyelets for hanging. Colorful, eye- 
catching white, orange and brown. 


Senior Display Deal 
No. 58—Actual Size: 
22%" x 15%” 


Working Stock — 37 assorted 
pieces in individual printed boxes 
shipped with display. Gross wt. 
7 tb. 6 oz. 


fou tor Me Ml SELF-SELLER FOR STORES 


(— . Trine push button profit deal— 
10 best-selling styles seen at a 
glance! Introductory working 
j stock of 15 assorted boxed units 
Eyelets packed with display. Complete 
Pn. assortment, 25 pieces. 
Sets up in 
only 12° = DOUBLE YOUR PROFITS! 
a Push two displays—one for 
gy 2 enseg Gad windows, one for counters. 
Get all the details today! Write for catalog sheets and samples. 


Y 


Manufacturing Corp., 
New York 61, N. Y. 











meetings in 44 cities, directed by 
Mr. Oliver and S. G. Fisher, sales 
manager of the division. They are 
issisted by two teams of trained 


factory personnel 


Three Classifications Open 
In Planned Light Contests 
NEW YCRK—There will be three 


classifications this year in the 
Edison Electric Institute’s planned 
lighting awards contests. The three 
are commercial, industrial and resi 
dential. 

The planned lighting awards are 
offered to electric operating com- 
panies and their personnel for ac- 
complishments in planned lighting, 
including lighting education and 
sales promotion. Entries in the 1951 
contests must not measure more 
than 15 by 18 inches. It is believed 
that by limiting the size of entries, 
a special attraction is offered to 
small and medium-sized electric 
operating companies who feel that 
their lighting promotion and sales 
accomplishments warrant their send- 
ing in entries. 

Edison Electric Institute and Bet- 
ter Light—Better Sight Bureau, 
co-sponsors of the awards, have pre- 
pared a brochure replete with sug- 
gestions on how to prepare entries 
and with details of the terms and 
conditions. The brochure may be ob- 
tained from EEI at 420 Lexington 
Ave., New York 17, N.Y 


Belanger, DuChemin Made 
New G.E. Vice Presidents 

SCHENECTADY, N. Y.—John 
W. Belanger, of this city, and 
Nicholas M. DuChemin, of New 
York, have been elected vice presi- 
dents of the General Electric Co., 
according to an announcement 
made by Ralph J. Cordiner, G.E. 
president. 

Mr. Cordiner concurrently an- 
nounced Mr. Belanger’s appoint- 
ment as general manager of the 
company’s newly-created defense 
products division. Mr. DuChemin 
was placed in charge of the com- 
pany’s manufacturing services di- 
vision. 

General Electric, during the past 
month, also announced various 
other promotions and appointments 
in the company’s organization. 
From Bridgeport, Conn., an an- 
nouncement was made of the ap- 
pointment of Clayton P. Fisher, Jr., 
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as manager of materials and pur- 


chasing for the major appliance di- Get all the se Clu baste Lig he 
vision. He succeeds Lee D. Nutter, » 
who has been transferred to New Combinations, AND MORE— 


York City as manager of major ap- mn 7. 
pliance sales there. with just ie | few S ¢t Pehiteiclae 
From Cleveland, -it was an - . 
nounced that Frank J. Matusek, : - y. Virsa, Pa rts ' 
formerly of the Atlantic sales dis- 
trict of G.E.’s lamp division, in New 
York City, had been transferred to 
division headquarters at Nela Park. 
He will serve as photo and minia- : 
ture lamp specialist in the resale : : : P= 
field, and will devote his time chief- \ > ¢CLD-150 He t 
ly to national promotion of photo- “FLOATING SOCKET” — Sg eu, 
graphic and miniature lamps. ; Lamp Holder ie 


In Seattle, Robert T. Skeer, for- Six tapped holes, 2 plugged. Self- 


centering hole in built-up post for 


merly district appliance sales rep- Pat. applied for : easy screw insertion. 
resentative at Kansas City, was ap- ; 
pointed manager of major appliance Cutaway view of 150 watt lamp- ® CLUA-21 


sales. Appointed as assistant man- holder. Accommodates physical : : 2” Pole 
variations in lamp —assures posi- . 
tive contact—eliminates breakage. 2) Fitter 


ager of the advertising and sales 
promotion department of the ap- 

paratus marketing division, Ralston : Slip fit adapt- 
B. Rein will coordi.iate activities of a = — | “= bn 
the department's five advertising ; » and Y” close 
sections, visual education section : , . & nipple. 

and company news bureau at Sche- 


nectady. e _ ewwa-3 Terminal Box 


Making his headquarters at Lynn, For upright 


Mass., J. Herbert Behm is the new cLUu-7 Splice Box e , or horizontal 


staff assistant to the manager of : : = , position,one, ff 
engineering of G.E.’s small appara- pone A hs oo Sintop % a three 
tus division. He was formerly divi- ’ 
sion engineer for ac motors. 
Arthur F. Vinson, formerly man- f 
ager of employee and community 
relations for the company’s small 
apparatus division, with headquar- 
ters in Lynn, will make his head- 





quarters here as assistant manager 
of the manufacturing services di- 
vision. 








WARREN P. SHREVE has been ap- 
pointed manager of the Pittsburgh 
district of General Electric Supply 











Corp. Succeeding W. W. Satchell, who you ee eee 
recently retired after serving the dis- ri : —. Ay : 

igh efficiency and easy installation. 1, Ut PP Moos z 
trict since 1931, Mr. Shreve has more Atl parts ft aucle, pare Mae slumi- (he THB. Austin Company 
recently been manager of transmission num alloy. NORTHBROOK. ILLINOIS 


li ial G . 1 offi 
at Bridgeport, Com ~—s«WWeite For Information and Prices 
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RUGGED!! People In The News 
SHOWER ROOM FIXTURE John C. J. Wirth is the new vice 


president and sales manager of 
FOR THE Slater Electric and Manufacturing 
Co., Inc., Woodside, L. I. He will 
INDUSTRIAL PLANT direct the sale of Slater wiring de- 
vices to distributors, hardware 
SPECIALLY DESIGNED FOR wholesalers, chain outlets and orig 
THE TROUBLE FREE INSTAL- inal equipment manufacturers. 

LATION, 


CANOPY IS HEAVY STEEL Don M. Brown has been named 


WITH QUALITY WHITE POR- manager of sales administration for 
CELAIN ENAMELED FINISH. the Westinghouse Lamp Division 
at Bloomfield, N. J. He succeeds 

SOCKET HOLDER IS CAST Harold G. Cheney, who was ap- 
ALUMINUM. 











pointed recently to be manager of 

HEAVY WIRE GUARD [IS Westinghouse electronic tube sales. 
THOROUGHLY ZINC PLATED 
AND FINISHED WITH HIGH Stanley G. Fisher has_ been 
QUALITY WHITE BAKED ON named to direct the sales of the elec- 
ENAMEL. tric housewares division of Landers, 
Frary & Clark, New Britain, Conn. 
He was formerly manager of the 
field selling force of the electric 











CAT. No. 307) 


FOR USE WITH 150W OR 200W LAMP 


DISTRIBUTED THROUGH LEADING WHOLESALERS 








housewares division 


A. J. Shradel has succeeded T. N 


ELECTRIC Viner INC. Bristow as manager of the Seattle 


F 4223 W LAKE ST. CHICAGO 24 district sales office of Cutler-Ham- 


mer, Inc., Milwaukee. Mr. Bristow 
has retired after 23 years of service 


with the firm. 





E. W. Olson has been appointed 
to the newly-created post of sales 
promotion manager for Webster- 
Chicago component products. Mr. 
Olson, formerly field promotional 

y £ representative for the firm, will 
AS are ; work on the development of mer- 
s chandising plans for Webster disk- 


changers, amplifiers and other parts. 
BLACKBURN Robert Thallon is the new head 


& ; of the department of designs engi- 


neering of Fluorescent Fixtures of 


California, makers of All-Brite lu- 
minaires. His headquarters will be 


in San Francisco 





Mr. Jobber: 


Here is a good steady yet high 
turnover item. Here is an item you will S 
be proud to handle. It’s of the highest * managers for three branch offices. 
quality—one of the famous BLACKBURN A W. J. Blackburn succeeds Donald 
Hi-Strength Line. It’s easy to sell, it | 
stays sold, and your customers will ; ; 
keep calling for it again and again. : to active military duty, at the Den- 
If you are not yet selling it, send for ae ver office. Donald D. Baker suc- 
samples and show it around. —* > ~ 4 ‘ 

Type N (illustrated) hos square body ceeds Mr. Blackburn at the Kansas 

made of a strong bronze alloy. City office He was formerly at 

Type S hos heavy round body made ‘ Wichita. Kans., and has been re 

of high-strength Duronze. : 


Minneapolis-Honeywell Regula- 
tor Co. has named new industrial 


W. Larcen, who has been recalled 


hy placed there by Bernard J. Alberts 
JASPER BLACKBURN CORPORATION from New Orleans. Jack F. Smith is 
: new industrial manager at Tulsa 
Pilgrim McRaven will handle in- 
dustrial interests at Oklahoma City. 
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LES LENHOFF, formerly quotation 
clerk, recently was promoted to head 
the quotation department at Richards 
Electric Supply Co., of Cincinnati, 
Ohio. Mr. Lenhoff has been a member 
of that electrical wholesaling firm for 
the past six years. 


Frederick S. Marks has been 
made sales manager of Rome Cable 
Corp., Rome, N. Y. Prior to his 
present appointment, he was assist- 
ant sales manager of the corpora- 
tion. He joined Rome Cable in 1945. 


John K. Becker is the new ad- 
vertising manager of Waring Prod- 
ucts Corp., a subsidiary of Claude 
Neon, Inc., and will handle prod- 
uct advertising for the company’s 
lines of Waring irons and blendors. 


Raymond P. Connors is filling 
the newly-created post of eastern 
sales manager for the lighting divi- 
sion of Sylvania Electric Products, 
Inc. A member of Sylvania’s sales 
force since 1937, he will supervise 
sales of lighting products in the 
firm’s divisions in Boston, New 
York, Newark, Buffalo, Philadel- 
phia, Pittsburgh, Washington and 
Atlanta. 


William H. Sisson, former indus- 
trial manager of Minneapolis-Hon- 
eywell Regulator Co.’s Indianapolis 
office, has been named power indus- 
try manager for the company. He is 
making his headquarters in Phila- 
delphia. George M. Rossiter suc- 
ceeds Mr. Sisson at Indianapolis. 


Sam Littlejohn, of Philadelphia, 
has been elected’ commercial vice 
president of the General Electric 
Co. Formerly manager of the At- 
lantic district office of the com- 
pany’s apparatus organization in 
Philadelphia, he will be engaged in 
customer relations activities with 
headquarters in Cleveland. 


with 
JEFFERSON 
POWER CIRCUIT 


TRANSFORMERS 


@ Modern wiring practice calls for 
higher voltage main circuits stepped 
down where required for lighting or 
operation of portable equipment and 
controls. This means increased demand 
for Power Circuit Transformers. So be 
ready to service this need, and step up 
profits. 

Jefferson Power Circuit Transform- 
ers are quality built with all the im- 
portant features;that make them the 
type of Transformer you want to rec- 
ommend. Ratings are conservatively 
established to allow a large safety mar- 
gin. Jefferson’s Universal Voltage 
Ratio Design also makes possible 
three handy combinations, 460/230— 
230/115—460/115. 

Jefferson Power Circuit Transform- 
ers are the dry type and may be mount- 
ed on post, walls or the machine itself. 
No special vaults or cabinets are re- 
quired. Built in roomy wiring com- 
partment with 12 and 34 inch knock- 
outs and brackets for post or wall 
mounting. You're sure of user-satis- 
faction and repeat profits when you 
sell Jefferson. 

Approved by Underwriters’ Laboratories, Inc. 
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Patent Applied for 


Cat. No. CLD-150 for 150- 
watt lamps. 

Cat. No. CLO-35 for 300 
and $00-watt mogul base 
lamps. 


Alumioum alloy. Completely 
wired. Heatproof, weather- 
proof gasket. Removable re- 
taining ring for easy socket 
replacement. 


ECCENTRIC 
tame 


HEXACON ELECTRIC CO. 


“FLOATING. SOCKET" 
LAMPHOLDER! 


Accomodates Physical 
Variations in Lamp— 
Assures Positive Contact— 
Eliminates Breakage 


Floating socket moves for- 
ward or side to side in an 
eccentric plane to compen- 
sate for variations in size 
and shape of lamps, sockets 
and castings. Insures tight 
seal and positive electrical 
contact. 


THE M. B. AUSTIN COMPANY 
NORTHBROOK, ILLINOIS 


Important ~ ie 
news to 


y WHOLESALERS 


HEXACON soldering irons 
are a profitable line for the 
distributor, dealer and user be- 
cause it represents one of the 
most complete lines available 
today. It is backed by famous 
users throughout the world, 
and an aggressive hard-hitting 
sales promotion campaign is 
telling the story to a 
quarter ofa millionkey 4 
men in industry each «4 
H = month. shaun 


ont pean To ae “. 








MANUFACTURERS APPOINT 
SALES REPRESENTATIVES 
oe eee en WE ee te 

The William V. Haynes Co., with 
headquarters in Boston, Mass., has 
been appointed representative for the 
manufacturing firm of Clyde W. Lint 
in all New England states except Con- 
necticut. Coughlin Electric Sales of 
New York has been appointed to 
cover the metropolitan area and Les- 
ter E. DeWald of Syracuse covers up- 
state New York. 


Globe Lighting Products, Inc., with 
headquarters in Brooklyn, N. Y., 
and in Los Angeles, has announced 
the appointment of two new repre- 
sentatives and a change in territory 
for one of its representatives. 

Formerly covering the California 
territory, Herman R. Levi has been 
switched to the eastern part of the 
country to cover western Pennsyl- 
vania, West Virginia and eastern 
Ohio. John J. Jasin, formerly a 
buyer of lighting fixtures for Mont- 
gomery-Ward, has been named Mid- 
West representative of Globe Prod- 
ucts. He will make his headquarters 
in Chicago. A. M. Orlick is the new 
representative in the southeastern 
and southwestern part of the coun- 
try for Globe. 


Slater Electric & Mfg. Co., Wood- 
side, N. Y., has announced the ap- 
pointment of the following sales 
representatives: 

Stout Electrical Sales Co., 224 
George St., Cincinnati, to cover the 
Kentucky, southern Indiana and 
southwestern Ohio area. 

Hoffman Brothers, 252 Wood- 
bridge St., W. Detroit, Mich., to 
cover the territory of Michigan, 
northern Indiana and northwestern 
Ohio. 

The Love-Haile Co., 1015 Bidwell 
St., Pittsburgh, to handle the ter- 
ritory of West Virginia, western 
Pennsylvania and eastern Ohio. 

The George Magnes Co., 725 2nd 


St., San Francisco, to take over the 


northern California and Nevada 


| territory. 


B. N. Yanow, 287 Atlantic Ave., 
Boston, to cover the territory of 
New England. 

The Marvin Langhaus Co., 333 
South Clinton St., Chicago, to cov- 
er the northern Illinois territory. 
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OBITUARIES 


A. <. Appleton 


Albert Ivar Appleton, founder of the 
fae sae Co., egy oa died 

ictober in Chicago at the Augustana 
Hospital. He was 79 years old. ee . pha sey 250 "Sa aperation. 

Born in Halland, Onsala, Sweden, he ‘ ; / AC-DC 
was the son of the late Carl John and ¥ ple spy a pm neg 
Paulina Christianson Appleton. Mr. Ap- 250 volt, 1 H.P.A-C only 
pleton came to Chicago in 1885, and 
after gathering practical experience in 
manufacturing techniques, he was made 
assistant superintendent of the Chicago 
Fuse Manufacturing Co. in 1893. 

Ten years later, he formed his own 
company, the Appleton Electric Co., and 
started to manufacture electrical conduit 
fittings and specialties. From a modest 
beginning, the company grew into one 
of the largest in the field, with well over 
1,500 employees and with representatives 
in every important distribution center of 
the United States and in many foreign 
countries as well. Its rise was due pri- 
marily to Mr. Appleton’s enterprise, in- 


ELECTRICAL DATA 
3200 Series: 15 ampere, 


Mark-Time Coin Meters give dependable 
performance wherever measured minutes 
are for sale. They are designed for use 
with washing machines, public radios and 
phonographs, public typewriters, gymnas- 
ium sun lamps, tennis court lighting, and 
similar installations and are slotted for 
dimes and quarters, either of which may 
be deposited without the other. 


time 
COUNT 
with 


Although the standard setting is 20 min- 
utes for ten cents and one hour for 25 


cents, other timings are available in ratio 


ventive genius, business acumen and tire- 
less driving force, 

With his company financially sound 
and firmly established in one of the most 
important branches of the electrical man- 
ufacturing field, Mr. Appleton gradually 


A. I. Appleton 


devoted more time to recreational activi- 
ties, among which golf held first place, 
with fishing—fresh and salt water—a 
close second. 

In 1946, when he retired from active 
business, his son, Arthur I. Appleton, 
assumed full management of the enter- 
prise as its president and treasurer. 
However, far from remaining idle after 
over 50 years in the electrical manufactur- 
ing industry, Mr. Appleton took an active 
interest in the business management of 
Florida racetracks. Early in 1951, he 
had the gratifying experience of secing 
completed and put into operation at the 
Gulf Siream track what ha~ been pro- 
nouncec as one of the finest and most 
practical club houses on any track in 
America, a project which Mr. Appleton 
had fostered. 

Residing at 2735 Sheridan Road, 
Evanston, Ill, Mr. Appleton was a mem- 
ber of the Chicago Athletic Assn., Ev- 
anston Country Club, the Swedish Club 
of Chicago, and the Surf Club and the 
Indian Creek Golf Club at Miami, Fla 





MARK-TIME 


COIN METERS 
as 
ay 
in Canada send inqviries to: 
Ontorio Hughes Owens Co. Ottawa, Ontario 


of 3 to 1. 


Face and 
available for special applications. 


timing mechanisms only are 


M. H. RHODES, INC. 


HARTFORD CONNECTICUT 





> ONE 


KEYSTONE 


Flangeless WIREWAYS 
and FITTINGS! 


“One for the money” is right! Next 
time you're bargain-hunting for quality 
wiring installation equipment, you'll find 
it pays extra sales and profits dividends 
to specify KEYSTONE Fiangeless Screw- 
cover WireWays and Auxiliary Fittings. 
They're quolity-built through and through 

. yet they're designed to permit 
quick, easy, economical installation of 
wiring for meter boards, service boards, 
loadside switches, etc. 


NOW! Territories open 
for agents with wore- 
house facilities. Write 
for full particulars! 
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for the money! 


Available in three sizes... 4" x 4", 
4” x 6", and 6” x 6”... and in foot- 
lengths of 1’ through 5’ inclusive. Fur- 
nished in a variety of knockouts ranging 
from Ya" to 1%" equally spaced every 
3” for making ample connections without 
costly drilling. Flangeless type 90° 
elbow and T fittings also available for 
added flexibility in meeting wiring lay- 
cut requirements. Write for Keystone’s 
“Value-Packed" Catalog today! 
© lt poys to “figure on Keystone!"’ 


KEYSTONE MANUFACTURING COMPANY 
23328 Sherwood Ave. @ Centerline (Detroit) Mich. 








: ALSO 
J A C K S 0 N A Complete Line of 


PORCELAIN ENAMELED INDUSTRIAL REFLECTORS 
YARDLIGHT Ss | 














No. 
8972-8974-8976 


When the call is for Yardlights sell JACKSON 

They are impervious to wind and weather and 
truly last a “life time.” Made of one-piece 
heavy gauge steel finished in three coats of 
Vitreous Porcelain Enamel. Completely wired 
and assembled. Good Quality—Good Appear- | 
ance. Listed by U. L. approved for R. E. A 


Make SURE Your installations. Send for catalog 
Customers get Jackson _— 
... the Lifetime Yardlight 
e 


Manufacturers of 


\ 
e Reflectors j \ 
e Yardlights ; JACKSON Brooder Heat Reflector 
' ! 

‘ | 








Heat generated, together with the rays of 
the fight, helps prolong lives of new-born 
pote) animals. Durable, tough, weather- i 
root. 


e bet . 
Vaporproof Units 4 te ss are - 200 watt r) 
amp or wa eat ° 
e Weatherproof \ an be attached direct to / 
A vebpere? 4 Lame Be re by — 7 
or cor © speci anger. - 
Sockets . “a Proved 6 foot cord and’ plug. Ya 


JACKSON ELECTRICAL COMPANY oma 


300-910 W VAN BUREN STREET CHICAGO 7, ILLINOIS 


wa 


He was also a member of the Masonic 
Order, the Consistory and the Shrine 
Surviving are Mrs. Appleton, the for 
mer Lillian C. Wink of Chicago, two 
sons, John Albert and Arthur Ivar, and 
one daughter, Edith Marie Appleton. 


G. L. Donnett 

George L. Donnett, manager of sig- 
naling sales for the Graybar Electric 
Co., died October 3 of a heart attack at 
his home in Pelham, N. Y. He was 61. 

Born in Seattle, Wash., Mr. Donnett 
joined Graybar as a quotation clerk in 
“leveland in 1920. He was transferred 
to New York in 1932 to the company’s 
general department where he served as 
sales engineer in the communications de- 
partment before being made manager of 
signaling sales in 1949. 


James Hunter 

James Hunter, 59, died October 2 in 
a Buffalo, N. Y., hospital. He was a 
part owner of Hunter & Bell, electrical 
supplies, Buffalo, and was active in this 
field for over 40 years 

First associated with the old Stern’s 
Electric Co. and then the old Westing- 
house Manufacturing Co., Mr. Hunter 
later joined the Bison Electric Co. in 
Buffalo. In 1930, he started his own elec- 
trical supplies business in Buffalo. In 
1945 he formed a partnership with 
Charles B. Bell. The firm is located at 
858 Main St. 


W. G. McKitterick 
A retired sales manager and invest- 
ment counselor of General Electric’s 


| Lamp Division at Nela Park, Cleveland, 


‘When selecting automatic time switches for indoor 
ahd outdoor uses remember the advantages of 
dependable TORK CLOCKS. Ideal for — Signs 
and Window Lights — Pumping — Defrosting — 
Oil Burners — Pre-heating — Lead or Wax — Hen 


House lights. Write today for complete details. 
No. 948A $11.00 List 


30 AMP * SINGLE POLE TELECHRON MOTORED 


William G. McKitterick, 69, died unex- 
pectedly of a heart attack at his home 
in Shaker Heights, Ohio, on September 
21. 

He was widely known throughout the 
electrical industry, and retired in 1945 
from the lamp division after 37 years of 
service. 


ASSOCIATION NEWS 


CAMDEN, N. J.—T. C. Sargent, 
commercial engineer for Sylvania 
Electric Products, Inc., addressed 
members of the Electrical League 
of South Jersey recently on the lat- 
est developments in light sources. 
The speaker also gave a review and 
preview of lighting. Prior to the 
meeting, the league members met 
for dinner. 


CLEVELAND — The appliance 
committee of the Electrical League 
has developed two Fall promotions. 
Members of the committee are J. G. 
Lee, chairman; A. S. Green, vice 
chairman; W. T. Clark, E. C. Fors- 
ter, H. G. Frank, A. F. Head, Roger 
Howes, H. H. Kennedy, C. E. Kirk- 
patrick, R. J. Miller and V. G. Ptak. 


ELECTRICAL WHOLESALING—November, 1951 





| Appliance 


| ordinated 
| Electrical Industries. 


ERSAL 
ELAIN 
ATORS 


UNIVERSAL 


CLAY PRODUCTS CO. 


1549 EAST FIRST ST. 
SANDUSKY, OHIO 


THE 


| 
| 
| a 





| vision this Fall, 


| in Hollywood 


| diences 
| American Telephone 
| Co. 
| the 


KANSAS CITY—Various speak 


ers at recent meetings of the Elec- 


Association include Henry ‘ 
vice president of Zenith Ra 
io Corp., and i W. Ben 


»mber of the executive d 


tric 
Bontig, 
How ire 
nett, a me de 
General 


hear S. | 


partment of the 
Co The 
Rosch, 
Wire & ( 


20 meeting 


group wW ill 
vice of Anaconda 


able Co it its Ne 
At a special meeting 


president 
rvembert 
on 
December 10 members will hear a 
talk by Charles A. Scarlott 
the HWestingho 
annual meeting and Chr 
of the EA will take place 
19 at the Hotel President 


editor 
T 


of ise Engineer T 
stmas party 


December 


DALLAS 
eral Electric Supply Corp., 
C. McKee in charge, 
ing of the local Electric 


Sponsored by the Gen 
with J 


a recent meet- 


dedicated to the Community Chest. | 


addressed | 


held 


of speakers 
club members at the 


Baker Hotel 


A number 
meeting 


in the 


MINNEAPOLIS — Approximately 
12,000 lines of advertising 


scheduled for dailies here and in | 


St. Paul under the cooperative pro- 


gram to publicize college and pro- 


| fessional football to be seen on tele 


as well as to pub- 


| licize programs which will originate | 


and reach local 
the 


relay 


au- 
over new 


microwave system of the | 


and Telegraph | 
The promotion is sponsored by 
Twin City Television Distribu 
the Paul | 
the | 


tors, Minneapolis and St. 
Assn. 
Power Co., co 
North Central 
On the 
ning committee representing the co- | 
are William Bell, Donald 
Mayall for the 


Dealers and 
States 


through 


Northern 
plan 


sponsors 


Gabbert and Henry 








MANUFACTURER’S 
REPRESENTATIVE 


Minnesota, No. and So. Dakota 
Upper Wisconsin and Montana. 


COVERING WHOLESALE ELECTRICAL, 
HARDWARE, AUTOMOTIVE, INDUSTRIAL 
and SIMILAR DISTRIBUTION, 


Desires additional major line. 
HOWARD B. MARKS COMPANY 


215 LOEB ARCADE 
MINNEAPOLIS 2, MINN. 
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Electric | 


Club was | 


have been | 


$40 million | 


TITCHENER REX 
CABLE STAPLES 
£.,. 
if... 


Then 


your customers want stronger 
staples at right prices . . . 

you want satisfied buyers — 
steady repeat orders — liberal 
discounts .. . 

send for somples, prices and dis- 
counts on Titchener’s TEMPERED 
Rex Cable Staples. All types and 
sizes. Write today. 


E. H. TITCHENER & CO. 


91 Clinton St. Binghamton, N.Y. 





television dealers; James Harter, 


E. L. Chrisman, C. H. Rogers, Ray- MINERALLAC 


mond Yerdon, Walter Zink and Al 


Toepel for the television distribu- 
tors; and L. E. J. Mabbott and EF. e A M 


Theodore L. Losby for the North- 


ern States Power Co. | C| L A M p $ 


' 
| OMAHA—Approximately 400 dele- 
gates from some 20 Midwestern |X 
| states and eight provinces in Can- | moun No — = 
ada attended the 47th annual meet- HANGERS —a\ 
ing here recently of the Western 
Section, International Assn. of 
Electrical Inspectors. Highlight of 
the conference was a giant trade 
exhibit held on the mezzanine floor 
of the Hotel Fontenelle, conference 
headquarters. Manufacturers showed 
| the latest in electrical equipment Mounts Mineralloc hangers No. 0 to No. 6 on I-Beams 
and devices. General chairman of sately without necessity of drilling holus. Made of 
the affair was Don E. Rosenthal of | heavy gauge zinc plated steel with deep drawn 
he N a eRe ribs to give needed strength, these durable, light 
the ebraska-lowa Electrical Coun- weight beam clamps have 4-20 tapped holes— 
cil. will fit beam flanges up to % inch thick. Furnished 
with case-hardened set screw. Low cost. 

a Order From Your Electrical Wholesaler 

PITTSBURGH—The third annual SEND FOR LITERATURE 


industrial electric exposition was MINERALLAC ELECTRIC COMPANY 
| held here at the Hotel William | 25 North Peoria St. Chicago 7, ill. 


| Penn recently. The Electric League | 
of Western Pennsylvania  spon- MINERALLAC 


sored the three-day exposition. 








WASHINGTON—The Electric In- 

| stitute here recently arranged for 

the presentation of a sales training 

| course, conducted by the Edison 

Electric Institute in cooperation 

with the National Electric Whole- 

“THE MARK OF salers Assn. A basic course in sales- 
QUALITY" manship for electric appliance sales- 
men, the course, which was pre- 

sented weekly for four weeks, fea- 

tured sales demonstrations, sound 

films, skits and lectures. Limited 

to 100 salesmen, the course con 


cluded with the presentation of 
SANTA CLAUS , A The tape with 
PLAQUE COPTEERISS OF meen BM the yellow core 
made by 





WIRE & CABLE SUPPLIES 


#819 f 


HI-HO SANTA JOBBERS & INDUSTRIALS 


As the subsidiary of Sterling Cable 
Co. Ltd. we import a FULL 
CHRISTMAS LIGHTS RANGE of high quality wire and 
Fine assortment of all types: series and multiple- cable of Sterling manufacture. 
wired — outdoor and indoor —7, 8, 15, 25 File our address for reference and 


light strings. All types of candles, wreaths and send inquiri . 2 y 
exclusive novelties. q es for quotation to: | hy a 


Send for our catalog showing the complete line. BEAM INSTRUMENTS C ») . 
MILLER ELECTRIC CO. rd Panther ons ragon 


350 Fifth Avenue, New York 1 
32 RIVER STREET, PAWTUCKET, R. I. LO. 4-0844 friction and rubber tapes 
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swe 
WALL 
PLATES 


Packed in individual 
envelopes with the 
necessary number 
of plated screws 
in glassine bag 
Chrome 


plates are paper 


plated 


covered to give 
protection to the 
surface until instal 


lation is made 


NOTHING TAKES THE PLACE OF STEEL 


HONER MFG. CO. 


Now located et their new larger quarters 
115 S. Clinton Street 
Franklin 2-9821 








| The New 
HEINEMANN 


“Magnette" 
CIRCUIT BREAKER 


New design — new con- 
venience — this breaker 
is interchangeable with 
many conventional pan- 
elboard breakers yet, un- 
like others, it operates 
on the FULLY MAG- 
NETIC, NON-THERMAL 
principle. This means 
NO “DE-RATING” re- 
quired. The breaker al- 
ways carries 100% of 
rated current, and the 
instantaneous trip point 
is always 10 times the 
breaker rating. A time- 
delay device prevents 
nuisance tripping. 


WRITE FOR 
BULLETIN 3101 CAT. NO. 0911 


Send for 
Bulletin, 2015 








Bulletin 2012 


Motor Controllers 
Safelets 


Bulletin 1410 
Bulletin 1010 


HEINEMANN ELECTRIC CO. 


152 Plum Street 
Trenton New Jersey 





Chicago 7, Ill. | 








| its line of sound equipment, includ- 
| ing high-fidelity amplifiers, 


| systems, intercommunications equip- 


| breaking series of plugs 
| ceptacles. 
| in detail 





| 


| 


Sound Equipment—Bell Sound Sys- 
tems, Inc., has issued a catalog on 





record- 
ing equipment, portable record play- 
er, booster and mobile amplifiers, 
P.A. systems, phono-P.A. systems, 
industrial equipment, console sound | 


ment and various accessories. Twen- 
ty-page catalog is available by writ- 
ing Bell Sound Systems, Inc., Co- 
Ohio. 


lumbus 7, 


nee nen? ELECTRICAL WHOLESALING 


mention 


Plugs and Receptacles — Typical 
circuit diagrams are included in 
this four-page bulletin on circuit 
and re- 
bulletin describes 
and illustrates the con- 
struction features of heavy duty 
connectors for portable electrical 
equipment from 20 to 200 ampere 
ratings. Sizes and styles are tabu- 
lated for easy reference and speci- 
fication. For booklet, write the 
Pyle-National Co., 1334 North 
Kostner Ave., Chicago 51, Ill. 


The 


"9 ELECTRICAL WHOLESALING 


Lighting Units—Specific informa- 


tion regarding all Holophane Co., 





Inc., products is presented in a new | 
64-page catalog. Contained in the 
catalog are 90 product illustrations, 
75 cross-sectional drawings and 59 
candlepower distribution curves, 


® 


PURPOSE FLUORESCENT 
Lamp THAT GOES aN 


tveay oat 
$1575 : 
' 
ght a, 
A, ret rw Flew 1s miei wow! 
; Only 
double-spring de 
ing finger np Rex ‘bility 





= UL approved moterels 
> bronze, grey ond green oven. 
fred enome! Frushes 
. Puts light where you wont # 
— home, industry oF institution 
“4 Prices Higher — Denver West 
ART SPECIALTY COMPANY 


3245 W. Leke $1, Chicege 24, tt 
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the NEW FURNAS 


l0 hp STARTER 


Regular enclosure 
measures 10% x 6% x 
4% in; smaller than No. 2 and 
larger than No. 1; rated 10 hp., 
220-550v AC polyphase. 
The new Furnas series YE starter rated 
10 hp. maximum, has a smaller, neater 
case with more than ample space for 
wiring. Other major features of inter- 
est to your starter-customers include: 


@ LOW CONTACT-RESISTANT SIL- 
VER CONTACTS WITH SPECIAL 
ARC-QUENCHING PROPERTIES, 


@ TERMINAL BOARDS OF HIGH- 
EST ARC-RESISTANT PLASTIC 
AVAILABLE, 


@ DUAL VOLTAGE COILS, STAND- 
ARD EQUIPMENT ON BOTH 
SINGLE AND POLYPHASE 
STARTERS, AND 


@ POSITIVE ACTING, SOLDER-POT 
TYPE THERMAL OVERLOAD 
UNITS. 

For a 10 hp. starter or contactor, 

engineered for better performance 

and longer life — providing economy 

of size and price — recommend a 

Furnas control. Catalogs and price 

sheets sent on request. Write Furnas 

Electric Company, 1069 McKee Street, 

Batavia, Illinois. 

OTHER 


MOTOR 
CONTROLS 


We manufacture cther sizes of 
magnetic starters and contactors 
as well as drum controllers, pres- 
sure and foot operated switches. 
Details on request. 


\FURNAS) 


MOTOR CONTROLS 





a [UC of the W208L 


IT’S LOCKED! ‘wma 


INTERLOCKING 
DEVICES 


trial equipment? New TURN-TYTE Cord 
Connectors, Caps and Receptacles are 
your answer! 


Slight turn locks them TIGHT! 
TURN-TYTE 2-Wire Armored Cord 
Connector Body. Two pieces of molded 
bakelite, with armored base and cord 
clamp. Bronze contacts coated to resist 
rust and corrosion. Available in 10-15 
amps. (#2100) and 20 amps ( # 2200). 


.. they're fully INTERCHANGE- 
ABLE with other makes! 
TURN-TYTE 2 Wire Armored Cap 
with cord clamp. Bakelite with brass 
blades. Available in 10-15-amps (# 1206) 

and 20 amps (# 1226). 
SOLD ONLY THROUGH 
LEADING WHOLESALERS 
For more information on these and other 
new TURN-TYTE devices plus details 
on how you can sell this profitable new 
line, write today. 
Also Available: 3-Wire, Polarized and 
Grounded. 1-15 Amps and 20 Amps. 
IMMEDIATE DELIVERY! 


“ RODALE 


MANUFACTURING CO., INC. 
EMMAUS PENNSYLVANIA 


| 
| 
| 
| 
| 


giving detailed information on a 
total of 270 lighting units. Also in- 
cluded is a section on the principles 
of light control with 
glass. A combined engineering data 


book and catalog, the publication 


prismatic 


is available upon request from the 
Holophane Co., Inc., 342 Madison 
Ave., New York 17, N. Y. 
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four-page 
features of 


Capacitors — Two-color, 
booklet the 


capacitors, 


describes 


their application and 
illustrated 


diagrams 


operation. It is with 


photographs, line and 


test-data graphs. Capacitors de- 


scribed are designed for low-volt- 


age, dc 
small 


applications where 
light 


considerations. 


very 


sizes and weights are 
Booklet is 
ivailable from the General Electric 


Co., Bs 


major 


Schenectady 9 


nen on? ELECTRICAL WHOLESALING 


Wiring Conduit—lIllustrated, four 
page bulletin describes liquid-tight 
and flexible electrical 
duit. In 


engineering 


wiring con- 


addition, installation and 
data 


weight of 


are given, and a 


ehart gives conduit per 
foot, approximate bending diameter 
diameters. American 
the 


Waterbury 


outside 
Hose 
Co., 
will send bulletin upon request. 


and 
Metal 
Brass 


American 
20, 


Branch, 
Conn., 


iiwention © ELECTRICAL WHOLESALING 


Residential Lighting—New innova- 
tions in residential lighting are pre- 
sented in a 52 page, four-color cata- 
log issued by Moe Light, Inc., Fort 


Atkinson, Wis. In the catalog, the 





\ 
FLU X 


FOR 

SODERING 
BRAZING 
WELDING 


L. B. ALLEN CO., INC. 


6701 Bryn Mawr Ave. 
Chicago 31, U. S. A. 





A 











Stop Circuit 
Hold-ups eee 
Call a Sylvania 


Customers be- 
come fast 
friends when 
you recom- 
mend Syl- 
vania COP 
(cut-out Pre- 
mium) start- 
ers. Devel- 
oped by Syl- 
vania to po- 
lice fluores- 
cent circuits, they immediately cut out any 
lamp that begins to flash or flicker. Pre- 
vent damaging of ballasts or starters, but 
never hold up a circuit. Save time, save 
current, reduce maintenance costs with 
Sylvania COP type starters. 

For descriptive folder and detailed in- 
formation write today to: Sylvania Elec- 
tric Products Inc., Dept. £-7411, 1740 
Broadway, New York 19, N. Y. 


SYLVANIA¥ ELECTRIC 


FLUORESCENT TUBES, FIXTURES, SIGN TUBING, WIRING DEVICES; LIGHT 
BULBS; RADIO TUBES; TELEVISION PICTURE TUBES; ELECTRONIC PRODUCTS ; 
ELECTRONIC TEST EQUIPMENT; PHOTOLAMPS; TELEVISION SETS 





To Help Your Customers 
Make More Profit on Every Job 


Sell Them 


Jiffy SNAP-IN- BLANKS 


. Snap into place... .« 
Lowest cost. 


One piece seals . . 
Safely close knockouts . 
Six sizes /2 to 2 inches. 


I 

| Other Jiffy Profit Builders: 

: @No-k’ak Fish Tape @SHERCO Staples 
@Clamp-in Box Supports eConduit Bender 

| eAdjustable Hole Cutter @Solder Dipper 

| 

| 

| 

| 





@Forcelain Wire Connectors @Bar Hangers 
Sell the complete line! 
Write for Bulletin EW. 


Ciggeant 


e 
Wast 
7, 


Hino 


Dept 


Chicago 
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ATLANTIC CONDUIT 


FITTINGS CO. 
BOSTON, MASS. 








Mr. Manufacturer: 
We want to sell for you 


Leading Sales Agency covering 
Indiana, Illinois, Iowa, Wiscon- 
sin, seeks additional lines sold 
through wholesalers. 


4 SALESMEN 
CHICAGO WAREHOUSE 


We'll give you complete cov- 
erage and a productive and in- 
telligent sales effort. 


RA 2072 Electrical Wholesaling 





520 N. Michigan Ave., Chicago 11, Ill. 














1455 SPRING GARDEN AVE., 
PITTSBURGH 12, PA. 








lighting fixtures have been 


gated by room location, with a com- 


segre 


plete line applicable for every room 


in the house. Cover of the catalog 


contains a revolving disk on which 


various room scenes are pictured 


Several devoted to val 


ance lighting, showing many panels 


pages are 


and contem- 
valances 
hung. Copies may be ob- 
writing to Moe Light's 


available in traditional 


porary design and how 
may be 
tained by 
advertising department at Fort At- 


kinson, Wis. 


ice aton 9 ELECTRICAL WHOLESALING 


mention 


Motor Controls—An &8-page digest 


of motor controls, new illustrated 
catalog contains essential informa- 
tion ac and 


de motor control 


on a complete line of 


Starters, motor 


centers, contactors, relays and 


Included 
the 


other accessories. are open 


and closed views of more pop- 
general descriptions, ap- 
outline 

numbers. 
request is 
The 
East 


ular items 


plications, enclosures, di- 


mensions and _ catalog 
available if 
sent your letterhead to 
Clark Controller 1146 


152nd St., Cleveland 10, Ohio. 


when woes ELECTRICAL WHOLESALIN 


LEGAL NOTICE 


Catalog is 
on 


Co., 








OWNERSHIP MANAGE 
AND CIRCULATION REQUIRED BY 
. OF CONGRESS OF AUGUST 24 
AMENDED BY THE ACTS OF 
3. 1933, AND JULY 2, 1946 
(Title 39, United States Code, Section 233 
Of Electrical Wholesaling, published monthly at Phila 
Jelphia, Pa October 1 1951 

1. The name and address of the publisher, Exec. editor 
and General manager is: Publisher, McGraw-Hill Pub 
ishing Company, Inc., 330 West 42nd St., New York 18, 
N.Y.; Exec. Editor, Arthur W. Hooper, 330 West 42nd 
St, New York 18, N.Y Man aging editor, none; Gen 
eral manager, W. W. 330 West 42nd St., New 
York 18 Y. 

2. The owner is: McGraw-Hill Publishing Company 
Inc., 330 West 42nd Street, New York Stock- 
holders holding 1% or more of stock 
Graw and Donald C. McGraw, Trustees for Harold W. M 
Graw, Curtis W. McGraw and Donald C. McGraw, all of 
330 West 42nd Street, New York 18, N.Y Curtis W 
= Graw and Harold W. McG Trustees for Catherine 

Rock, 330 West a °° New York 18, N.Y 
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} tion, the name of tt p poration for who 
| such trustee is acting; 
| paragraphs show the mi I 
as to the circumstances yor condit 
holders and security holders who do not appear upon the 
books of the company as trustees ey! stock and securi 
| ties in @ capacity other than that bona fide owner 

McGRAW-HILL PUBL iSHING. bg a ANY. Inc 
By A. Gerardi, Vice Pres. & Treas 

Sworn to and subscribed before me “this 6th day of 
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[SEAL] ELVA G. MASLIN 
(My commission expires March 380, 1952.) 
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ements in the two | 


For A Simple, 
Satisfactory Job— 
THEY ALL WANT 


BELT-AIR 





EASILY INSTALLED! 

Square flanged panel with pressed 
knockouts makes for firm fastening in 
2 x 4s or masonry 

EFFICIENT! ATTENTION- FREE! Blades 
shaped to move maximum air—all parts 
simply designed. 

HUSKY CONSTRUCTION! Rigid 
bracket arms, heavy-duty bearings make 
these _ stand up for years of quiet 
operati 

24” 9 48" SIZES—up to 19,000 cfm 
—to handle many of your big-volume 
jobs. 

IN REAL DEMAND for shop, ware- 
house, food processing plants, etc. — 
a good profit and reputation builder 
for you! 


A Full Line Of 
DISK FANS! 


— all popular mod- 
els of the quality 
“Buffalo” make. 
WRITE TODAY for 
Bulletin 3222-F ‘or 
all the facts! 


BUFFALO FORGE COMPANY 
214 Mortimer St., Buffalo, N. Y. 


Canadian Blower & Forge Co., Ltd., Kitchener, Ont 
Sales Representatives in ail Principal Cities 


FIRST 
FOR FANS 


eG) slg 





CUSTOMERS COME 


FURST wie 


Once again, stee 
vital defenses ma 


nd 
subject to.inicreased 


illegal 
plicate’ 4 


practices... s 
; Pe ee a 
cooperating, to th ee 
tent with theg y ense Pros 
Within the limitation 


of raw piaterial regulat 


further, 
A 


gram. 


and Government resf 
>. , 
G r 
ustomers - 
possible. § 
- , 
lt ~be sacrificed. 


ntinue to make 


- ° 
prompt deliveries. 
Oo 5 


CUSTOMERS COME FIRST WITH ARRO 


MANUFACTURING A COM- 
PLETE LINE OF ANCHORING 
AND DRILLING DEVICES FOR 
MAKING FASTENINGS TO 
MASONRY—FOR 20 YEARS. 


Sold Only Through Distributors 


Pi tem > 47-1. bile), Mi :le] 8 ai aer 
MARION, OHIO 


128 
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SLIPKNOT The pedigreed 
tape. Largest selling brand of 
friction tape. Always dependable. 


s ICING PAPOUND Th 
P.R. SPL co 4 PLYMOUTH RUBBER COMPANY. |x 


splice that can be used on any electrical job. CANTON, MASS 





Sold Only 

Through 
E | Recognized 
PLYMOUTH RUBBER COMPANY a Wholesalers 


CANTON, MASS.U.S.A 


¥ 
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PLYMOUTH AUAEEA LO. 


PLYMOUTH PLASTIC ELECTRICAL TAPE 
The outstanding plastic electrical tape — higher 


in dielectric strength. Tough — Neat — Economical. 


PLYMOUTH RUBBER COMPANY, INC. 


Established in 1896 
CANTON, MASSACHUSETTS 
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When you help a customer solve 
a problem—you make a friend 


By carrying to your prospects and customers information about the 
products you sell that will help solve the problems that arise daily in every 
plant or business, you ean render a service that will put you in “solid” 


with buyers. 
Production men are often troubled by: 
Protective devices opening needlessly and causing un- 
necessary shutdowns—or by 
Motors burning up on single phasing or other electrical 
overloads -or by 
A transformer or solenoid burning up and causing op- 
erations to stop——or 
\ larger motor must be installed and there is no place 
to put the larger size switch ordinarily needed—or 
Switches and panelboards are being destroyed by poor 
contact heating—or 
Heating in panels and switches is causing fuses to open 
needlessly—and so on 
Telling men so troubled about Fusetron dual-element fuses can make 
for you a friend. You get an order, too, but what is more important from 
the long swing viewpoint, you help build up the idea that when other prob- 
lems arise, you are the man to consult . . . and what more can a salesman 
ask than to be so thought of by his customers. 


Don't forget your “Assistant Salesman”. 


When it comes to problems in electrical protection don’t 
forget that the BUSS Representative in your territory is 
ready and willing to pitch right in and work with you. 

Call on him whenever you feel that a little help would be 
useful to you in being of service to a customer or closing 
a fuse order. 

Fanon BUSSMANN MFG. CO., ST. LOUIS 
Division McGraw Electric Company 


OUTSTANDING 
DEVELOPMENT 


BY THE MAKERS OF 
FOR INSTALLATION THROUGHOUT THE ENTIRE ELECTRICAL SYSTEM 
— War pu Var War oe ’ 








